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Picking the Winners 


By Earl Keefe 


What's New for 1927? 


An Easy Way to Get the Proper Perspective at Your 
SALES CONFERENCE 


Credit Judgment Aid to Selling 









HERE, in the radically differ- 
ent Eveready Layerbilt, is the 
“B” battery which tops them 
all. Instead of the usual as- 
sembly of round cells, it is 
built of flat layers of current- 
producing materials. This 
construction, exclusive to 
Eveready, makes use of the 
spaces now wasted between the 
round type cells and avoids 
the usual soldered wires. 

Test after test has proved 
that this is the most econom- 
ical ‘“B” battery ever built, and 
you can make that flat-footed 
statement to every dealer. On 
all loud speaker receivers the 


Why Eveready Layerbilt is 
the most economical “‘B” battery 


ever built! 


Eveready Layerbilt will give 
twice the service of smaller 
Light-Duty batteries. It is 
far and away the most eco- 
nomical source of “B” power 





Tuesday night means Eveready Hour —9 
P. M., Eastern Standard Time, through the 
following stations: 


wTaM-Cleveland 
wwJ-Detroit 
woGn-Chicago 
er F 
_»../ Minneapolis 

WCCO) Gy TT 
Ksp-St. Louis 
wrc-W ashington 


WwEAF-New York 
wJar—Providence 
wEEI—Boston 

wTac-—W orcester 
wFi—Philadelphia 
wor-Buffalo 

wcaE—Pittsburgh 
wsal—Cincinnati 


EVEREADY 


Radio Batteries 


-they sell faster 























obtainable. It is also the most 
reliable and dependable. It 
delivers pure D. C. (pure 
direct current) which is essen- 
tial to true tone reproduction. 
This is the best “B” battery we 
have ever built, and we firmly 
believe that it is absolutely 
the best dry “B” battery on 
the market today. Keep your 
dealers informed and well 
stocked. 


Manufactured and guaranteed by 


NATIONAL CARBON CO., Inc. 
New York San Francisco 
Atlanta Chicago Kansas City 


Canadian National Carbon Co., Limited 
Toronto, Ontario 
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SGAR PLIERS comes back into 

this issue. Do you know who 
Osgar is? Probably you wouldn't ~ 
guess in a thousand years. He is 
Herbert Metz, advertising manager 
of the Graybar Electric Co. Herb 
used to write Osgar Pliers stories 
quite frequently, but since he has as- 
sumed the advertising responsibilities 
for the whole string of Graybar 
houses, we are lucky to get a story 
a year. 

The chap who drew the picture is 
a rising Chicago artist who has thus 
far resisted the itch to go to New 
York. We say itch because we read 
somewhere the other day that “urge” 
is a rusty word not in good form, 
anyway. It was suggested to him 
that of the two characters, one—the 
contractor-dealer—be a sort of every- 
day fellow, while the other be a 
“snappy looking’  salesman,—you 
know, the kind that travel for -elec- 
trical jobbers. 

Now an artist is a peculiarly stub- 
born bird. Instructions mean no more 
to him, when he starts to draw, than 
revolving doors mean to Queen 
Marie’s dog. An artist gets in a 
whirl and what comes out comes out, 
that’s all. When he brought the pic- 
ture back he said: “I made the sales- 
man snappy—big pants.” 

So when you jobbers’ salesmen see 
the picture don’t get offended. If the 
artist’s conception of you doesn’t 
measure up to your ideal, just re- 
member—“big pants”—and let it go 
at that. 

. * ~~ 
E J. PETERSON of St. Paul ex- 

@ plains how he keeps in touch 
with things. Let him tell it: “Al- 
though I left the electrical business 
for about two years I am glad to say 
that THe Jopper’s Satesman helped 
me keep in touch with things so that 
it was possible upon my return to 
jump right into the harness. I of 
course knew that eventually I would 
come back. There’s something to it 
that gets under your skin, you know. 
I am now connected with the 
Northwestern Electric Equipment 
Co., St. Paul, Minn., in the capacity 
of “Thor” specialist and have been 
for some time back.” 
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The Holding Power of an Anchor 


Depends on two 
factors only—First: 
The area of the 
Anchor Plates. ..... 
Second: The resist- 
ance of the earth. 


aliey HE NEVERCREEPis the only 
fs vA anchor that is made in a size to 
ra Nell] meet every anchoring require- 









ment. 


The NEVER CREEP pulls against the 
solid undisturbed earth; therefore gets 
the limit holding power of the earth in 
which it is installed. 


No other manufacturer of patent an- 
chors has ever claimed their anchor an 
equal to the dead-man. 


We guarantee: The HOLDING POW- 
ER of the NEVER CREEP to be 
greater than the dead-man. Every time 
test made on the NEVER CREEP has 
proven it. 





(ompany 


Centralia, Mo. 





Distributed in Canada by 
Northern Electric Company 
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Editor’s Page 


“Decorate With Artistic Lighting 
Equipment” 

HE SO-CALLED Fixture Market has 
"T teen revived, not as a market, but as a 

national exhibition—a place where job- 
bers, electrical contractors, dealers, buyers, 
architects, builders, and the public can go once a 
vear and see under one roof all that is best in 
lighting equipment. The market has been re- 
vived but under a new name, a new plan and a 
new policy. 

The Artistic Lighting Equipment Associa- 
tion, formerly the National Council Lighting 
Fixture Manufacturers, inaugurates its four- 
year program at the exhibition announced else- 
where in this issue. 

There are three outstanding features of the 
planned program for the next four years de- 
serving of particular comment. The first of 
these is the recognition of the fact that manu- 
facturers in the lighting industry, as in other 
industries serving American home life, are not 
competing against each other, but are com- 
peting with other industries for the attention of 
the public and more particularly for its money 

Its competition is the radio set, the phono- 
graph, furniture, the automobile. Say what 
you will, with all its claim of democracy, the 
nation inherently strives for class distinction. 
It’s a case of ““We want to have the house re- 
decorated and new lighting equipment installed, 
but Mrs. Jones wants an automobile. We are 
the only family in the neighborhood without 
one.” And, until someone invents a rubber 
dollar, the present one can only be stretched 
so far. 

The second feature leads, therefore, to the 
enlightenment of the public. A public, critical 
when presented with values, but ignorant when 
lacking information on the subject. The stand- 
ards of design can only be raised with the com- 
ing of appreciative purchasers. National 
advertising, tieing in with public exhibitions is 
the plan formulated to make the public realize 
that proper lighting in the home consists of 
more than an incandescent lamp screwed on the 
end of a length of plain iron pipe. 

The third point to be stressed is the slogan 
to be featured in all advertising copy of the 
\ssociation and its members. While the one 
lecided upon—“Decorate with Artistic Light- 
ng Equipment’”—has come in for some criti- 
‘ism we cannot quite sense the justification for 


such criticism. Certainly it is high time that 
the practice of building a beautiful home and 
“sticking in some lighting fixtures” was discon- 
tinued. The slogan is strong, for everyone 
wants it “decorated” in an “artistic” manner. 
And, the suggestion to carry “artistic decora- 
tion” to the lighting equipment places a thought 
in the public mind which previously has been 

woefully lacking. It is only necessary to visit 
the average home or apartment building to real- 
ize that someone saved the owner a few dollars 
in the lighting equipment, and he was happy, 

only because he was ignorant of lighting possi- 
bilities. 

“Decorate with Artistic Lighting Equip- 
ment” is going to step out and “homstead” in a 
section of the public mind heretofore devoted to 
a barren waste of knowledge on the subject of 
lighting and lighting equipment. 


* %** 


Merry Christmas and a Happy New 


Year 

NCE more the season has arrived to wish 
you both, with the fullest measure of 
good will. This dying vear of 1926 has 
been a “fruitful one. ‘To the majority, it has 
been a twelvemonth of unusual prosperity. 
Notable steps have been taken toward the ad- 
rancement of our industry. New jobbers have 
entered the field and are to celebrate their first 
Christmas in our group. To them, a welcome 
and congratulations of the season. Progress 
has been made, notable progress, in bringing 
about a better relationship, a more cordial 
esprit de corps in our body group, which com- 
prises one of the major branches of the electrical 

industry. May this movement flourish. 

Theodore Roosevelt once gave utterance to 
a few words which express better than we can 
hope to do the sentiments that all will do well 
to make their own and carry over into the New 
vear. 

“In short, friends, let us realize that in very 
truth we are knit together in ties of brother- 
hood, and that while it is proper and necessary 
that we should insist upon our rights we should 
yet be patient and considerate in bearing with 
one another and in trying, so far as in us lies, 
face us from 
as from his 


each to look at the problems that 
his brother’s standpoint as well 
own.” 
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“T'll Drive,” Says the Wife 
As She Climbs Into the Rear Seat 


She doesn’t forget to remind you of every red light that 
turns green and every green light that turns red. 


























She doesn’t forget to say, ““There’s a cop.” 
She.reminds you of every boulevard stop. 


“Forty-two’s to the right.”” “Look out for those neckers.” 
“No left turn.” “Step on it!” 


In other words-SHE’S A GOOD SALESMAN OF 
THE OBVIOUS—She isn’t overlooking any bets. 


As a salesman, you will make more money if you SELL 
THE OBVIOUS. | It is obvious that every wire customer 
needs tapes. It is obvious that, needing tapes, he should have 
“Okonite” tapes. He knows about them already. “Okonite” 
is a big, well-known signal of quality everywhere and he 
will respond if you direct his attention to it—sell him the 
obvious. 


Help him to remember—‘Okonite Tape,” ‘Okonite 
Manson,” “Okonite Dundee A,” “Okonite Dundee B.” 
Drive from the rear seat if you must, but DRIVE! 





MAKE THIS AN OKONITE YEAR — MAKE THIS AN OKONITE YEAR —- MAKE THIS AN OKONITE YEAR 





THE OKONITE COMPANY 
THE OKONITE-CALLENDER CABLE COMPANY, Inc. 


Factories: PASSAIC, N. J. PATERSON, N. J. 


SALES OFFICES W YORK AGO PITTSBURGH ST. LOUIS 
ATLANTA BIRMINGHAM SAN FRANCISCO a ANGELES SEATTLE 
F. D. Lawrence Electric Co., Cincinnati, 
Novelty Electric Co., Phila., Pa. Pettingell- te Co., Boston, Mass. 








Canadian Representatives: Engin Materials Limited, Montreal 
Cuban Representatives: Victor G. Mendoza Co. Havana > 
oY <~ = SST ANBAR ES 
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Credit Judgment an Asset 








A. R. Fierce 
President 
Wholesale Elec. Co. 


HE system of sales management employed by the 

Wholesale Electric Company, Inc., of San Fran- 

cisco, now housed in its new building at 1175 How- 
ird St., includes two progressive policies in the instruc- 
tion of its sales force of 11 travellers, which ought to 
prove of great value to both the men and the firm. 

One policy is to instruct all of the salesmen in the 
margins of profit involved in the various lines, and to 
encourage all of them to follow-up steadily on the most 
rofitable This creates enthusiasm the 
alesman worth in 


items. because 


can then visualize his own actual 
lollars and cents, instead of being in the position of 
Sell, sell, sell,” never knowing whether his sales are 
etting substantial profits to the business or not. 

The other policy includes instruction to the sales force 
n credit matters. 

The present company is a consolidation of three oth- 
rs, and the consolidation was effected largely upon the 
nitiative of V. L. Maxam, who is in full charge on mat- 
rs of sales and company policies in dealing with cus- 
mers. 

E. R. Fierce is president of the reorganized wholesale 
lectrical jobbing house, and C. E. Condit is treasurer. 
‘hese two well-known figures in the trade are the prin- 
ipal owners. 

“IT will say no more with reference to the policy of 


in Salesmanship 


The Best “Edge” That One of Our Sales 
men Has in Getting Business Is That 
His Customers Rely Upon Him 
for Advice in Credit Matters 


By JAMES V. MURRAY 


An Interview With V. L. Maxam 
Sales Mgr., Wholesale Electric Co. San Francisco 


a certain job 





C. E. Condit 
Treasurer 
Wholesale Elec. Co. 


keeping cur salesmen informed ef costs and margins of 
profits,” said Mr. 
himself many years ago, at the age of 12; in fact, as a 
newsboy; “Than to mention that the plan is highly suc 
cessful with us, and ties our salesmen in more closely 


Maxam, who started in business for 


with us by letting them see how much volume is neces 
sary in order to keep their efforts on a paying basis. 

“The other feature, however, the credit matter, is of a 
more widespread influence in the business, extending as 
it does, right through to our customers and including 
their methods of doing business. 

“With the position of all general jobbers in electrical 
goods about the same, on goods to offer, prices and ship- 
ments, we have nothing exclusive to offer the customers. 
unless we incorporate some special features of service. 

“And one exceptional feature of our service is to have 
our salesmen in a position to give helpful, constructive 
advice in cases of credit needs and credit jams. Knowing 
the machinery involved in obtaining credit, and ways to 
keep out of trouble on credit matters, by reason of being 
instructed in such matters from this office, our travelling 
men very frequently assist retailers in solving their 
credit problems, and coming out of tough experiences 
with their business integrity unmarred. 

“Where a salesman writes to us to extend credit on 
despite the fact that the account is badly 
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in arrears—because the job will enable the wiring con- 
tractor, or dealer, to get in the clear again and pay up, 
we let him understand that credit in that case, if as- 
sumed by us, is really a case of our carrying that un- 
known local And 
we tell the salesman that that dealer, or contractor, must 
turn up to us his plans and specifications, and bid on the 
job, so we can see for ourselves if his job is really going 
to pay out. If we see that the bid is wild, and the 
contract loose, we advise the customer to get out of the 
deal, letting both him and the salesman know that we 
would rather carry the'old account along a little while 
longer than throw good money after bad in a vain at- 
tempt at recuperation. And very often this sort of sound 
advice is well taken, and the customer thanks us for 
informing him of the weak spots in the deal under con- 
templation. 


account involved in the transaction. 


“And our salesman gets the tip not to exert sales 
pressure against his own house in his desire to book 
business. And this ties back to the first leson; that 
there must be profit in every deal. 

“A young fellow started in with us some time ago on 
his own money. In order to learn selling, he paid his 
own expenses while accompanying one of our older men. 
He got into a jam by taking out an uncorrected price 
book with him on his first trip alone, and his territory 
became badly “balled up” as a result. But he dug in 


and straightened out his 


extensions of credit over a lengthy period are justitic | 
We had an application for credit, received through «) 
of our salesmen, from an account in arrears not only | 
Insti 
of granting the credit, or turning it down, we told o 
salesman to advise his customer to catch a train, or a bu 
Presently the man and }, 
wife came into our store, convinced us that they we: 
right people but had been having more than their shar. 
of misfortune, and we advised them how to get out . 
their difficulty and still keep their business going. Ou, 
analysis showed lumpy buying, hence lumpy owing; to: 
much stock at one time. We obtained the names of tl) 
other creditors in the city, held a meeting here wit! 
our competitors and our clients, and explained to our 
competitors that if we all closed in on these people the) 
would be forced out of business and we would get onl) 
10 cents on the dollar, through bankruptcy proceedings. 
We then executed a joint note, with the largest credito: 
(not ourselves), collected the money and paid it out 
proportionately to all of us over a period of time. 


us but to many of our competitors in the city. 


and come in and see us. 


“Although the largest creditor was the one who reall) 
sustained the deal, by exercising the initiative in th 
matter, we got the credit. The customer and his wif 
shouldered their way out of adversity, and the concern 
is now solvent and a steady discounter. We have mad 
a good friend by putting time into something else than 


mere selling, and _ th 





own mess, and soon had 
good 


wasn’t 


his territory in 
shape. But it 
until he put time into 
analytical work, began to 
look at things from the 
executive point of view, 
and in addition to selling, 
strove to make his sales 
profitable by 
good judgment, that he 
really got to the point 


exercising 


where he stands today— 
as one of our best sales- 


men. And one of. his 
best “edges” in obtain- 


ing business is that his 
customers rely upon him 
for advice on credit mat- 
ters. It is 


most valuable assets that 


one of his 
his customers repose such 
good 
handling 


confidence in his 
judgment in 
capital, and involving it 
in transactions, that they 
will call him to one side 
and explain to him the 
very innermost features 
of their business. He has 
himself vital to 
They 
They 
feel as though they must 
see him. 


made 
many of them. 


want to see him. 





“There are times when 





HIS is the largest anti-aircraft searchlight in the world. Its 

beacon beam can be seen in clear weather 30 miles away. It 
will pick up visible objects at the distance of four miles. 
tricians demonstrating the powerful light as one of the many won- 
ders of the New York Electrical Show.—P. & A. Photo. 


customer is constantly 
advertising us as _ fine 
people throughout that 
section of the country. 
“Really, by constantly 
keeping our salesmen re 
minded on the credit 
matter, we are prevent 
ing what is a very dis 
couraging experience 
from happening. And 
that’s the case where a 
salesman sells a_ large 
order and goes on down 
the congratulating 
himself on his good deal. 
only to find in his mail, 
shortly afterwards, 4 
curt notification from th: 
house that the account is 
a bad credit risk and the 
order has been turned 
down. Two people ar 
hurt; the salesman, who 
has been nursing the 
fond thought of a nic 
deal, and the customer. 
who has been harboring 
the delusion of a_ buy 
consummated despite his 
‘reduced circumstances. 
Advance action and cau 
tion, only to be secured 
by clothing our salesmen 
with a mantle of execu 


line 


Elec- 











(Turn to Page 98 
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An Hour at Your Next 
Sales Conference 


ALES conferences, like good libation, have under- 
gone changes in the past eight years, but, unlike the 
questionable offering at the average party of today, 

they have improved immensely. Not that the old ones 
didn’t have a kick in them. To reminisce a little, many 
remember the fiery conferences held previously to the 
war, when not infrequently a 
manufacturer with a ‘“‘sound 






realized that this condition ex- 
isted and has developed a plan 
which to a considerable measure 
will solve 
the ques- 
tion that is 





sales policy” was a jobber’s idea 
of heaven. It wasn’t so long 
ago, as time appears, when the 
average jobber’s salesman looks 
over his shoulder, that he had 
his first introduction to a manu- 
facturer’s banquet given to job- 





What’s New for 1927? 
An Easy Way to Get 
a Proper Perspective 


of the Whole Field 








ber’s salesmen. 

“How long has this been 
going on” was his first thought, as he was hustled into 
one of a string of taxicabs and hurried like the French 
before Paris, to the scene, which later turned out to be a 
battle with poison gas the chief weapon, and plenty of 
that. 

Well, he landed at a “swell” club, was ushered into.the 
banquet chamber and there at the speakers’ table sat the 
igh moguls of the factory decked out in their glad rags, 
their reflective shirt fronts giving the lie to any lurking 
feot candle meter that happened to “crash the gate.” 
The party was a complete success until the last chin 
had been wiped, and finger bowls delivered F.O.B. tables 

then the fireworks started. 

The customary proceeding, bordering on a solemn 
convention, was for a salesman, properly inspired, by his 
companions and otherwise, to jump to his feet, describe 
in detail the incident which had happened in his territory 
where the manufacturer’s representative had, etc. This 
always brought the house down, the boys never failing 
to give an encouraging chuckle to it. It was sent to the 
cleaners each night, and worn again the next day at the 
right time. It had, however, its serious purpose, and 
there is no question but that the arguments and verbal 
battles ensuing did much to not only solidify relations, 
but probably were fundamentally instrumental in outlin- 
ing the points. of a real sales policy as it is known now. 

Today, there is little or no cause for these heated 
ittles, as the average manufacturer and his men have 
‘ sound jobber policy behind their products. This con- 
dition leaves the sales manager free to cut down his time 
vllotment to each manufacturer, as it is only necessary 
now to outline the features of his old and new products 
nd his sales and advertising plans. 

Fortunately for the industry, but rather embarrassing 

ir the sales manager, the parade of manufacturers has 
‘ecome increasingly long until the jobber’s salesman, 
tanding on the line of march, can only get a “glimpse” 
of each one and his product. There simply is not room 
‘or all the manufacturers of any one jobber on a program. 
Tue Jopper’s SaLesMAN for some time past has 





in every sales manager’s 
mind as he is confronted 
with the problem of build- 
ing up a program for his 
December or January sales 
conference ; namely, “How 
am I going to bring up 
and discuss with the boys 
all the new products, new 
lines, new advertising cam- 
paigns and new policies on 
the part of manufacturers, 
either our present sup- 
pliers or others in whom 
we might be _ interested, 
when we cannot at the out- 
side make a place for more 
than eight or 10 of their 
representatives on our pro- 
gram?” 

“A place for as many 
manufacturers on the pro- 
grams of as many jobbers 
as “possible” was, there- 
fore, the broad question, 
and we.came to the conclusion that THe Josser’s Saves- 
MAN, as a magazine, could be made the instrument for 
bringing this about. 

First we went to the sales managers of all the jobbers 
in the country with this proposal: ‘We will exert every 
effort to have all the manufacturers who advertise in the 
December issue so prepare their advertising copy as to 
give you in condensed form full information concerning 
their 1927 plans; as to new products, lines, advertising, 
policies, etc. 

“Next, we will agree to send you a special consignment 
of December issues sufficient to supply you and every 
one present at your conference with an individual copy, 
not depending on the personal copies which you and your 
salesmen receive as regular subscribers. 
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“It is our suggestion, furthermore, that you set aside 
an hour or two at some convenient time during confer- 
ence week for an analytical study of “What’s new for 
1927, using the December issue of THe JoBper’s SALes- 
MAN as a text book and discussing with the salesmen the 
possibilities of this and that line in their territories.”’ 
As an aid in this work, we further agreed to invite 
every manufacturer in the December issue to supplement 
his advertisment with a short message giving further in- 


~ 


formation and suggestions as to 1927 procedure (a boiled 


down “speech,” as you might call it, embodying the 
essence of what he might say if he were given a minute 
ov two on his feet before you). These messages will be 
sent to us and will all be embodied in the form of a con- 
venient “Sales Manual,” a copy of which will be sent 
to each sales manager well in advance of the meeting, so 
that he can go over it and check those things that he 
wishes particularly to bring up during ““JopBer’s SALEs- 
MAN hour.” 

When this plan was explained to the jobber sales man- 
A requi- 


sition card was enclosed in the letter calling for the 


agers in a letter, the response was immediate. 


number of copies of the issue required and for the date 
of the sales conference, whether in December or January. 
The fact that between 25 and 30 per cent of all the 
jobbers in the country have responded and requisitioned 
copies to the extent of several thousand, and the various 
letters received commending the plan, indicate that it has 
merit. To those sales managers who have adopted it 
and will receive their copies and the “Sales Manual” all 
that remains is to get the most interesting and profitable 
discussion possible out of it at their meetings. 


JOBBER IS THE 





MOST IMPORTANT MAN IN THE INDUST! 
ments prepared particularly with your sales conferen 
in mind. Also, in the general run of “copy” there 
numerous points brought in that are well worthy of bei 
“thrashed out” in meeting. 

Speaking now to the sales managers who have enter 
into the plan—you can profitably spend several hours 
your leisure time analyzing this issue that is in your han 
gathering your ideas and marshalling them into shape | 
the discussion. As a matter of fact, if your conferen 
were scheduled for tomorrow and every speaker on yo 
program had sent in his regrets that he could not | 
present, and the big chief had been called out of tow: 
and the heating plant has collapsed so that you had t 
hire a room in a hotel, you could still take this issue ; 
a basis and get from it the material and ideas for a sal 
meeting that would go down as one of the most interest 
ing and profitable ones that you ever held. 

And again, to the salesmen of those jobbers who are | 
You can well afford to do likewise. Ho 


many times have you attended your sales meetings an:! 


adopt the plan. 


after several days, perhaps, of discussion, got back ont. 
the old territory again and then said to yourself: “Damit 
we never did get down to that matter of those doubl. 
I know I could sell them to 
my industrials, and I know some of the other fellow. 
cculd too. They have been advertised in THE Josser - 
SALESMAN right along but somehow we never get started 
i} 


acting reversible gluepots. 


to do anything. I intended to bring that very thing 


yesterday but didn’t get around to it somehow.” 
Pick out at least the one o 
two of the things that interest you most among the manu 


Now is your opportunity. 


facturers’ announcements in this issue and get your idea. 























The manufacturers, in their turn, have co-operated together, then, when “THe Jopsper’s SALEsMAN hour 
splendidly. In this issue will be found many announce- cemes, spring them! You'll get your chance. 
HE salesman of the future will probably be gone over thoroughly like this before he starts out on a trip. Tests 


same curve in Fig. 2 shows the stimulation prowuced when 





are here being made to stimulate and retard activity of the heart, pulse and body temperature with the superinduc- 
tion of electronic energy to the vital parts of the bodv: np 
dicular curve of Fig. 1 in the photo shows the strength of the patient’s heart-beat before the energy was applied, and the 


trons in the sympathetic nerves system, which system furn‘shes the stimulating power of the heart. 
what the old saying means—‘“Have a Heart.’—Un'erwo d Photo. 


vnomena being electrically recorded. The sharp, perpen- 


the e.ectronic energy stirred up greater activity of the elec- 
You will know now 
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Volume! Volume! More Volume! 


That Is Only Part of the Story—What Many Concerns Need 
Is a Dose of Simplified Practice 


By H. H. GREEN 


Volume—we want 


66 OLU ME, 


volume’’—that’s a cry that goes up on every 


Volume, some 
hand as men fight for success in the _ busi- 
ness world of today. It was the cry sent out by an 
old concern that found itself in financial distress and had 
culled a conference of manufacturers’ representatives. 
Yet 
When the meeting got down to hard facts it 
liscovered that the volume of business of this company 


was 


was in the millions and was as great at that time as 
But the house 
ing money and figured that the only life 


he still more volume. Whereas the real cause of its diffi 


ever before in its history. wasn't mak- 


saver would 


culty was found in a high selling expense and a re- 
sultingly low net profit. And the cause of its high 
selling expense was a huge and complicated stock of 
merchandise on which there was no accurate check up 
the What this house really 
needed was a good dose of simplified practice. 


s to rate of turnover. 
The nation is just beginning to realize that simplified 


practice is everybody’s business and not just a high 





sounding phrase for politicians and professors to theor- 
ize over. Officially: “Simplification is a philosophy of 
management which discourages all unnecessary motions 
in business. It has its basis in both the. multitude of 
diversified products and the great number of highly dif- 
ferentiated manufacturing methods and _ distributive 
practices that, in an advancing civilization result from 
increased productivity and ever widening markets.” 
Actually, simplification is a means of bringing the pub- 
lic better products at lower prices -and bringing retail 
ers, wholesalers and manufacturers more business at a 
greater net profit. 

Volume, Volume, Volume—simplified practice brings 
that greater volume of business that everybody is after. 
but it does not start with volume as its only goal. It 
begins by cutting the money wasting out of a business 
and then the greater volume follows on a sound basis. 

The jobber’s salesman who would do a real job for 
himself and his employer in 1927 may well look deeply 
into this subject of simplified practice and study its 
principles, for in so doing he will be able to make big 











St2ase 
har roo aoe 
ee 





Turn to the Chain Store for Inspiration and a Whole Flock of Ideas. Observe How They Utilize Every Inch of Space 
to Display Merchandise to Advantage 
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BEFORE LINES ARE SIMPLIFIED 


Of @}55 Me ©) Se nai 8 1 Ol 1 Oi i~) 





ger and more substantial merchants out of his dealer 


customers. 


Nation-wide surveys made by business experts indi- 
average net profit of electrical and hard- 


cate that the 


ware retailers is less than 5 per cent in per cent of sales 


—that the average cost 


oaan= 72% 


would that effect his selling expense? 


NET PROFIT-+ 


SELLING 
EXPENSE 


23% 





That question 


was asked the Harvard Bureau of Business Research 





of merchandise is around 
72 per cent and the sell- 
ing expense is around 23 
Clearly, if the 
selling expense may be 


per cent. 


reduced the net profit 
will be increased. 
The surest way to cut 


the selling expense is to 
cut the size of stocks by 
eliminating slow-moving 
types and concentrating 
yn the popular lines, thus 
speeding up still further 
their turnover. 

When 


recently 


lamp makers 
introduced five 
new lamps which are re- 
placing 45 it made it 
possible to do 
with a lamp 
stock only half the size 
of the stock formerly re- 
quired. And it 
that smaller 


readily 


business 


makes 
stock a 





faster-moving and more 


profitable stock because it is made up only of types for 
which there is an active demand. Official statements 
show that the standardization and simplification of lamp 
types, which have made possible a 44 per cent reduc- 
tion in the price of mazda lamps since 1914, have served 
not only to increase the sale of lamps 300 per cent in 
that time but have influenced the public‘to buy larger 
lamps and therefore pay as much per lamp purchased 
today as was paid in 1914. 

Lamps are an outstanding example of what can be 
accomplished by simplified practice. 
one of the many places where the retailer may attack 


his selling expense. 


Suppose for instance that he simplified all his lines 
so that his amount of stock would be cut in half. 


OF Ol~ 5 a ©) ae | =8 1 Ol NP) he) Snare 


i. 


9 


10. 


11. 
12. 


13. 


Simpitiry Your Lines anp You 


Repuce SELLING EXPENSE 


Out of each dollar now taken in an average of 23c goes to selling 
expense. 





Cut your stocks in half by removing unnecessary types 
and it does this to your selling expense: 

Items of Selling Expense Before After 
Rent and Real Estate Charges........ ees $ 1.24 § .82 
Heat, Light, Water and Power... eel 14 
Repairs and Depreciation on Buildings, Fixtures 
and Equipment ................... ‘oes i .29 
Insurance and Taxes other than Real Estate... 1.06 59 
Store and Warehouse Salaries, incl. Order, 

Packing, Shipping Clerks....................... 2.57 2.83 

Office Salaries, incl. all clerks, bookkeepers, ste- 

nographers and office employees............................ 2.85 1.74 

Communications—Postage, stationery, supplies 

telegraph and_ telephone. ae 78 78 

Legal and Collection Expense, Auditing and Ex- 

os Re ee pe eva ee Oe le Ce see Ay 

Boxing and Packing Expenses, Carting and 

DEBT AOG CONBTROS o2cc scien ioe casts kane .99 .99 

Advertising—Catalogues, circulars and dona- 

tions, subscriptions, entertainment, charity, etc.. .66 58 

Total Salesmen’s Remuneration..............................-- 5.57 4.37 

Management— Officers, — managers, 

assistants and other executives... 2.68 1.7 

Miscellaneous Expense, incl. all expenses not 

CURE NE ngs sack ck seca ta to age reves rane AB AB 

Interest—On borrowed money and interest at 6 

per cent on capital and surplus employed 3.31 2.69 

TR DECI TRO BO ROB sips cny oon sees cv enan sare oe tocs 57 AT 
$23.00 $18.18 








business. 


and they estimated that it would cut a 23 per cent sell 
ing expense down to 18 per cent. 
would double the net profit of the average dealer by 


In other words it 


saving him another fiv: 
per cent. 

An analysis of 
this saving would be 
effected is shown in the 
table on this page. 

Actually the store that 
simplifies its lines does 
not cut down its number 
of employees or move 


how 


into smaller quarters. In 
stead it does something 
much more _ profitable. 
The space which is re 
leased is used to display 
the wanted merchandise 
that is there to better ad- 
and 
spond in direct ratio to 
the amount of display 
space given to an article. 

That principle was re 
cently beautifully illus- 
trated by a dealer who 
had been selling lamps 
for years. He thought 
he had been doing a nice 


vantage sales re 


When the simplified line of inside frosted 
lamps came on the market he cleaned out all the older 
types and used the same amount of space to display and 
advertise the simplified line in a way that would attract 
the attention of everybody who came into the store. As 
a result his sales, day in and day out, have ever since 
averaged 250 per cent more than they were before he 
went to a simplified line. 


The volume comes when the merchandising is sound. 


But they are only 
volume. 


and simplified practice is a sound merchandising policy 
which gives a full measure of profit along with the 


It may not be possible for every dealer to simplify 


How 


AFTER STOCKS ARE SIMPLIFIED 


SELLING 
EXPENSE 


all his lines as lamp lines have been simplified but ther¢ 
isn’t one who cannot and will not 


(Turn to Page 100). 





NET 
PROFIT 


18% 10% 
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Picking the Winners 


Many a Salesman’s Best Account Now Was 
a Long Shot a Year Ago 


By EARL 


F. KEEFE 


Manager, H. C. Roberts Electrical Supply Co., Albany N. Y. 


N EACH territory there are just so many customers 
from whom the jobber’s salesman can secure electrical 


business. This statement takes into account the fact 
that many of these potential buyers are yet undiscoyered, 
but they are there, and sooner or later the salesman will 
unearth them. 


It a contractor-dealer pays on time there is just one 
logical reason—he is selling his goods and his work at a 
profit and is collecting the money due him. 
the fellows to work on. 

A salesman often criticizes the credit department be- 


These are 


cause he has worked hard 





From a credit standpoint, 
there are four major classes 
of customers. 

(1) Those who have 
established a substantial, go- 
ing business, whose credit 
is unquestioned and whose 
future is assured. ‘These, 
of course, are the most de- 
sirable accounts. attributes as a man: 

(2) Those who have 
started more or less recently 
in business, and who, by 
their enterprise, good judg- 
ment and early success, give 
every promise of future de- 
velopment and prosperity. 

(3) Those who, whether 
new or old, are emulating 
His Honor, the noble Craw- 
fish—going backwards. 

(4) The hopeless, al- 


are persuaded to believe 





HE author of this article, Earl F. Keefe, died in 
October as the result of an operation. His loss is 
deeply felt by a host of friends, particularly among 
the electrical manufacturers and agent jobbers through- 
out the country. The following, written by a friend 
and associate of Mr. Keefe, is truly expressive of his 


“It seems fitting and proper that we should pause 
in the hustle and bustle of our daily business life to 
pay respect to Mr. Earl F. Keefe. We ore reminded, 
however, of the fact that death is not an accident but 
an incident in the perpetual life of the faithful; and 


the high duties of his mortal life. We thank God for 
the evidence he gave us that makes every memory of 
him a fine influence in our realms, for we know that 
he measured up to the full stature of a man. We 
will miss Earl, but without a doubt his dear wife and 
children will miss him more, and at this time we also 
think of them and express our deepest sympathy in 
their loss as well as ours. 
has merited and obtained 


for a large order only to 
have the credit turned down, 


In Memoriam or he. may worry because 


Mr. Auditor is forcing col- 
lection to the point of losing 
the customer. As a matter 
of fact, the loss of this class 
of account merely shifts the 
salesman’s efforts over to 
more profitable business. 
Much has been said on 
both sides as to just how 
much collecting the jobber’s 
tik Maat wae tad salesman should do. The 
majority agree that the 
salesman’s personal contact 
and influence constitute a 
vital factor in collecting 
from his trade. To prove 
this, years ago the salesman 


We are satisfied that he 
seldom knew the condition 


“Life with God.” 
of his customers’ accounts. 








ready doomed to be elim- 
inated, carrying on in a 
devil-may-care manner, throwing 
wrenches into the local machinery and awaiting the end 
with one eye on the old wireman’s job. 

Of the four classes the second and third are the ones 
that call for much help and watching on the part of the 
salesman, It is no easy matter to tell whether a good 
account is a flash-in-the-pan or really up and coming. It 
is equally difficult to decide whether a struggling dealer 
should be cut adrift or nursed along in the hope of put- 
ting him over. It is these two classes that furnish the 
interesting stories of gambling on “moral risks,” char- 
acter, ete. Electrical fortunes have been made through 
an uncanny ability to pick the live ones. 

Here, then, is a talent possessed by many salesman 
which is seldom mentioned, yet it is one of the most 
valuable assets the man in the field can have—to be a 
real “hand-picker” and .select good credit risks among 
his customers. There are only so many hours in a year 
when a salesman can work. Therefore, all time spent 
on hopeless cases is a dead loss and good judgment alone 
can keep this waste down to the minimum. 

The very nature of the electrical jobbing business is 
such that only prompt paying customers are profitable. 


“starvation bid” 


Today it is generally accept- 
ed that he cannot be said to 
know his territory until he knows the credit story of 
every customer. 

Not only must he know but he must be prepared to 
take definite action based on the knowledge. When a 
dealer who has been a regular buyer begins to hem and 
haw and shy at the dotted line, the salesman refers to 
his pocket credit record and usually finds that particular 
customer behind in his account. Then if he has the cour- 
age and diplomacy to obtain a remittance on the spot, 
the air is cleared and the way paved for more business. 

To co-operate properly with his house and make his 
territory a profitable one for all concerned, the salesman 
must sell himself three ideas. First, that selling and 
collections are hand-in-hand allies, not enemies. Second, 
that only good credit risks are profitable accounts, and 
third, that he himself must do the actual weeding out of 
the black sheep, just as he must personally build up and 
keep collected the remaining progressive customers. 


Some salesmen object to making collections or func- 
tioning with the credit department on work which they 
feel is the duty of that department to handle, but the bet- 
ter class of salesman has no objection, in fact, is willing 
to render all the assistance he can. 
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Osgar Pliers Looks Into Income: 


“Far Be It From Me to Knock a Competitor—Never Mind 
How Far, But Far” 


EAR Mr. Editor: 


since Ive wrote you and would not be writeing 


Its been one helluva long time 


D 


resently which paints a morale for all these hear job- 


you now if something hadnt of hapened to me 


bers so called salesmen to which your paper is suposed 
tu apeal., 


Sounds like you been working thes 
hear X word puzles I says. 


geting educated. 


Why not, he says, 

I bite, I says, why not. 

Well coming back to buisness, now take Eddy Squires 
he says, there is a reglar electrical merchant, his stor: 








Several three or four is spick and span got « 
weeks ago the salesman flock of apliances that 
of the Push and Pull look like Rolls Royces 
Electrical Company eee 
comes in the store drops Wait a minute, I says. 
his bags on the floor far be it from me _ to 
hands me a cigar, hits me knock a competitor | 
on the back and says says, far be it from me. 
hows tricks. Well I says never mind how far, but 


you sock me in the back 
again like that I says 
and youll stop all wory- 
ing tricks. You 
cock eyed pedlar I says 


about 





what the he—ll do you 
think 
a kiropractor I says. 


you are I says, 
If 
thats the way you greet 
your customers I says 
God help the birds which 
dont buy nothing from 
you. 

All jokeing to the side 
he says hows buisness. 


Well I the last 


time I seen it I says it 


Savs 


was allright but it aint 
been around recently. 
You dont mean to say, 


he says that business 
aint good. 
Well I says thems the words you can write your 


own music. 

Thats strange, he says, everybody else seems to be 
very busy. 

Everything I says aint what it seems. Its like this 
hear radio thing I says mostly in the air. 

Well the trouble with you says this bimbo, is that 
you aint progresive enuf. Your window aint been dressed 
in so long it looks like a part of your warehouse he says 
and them apliances over there he says looks like the 
wreck of the Hesprus. 

Is that a new car, I says. 

What, he says. 

This hear Hesprus, I says. 

Migawd he says you are a dum door he says. 

Say, I says, are you a salesman or some relation of 
my wife. 

He laughs that off and says The Hesprus is the boat 
used by the anshent Mariner. 

Well all I can say I says is that vou are sudenly 





The Salesman of the Push and Pull Electric Co. Comes Into the 
Store, Drops His Bags On the Floor, Hands Me a Cigar, 
Hits Me on the Back and Says: ‘‘Hows Tricks’’ 











far, I says, but what that 





guy dont know about 
contracting would pay 
the germans debt. Why 


he took a job offen m¢ 
| where his bid was so low 
I says, that I looked like 
a rober and after he got 
started on the job h 
found he _ forgot 
stuff to wire a 
other jobs. How does he 
pay his bills, I says. 

How the he—ll do |! 
know, he says, I aint the 
credit department. 

No, I says, and that 
aint the only thing you 
aint. Now young fellow 
I says, Im going to show 
you something I 
and I pulled outen my pocket a book which is none the 
better for wear and on the cover it says Incomes of 
some our better citizens which is what I had the stenog 
rafer write which is sort of sargastic. 

Now I says, posibly even you have heard that the 
so- called congress once passed a law, I says, that no 
mans income is his own buisness I says and if you wanted 
to find out how big a liar any guy in town is all you had 
to do I says is to go to the income tax records and find 
out how much each bimbo pays, I says. Well the day 
after the lists was published I says six of our so called 
best citizens left town and thirty more I says was going 
to leave as soon as they could find a excuse, I says. Now 
I says lets see how much income this hear Squires paid 
then I says. 

Well I turned a coupla pages and then watching this 
bimbo outen the corner of my eye I says well the records 
show I savs that he paid the large sum of $6.38 (six 
dollars and thirty eight cents). 

What does that prove, he says. 
What do you want it to, I says. 


— 


enuf 


7 


coupla 


A 
i SS 


PMR SSS 


says 


(Turn to Page 96). 
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Advantages of Membership 
in the E. S. J. A. 


By Mc Kew Parr 





‘| SHE Electrical Supply 
Jobbers Association in- 
cludes in its member- 

ship not only the leading Free 

Lance Jobbing Houses to the 

number of 50 odd but also 

about all the houses affiliated 
with the Graybar, General 

Electric and Westinghouse 

companies. 

Until now, the requirements 
for eligibility to membership 
have been held so high that 
many non-members desirous 
of securing the benefits of 
membership in the Association 
have been unable to qualify. 





At the last convention at 
\tlantic City, however, the 
Association decided to expand 
its membership and to alter 
its By-Laws so as to make 
eligible for membership a 
number of jobbers who have 
hitherto been unable to qual- 
ify, although desirous of par- 
ticipating in the benefits of 
the Association. 

The Association was impelled to take this step part- 
ly because of the recognition of changing conditions in 
the industry, in that distribution is now effected by a 
number of smaller jobbers all serving their immediately 
surrounding territory instead of by a few very large 
jobbing houses whose operations cover many states. The 
average concern functioning as a distributor to-day is 
smaller than was the case some years ago. 

The second reason for the desire to expand the mem- 
bership was the realization on the part of the Associa- 
tion of certain responsibilities towards the industry in 
general, in that the extremely important field of elec- 
trical distribution has been disorganized and without 
iny national organization, excepting that of the pres- 
ent Electrical Supply Jobbers Association, which repre- 
sents only a portion of the field of distribution. It was 
‘elt that since the National Electric Light Association 
and the National Association of Electrical Manufac- 
turers have within their ranks practically all the ele- 
ments in their fields and since the Association of Elec- 
tragists, International is making a very determined 
effort to secure as members all the representative con- 
tractors and dealers, the Electrical Supply Jobbers As- 





McKew Parr, Parr Electric Co., New York, Chair- 
man of the Recently Formed ‘Free Lance 
Jobbers’ Club of the Electrical Supply 
Jobbers Association.”’ 





sociation should _ likewise 
extend to all jobbers an oppor- 
tunity to become affiliated 
with it. 


For the above reasons, the 





amount of the initiation fee 
to the Association has been 
greatly reduced and require- 
ments as to the volume of bus- 
iness, amount invested in the 
business, etc, have been re- 
duced one half, so that any 
established and reputable 
jobbing houses of reasonable 
proportion now are eligible to 
nembership in the Association. 

The Electrical Supply Job- 
bers Association is a remark- 
ably efficient and well organ- 
ized body and is constantly 
working very hard to improve 
conditions in the distributing 
end of the business. Innumer- 
able betterments and improve- 
ments of supply conditions 
are to be credited to the 
constant labor of the various 
committees appointed by the 
Electrical Supply Jobbers Association. 

The object of the Association is to promote the wel- 
fare of its members and to distribute among them the 
fullest information obtainable in regard to all matters 
affecting the electrical supply jobbing business; to aid 
in bringing about more friendly relations between the 
electrical supply jobbers and others engaged in the elec- 
trical business, and to assist in standardizing and 
marketing high grade electrical merchandise and to im- 
prove the quality of electrical goods marketed by the 
American manufacturer. 

The objects of the Association are strictly legal and 
all its operations are supervised by counsel and are in 
strict conformity with the spirit as well as with the 
letter of the law. 

In addition to its eminent counsel, the Association 
has a general secretary and treasurer stationed at Chi- 
cago and an Atlantic Division secretary stationed at 
New York and a Pacific Division secretary stationed 
at San Francisco. 

The Association is divided into three divisions, the 
Atlantic Division, the Central Division and the Pacific 
Division, each division being presided over by a chair 
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man elected from the membership of that division. 

The body corresponding to the Board of Governors 
is called the Executive Committee, comprising 18 mem- 
bers, each being a chairman of some important sub- 
committee of the Association. 

The sub-committees are made up from the member- 
ship of the Association, so that every member is given 
an opportunity to serve on some committee whose ac- 
tivities are along the lines in which he is most inter- 
ested. In this manner even the newest members of the 
Association are at once given an opportunity to take 
part in the activities of the Association. 

In my personal case, upon joining the Association, I 
was appointed a member of the Committee on Wiring 
Devices because I had been employed for a number of 
years previously as general sales manager for a large 
manufacturer of wiring devices and was therefore, sup- 
posed to be qualified to serve on the merchandise com- 
mittee assigned to this subject. 

As a member of this committee I have been very much 
impressed by the grasp of the entire situation exhibited 
and by the very constructive and effective work done 
by the committee. Until I became a member of the 
Electrical Supply Jobbers Association, I had no idea 
that so much very hard and sustained work was done 
by its committees. 

The committees may be divided into three classes and 
work on any one of these committees is educational and 
illuminating to the new member. In the first place, 
there are the committees devoted to the operation of 
the Association, such as, the Finance Committee, the 
Auditing Committee, the Program Committee, the Gan- 
mittee on Operating Expenses, etc. 

Then there are the merchandise committees, such as, 
the Committee on Incandescent Lamps, the Committee 
on Fan Motors, the Committee on Heating Devices, the 
Committee on Household Motor Driven Devices, the 
Committee on Lighting Fixtures and Reflectors, the 


Committee on Radio, the Committee on Pole Line Hard- - 


ware, the Committee on Bare and Insulated Wire. Some 
of these committees have achieved remarkable results 
in analizing and systematizing the data pertaining to 
the subjects to which they are assigned. I have per- 
sonally been told by many manufacturers that the sug- 
gestions and findings of these committees have been 
of great aid to them in studying the marketing of their 
own products. Some of these committees have developed 
statistical and research findings on mercantile topics 
that have proved to be very valuable to all concerned. 
Then, too, there are the general committees, such as 
the Committee on Insurance which has 


for instance, 


achieved some very substantial and concrete benefits . 


for the membership of a very practical nature. The 
Committee on Dealer Co-operation has just completed 
a course of “education” with text books for jobber sales- 
men, training them how best to aid their dealer custom- 
ers not only in solving their sales problems but also in 
working out numerous other matters of finance, credit 
and management to the end that the jobber salesman 
may help his dealer customer conduct a more stable and 
satisfactory business. The Catalogue Committe has 
developed its work to the extent that members of the 
Electrical Supply Jobbers Association may have their 





catalogues printed under the auspices of the Associatio 
in an effective and useful form at a great saving ji) 
expense. This committee has also done excellent wor! 
in other directions in the catalogue field. 

There are committees such as, the Committee on Ney 
Products, the Committee of Freight Classification, th. 
Committee on the National Fire Protection Association 
the Committee on Co-operative Relations and the Com 
mittee on Simplification that are constantly working 
with committees from other associations in the industry 
to better the general conditions for all. 

It is little recognized by those not in intimate touch 
with the Association how much unselfish effort is de 
voted to this committee work not only at the time of 
the semi-annual conventions but throughout the year by 
the members of the Association. 

The Electrical Supply Jobbers Association has been 
in existence for so many years and has worked so stead- 
ily and unostentatiously in co-operation with other 
branches of the industry that its functions and opera- 
tions have been taken for granted and it has not sought. 
nor received general recognition for the greater amount 
of good that it has achieved. 

One of the very obvious and great advantages to be 
derived from membership in the Association is the op- 
portunity.of meeting the leading jobbers from all over 
the country- and of establishing one’s self on terms of 
friendship with them. The conventions of the Associa- 
tion are held semi-annually and are attended by all 
members; and years of close contact and association 
on committees and on the floor of the convention as 
well as in the social diversions of the convention have 
established a remarkable degree of acquaintanceship 


.and friendship among all the members so that there is 


at all times a very cordial and fraternal spirit of co- 
operation. 

I can testify to having had a number of jobbers tell 
me personally that they have saved the full amount of 
their dues in the Association by the information or ad- 
vice that they have secured from some brother member 
at some convention. At the last convention at Atlantic 
City two members told me that they had secured infor- 
mation from other jobbers that would be worth a good 
deal of money to them in the operation of their own 
businesses. For example, at the present time, some job- 
bers at the convention had had considerable experience 
in conducting departments for merchandising electric 
refrigerators. Other jobbers had such departments un- 
der consideration and were able to secure extremely 
valuable information on this subject from experienced 


members. Interchange of experience has proved valu- 


_able on other subjects such as on the new and perplexing 


problems incidental to radio merchandising and on such 
new topics as the handling of oil burners by electrical 
jobbers. 

In fact, any jobber interested in the details of his busi- 
ness has every opportunity to meet the most experienced 
and alert men in his industry, who have solved the same 
problems of accounting, shipping, financing or selling 
with which he may be confronted at the moment, and 
any member of the Association can secure ready and 
information from his brother members on anv 
(Turn to Page 102). 


useful 
topic with which he is confronted. 
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Expediency 


There Has Been Nothing Proposed That Can Take the Place of Individual 
Judgement—Expediency is Simply an Estimate by the Individual 





of About What He Can Do Under Given Conditions 


By DR. FRANK CRANE 


XPEDIENCY is commonly 
E supposed to be a bad thing. 
It is a bad thing in some 
cases. No man is justified in doing 
a thing contrary to his ideas and 
convictions. At the same time he 
ought always to manifest these 
ideas and convictions with good 
taste, restraint and tact. Expedi- 
ency in its best form is simply an 
estimate of about what we can do 
and how much of anything we can 
“put over,” as the slang saying 
goes. 

There are times to be silent and 
to refrain from action, as well as 
times to express ourselves, and ex- 
pediency is simply the use of good 
sense on the part of the individual. 
In this respect it behooves every 
idealist and every man with a con- 
viction to use expediency. 

Thoreau would not pay taxes to 
any government that supported 
slavery. This was a wrong prin- 
ciple, it is manifest that most of 
us find things in our government 
of which we do not approve, and 
if we all neglected to support that 
government until it wholly con- 
formed with our ideas, it would re- 
ceive no support at all. Then we would have chaos. 

We have all to be tolerant of existing things. It is 
very often the case that a man may not agree with every- 
thing his church prescribes, but it is necessary that he 
should use his judgment and practical common sense in 
opposing or leaving that church. This is a matter for 
the individual judgment and there has as yet been sub- 
stituted nothing that can take the place of individual 
judgment. 

We are living in an imperfect world and we cannot 
reasonably expect all of its existing institutions to be 
right. In the meanwhile, we must support certain of 
those institutions, not because they are the best possible, 
but because they are the best we have yet been able to 
attain thus far. 

Every man should stick to his ideals and convictions. 
But, on the other hand, it is evident that we must limit 
the expression of these by a well considered and sensible 
expediency. 

Copyright, 1926, by Dr. Frank Crane. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
aia on Market and Price Conditions for 22 Key Products 








COMMODITY 


Transformers, insulators, distribution equipment 








Poles and pole-line hardware............----------:-+--0-s-- 











Switchboards and accessories.............-.--------++-- 





Motors and control apparatus. ca ates ceruceia 





Safety switches 





Wiring devices 








Conduit and fittings 


























Commercial lighting sinite.......,.......----s-0sse——no-ses- 





Residential lighting umits.............................cccssscess- 





Street lighting equipment......................--..:.s.. 





Heating appliances 





Motor-driven appliances 
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Radio 


Flashlights 





and_ batteries 


































































Storage batteries 
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Pictorial Review of Electrical Developments 




























At the right—keeping tabs on the movements of the 
Army. United States Marine radio operator at the fall 
maneuvers near Fredericksburg, Va.—International Photo. 


Vacuum cleaning under water at Los Angeles is pictured 
below. This novel vacuum cleaner, through an ingenious 
arrangement, sucks up dirt but not water, and is used 
daily at the Ambassador pool to sweep the bottom of 
sand or dirt. The vacuum hose floats on the water, and by 
means of a long handle all parts of the bottom of the 
pool are reached by the nozzle, keeping it immaculately 
clean.— Underwood Photo. 









William Penn shines on the clouds. This 
interesting picture shows the reflection of the 
William Penn statue on the clouds! During 
the Sesqui-Centennial in Philadelphia, search 
lights have been placed to shine up to the 
tower of City Hall, on which is the statue of 
William Penn. One night recently, the clouds 
were hanging very low, and this shadow was 
reflected on them, making this strange picture. 
—P. & A. Photo. 


On the ledge of the Roanoke ‘Tower, Chicago, 
680 feet above the street, Miss Tinah Tweedie 
did the Heebie Jeebies accompanied by the 
tunes of a portable radio— Underwood Photo. 


Making short men taller and tall men 
shorter, ditto for women. Here’s a machine 
just completed by an American inventor for the 
purpose. The “patient” himself operates the 
clutch, while carbon heated lamps, hidden in 
the cushions, loosen up his spine. This was 
shown for the first time at the Electrical Show 
in New York.—P. & A. Photo. 
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When night falls in Detroit the 
Hudson Motor Co. offices are now 
enveloped in a blaze of white light 
from an unusually beautiful instal- 
lation of X-Ray floodlighting pro- 
jectors. Thirty-two of them, each 
with 500-watt lamps, are concealed 
in the shrubbery. 


The new electric motor at the right was especially 
designed for railroad platforms, shown for the first 
time at the Merkerhaus in Berlin. This motor differs 
from those now in general use all over the world, in 
its greater pulling power and also in that it provides 
a comfortable seat for its operator—Herbert Photo. 


All diamond walnuts packed and shipped by the California 
Walnut Growers Association will hereafter be branded with 
a diamond imprint which will enable the consumer to identify 
with ease the brand of walnuts. 

The branding is done by a marvelously constructed machine 
which operates on the principle of the printing press. One 
machine can put the trade mark on 2,000 walnuts per minute, 
or a 80,000 pound carload per day, the cost being reduced 
almost to the vanishing point.—Underwood Photo. 
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When Miss America 1926, Norma D. 
Smallwood, visited the Westinghouse exhibit 
at Atlantic City she rested in the living 
room of the electrical home. In this photo- 
graph, Aarmand T. Nichols, director of the 
Atlantic City beauty pageant and Marjorie 
Lewis, daughter of G. H. Lewis, Westing- 
house exhibit manager, seem much interested. 














December, 1926 





THE JOBBER’SfAJSALESMAN 


19 





Refiec 














dows, while the 


31 W. Forty-Sixth St. 
New York 





For Every 
Window-Lighting Need! 


Shallow windows, deep windows—high 
windows, low windows—each may be cor- 
rectly illuminated with scientifically designed 
X-Ray Reflectors. 

The “Jack” and “Jill” reflectors at $4.50 each 


are two of the most popular units for medium size win- 


of the “King” for larger windows. Do not forget the 
No. 33 FLOOD-RAy for unusual effects! 
Every Good Electrical Dealer Sells These! 


CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard 


“Queen” at $6.00 is the running mate 


CHICAGO 3113 W. Sixth Street 


Los Angeles 
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REGISTERED U. S. PAT 


THE THREADLESS& 


Listed as Standar¢ 
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rit: 
3/4,” x 1” her 






EXPLANATION 
OF FEATURES 









Cutting of threads on conduit is a waste of time 
and money. Kondu Threadless Fittings elimin- 
ate this operation as well as the investment and 
maintenance of stocks, dies or threadang 
machines. 










The necessity of screwing conduit into fittings 
is also another costly operation which Kondu 
Threadless Fittings entirely eliminate. 

It only requires a slight turn of the locknut to 
grip the conduit with great strength and rigid- 
ity. The box and conduit become integral parts 
of each other. 















No more loss of time in starting tight or dam- 
aged conduit threads into fittings. No expensive 
equipment needed. Slide the conduit into the 
Kondu Threadless Fitting until it seats on the 
bead, tighten the lock nuts and the job is 
finished. 











Tests have shown %-inch Kondu Threadless Fit- 
tings to have a holding power of over 2500 




















pounds. This is far greater than normal 

SX eo SE The original cost of been so designed a GY 
— the tighter the bushing grips the con- os fitting represents eliminate t h ese 6 . 
without threads ‘as the taper on, the bushing but a small proportion of operations and to fun 
causes it to conform to any variation of size or the complete installation many other economic at r 


shape of conduit. vantages as well. A fe d 


are mentioned on ¢t 
page. Study them—se as 


cost. A greater propor- 
tion of this cost is made 


Kondu Threadless Fittings are made of certi- 
fied malleable iron and are not affected materi- 
ally by rust or corrosion. They are unbreak- 


ee up of labor—the cutting =f. sample KonduBall «. 
Piety inary, ses Eee Serene the fittings and you willl apprecilll 
ws conduit into the fttings. ust what they mean WM of 
Tests show absolute grounding is obtained The Kondu-Box has you and your contracto 


without scraping enamel off the conduit. 


ERIE MALLE 


KONDU DIV. New York, Philadelphia, Pittsburgh, Ch 


J. G. Pome Co., Los Angeles and San Francisco, Cal. © 
sad and Salt Lake City, Utah; W 
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-BOX 


EGISTERED IN CANADA 


DUIT FITTING 


dariters Laboratories 
‘ er sizes on test. 








GREATER PROFITS 
FOR 1927 


On what basis do you recommend the “‘taking on” of a line? We're safe in say- 
ing it’s not the appearance of a product nor so much the price that exerts a 
dominant influence. 

Undoubtedly you, as do all other jobber executives, insist that a line be added only 
if it will make money for your house. And, logically, the more profit making lines 
you have, the more money you'll make. 

This brings us to the most important part of our message and prompts us to ask, 
“Have you seen Kondu-Box?” If you have, you’ve seen the most sensible improve- 
ment made on conduit fittings. If you haven’t be sure to send for full descriptive 
data, a sample and read all descriptions on these pages. 

Kondu-Box line is complete for all requirements. Not only is there a complete 
assortment of round and oblong boxes for various sizes of conduit, but also the neces- 
sary threadless couplings, also threadless knockout box connectors for standard steel 
knockout boxes. These enable the installer to complete a threadless job with no 
other tools than a wrench, a hack-saw and a reamer. 

Your contractors will be enthusiastic about Kondu-Threadless Fittings. They’re being 
told about it’s labor saving features in all the trade papers. 


E IRON CoO. 


Cevsand, Detroit, St. Louls, Kans city ERIE, PENNA. 


J.; C. Ore., and Seattle, Wash.; Fred E. Staible, Denver, Colo., 
Ww. 'E. .E. Dawes, Atlanta, Ga. 


BINDING 
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COUCH 


APARTMENT HOUSE 
TELEPHONE SYSTEMS 


MEAN GREATER SALES 
AND PROFITS TO JOBBERS’ 
SALESMEN IN 1927 































All modern apartment houses these 
days must have modern conveniences; 
-| and one of the most essential of these 
is the telephone system. Couch Tele- 
phone Systems have won the approval 
of Architect, Builder and Contractor. 
No expense has been spared to make 
Couch equipment the best the market 
affords. As leaders and the largest pro- 
ducers of this type of apparatus in the 
paar uous | WO or qe production and low 

SUITE PHONE overhead enable us to give you a line 

which will satisfy your every customer 

and enable you to give him plus value 
for his money. Remember—the benefit of our 28 years’ ex- 
perience as specialists in this line are back of every system 
turned out of our factory. 









JAN.] DOOR| 


~@@® 





























Don’t forget to mention to your customers that complete 
data and specifications covering any layout for mail boxes 
or private telephone systems will be furnished free of charge 
to contractors and builders. Catalog and bulletins illustrat- 
ing and describing the entire Couch line will be gladly sent 
on request. Address our nearest office. 


S. H. COUCH COMPANY, Inc. 


TELEPHONE AND APARTMENT HOUSE MAIL BOX MANUFACTURERS 
Main Office and Factory: NORFOLK DOWNS, MASS. 


SALES OFFICES 





BOSTON CHICAGO NEW YORK 
170 Purchase St. 809 W. Jackson Blvd. 76 Varick St. 
SALES REPRESENTATIVES 
ST. LOUIS DETROIT DENVER PHILADELPHIA OMAHA 
G. H. Stienhans Cadillac Metal Products Co. Arthur E. Bacon John R. Hollingsworth G. S. Felt 
ASHEVILLE, N. C. SAN FRANCISCO LOS ANGELES SEATTLE PORTLAND, ORE. 
L. E. Perrault Sierra Elec. Co., Inc. Sierra Elec. Co., Inc. Sierra Elec. Co., Inc. Sierra Elec. Co., Inc. 
MONTREAL WINNIPEG VANCOUVER 
Mac Gillivray-Beatty Co., Ltd. Cochrane, Stephenson Co., Ltd. Cochrane, Stephenson Co., Ltd. 


MANUFACTURERS OF THE COUCH “AUTOPHONE” SYSTEM 
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In order to provide sufficient 
lighting for the United States Sen- 
ate chamber this unique arrange- 
ment of globes has been made over 
the upper chamber. Arranged in 
squares are over 1,000 large globes 
—550 fifty-watt, 460 one-hundred- 
watt, and 178 seventy-five watt. 
Underwood Photo. 
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rhe psychotechnic laboratories are installed by the Paris 
Society of Public Utilities to insure safe driving and to lessen 
street accidents. Many devices are employed in making tests of 





Right—A message was flashed 
through a light beam calling 
the world’s attention to the 
State Street carnival recently 
in Chicago. A unique experi- 
ment was made when radio en- 
gineers, utilizing the street’s 
powerful light beams, attempt- 
ed to transmit a broadcast pro- 
gram.—Underwood Photo. 


the physical senses of the applicant, in this case it 
is the “dynomograph” test of the ability to with- 
stand fatigue——Underwood Photo. 


“The night has a thousand eyes,” but in this 
case the “eves” are artificial—great electric 
lights which were used to speed up the con- 
struction of 48 new storage bins for a cereal 
company’s $5,000,000 plant at Cedar Rapids, 
Ia. Actually there were only 400 lights used, 
each of 75 watts, but they supplied sufficient 
illumination so that 1000 human eyes could 
hurry the work of construction to completion. 
—Herbert Photo. 
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Edwin F. Hardey 


President and Treasurer, Central States Electric Co., Kansas City, Mo. 
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MEN YOU SHOULD KNOW 


Edwin F. Hardey 


DWIN F. HARDEY, native Missourian, president 
E and treasurer of Central States Electric Co., 

Kansas City, has had 28 years of electrical busi- 
ness experience—and yet is a young fellow. The reason 
is simple. He has never done anything else. 

Hardey “accepted a position” with Missouri Edison 
Co., St. Louis, as stenographer, in 1898. He was 20 
then. His chief was Herbert 
Wagner, general superintend- 


President and Treasurer 
Central States Llectric Co. 


an efficient opening sales wedge for other . products. 
The company covers the westein half of Missouri, all 
ef Kansas, and northern Oklahoma. It employs three 
country salesmen, two city men, and a radio and special- 
ties man. This specialties worker has been a feature of 
the sales organization for several years. 
The tendency of the company has been to reduce terri- 


tory, and work more _inten- 





ent. Hardey made progress. 
He became a lighting contract 
solicitor for the company. In 
1901, he joined the Western 
Electrical Supply Co., now 
Wesco Supply Co., as city 
salesman. His boss, he re- 
calls, was L. P. Philo, now 
manager of Tel-Electric Co., 
Houston. 

Note how, as Hardey went 
along, he “learned the _ busi- 


sively that which is covered. 
Hardey attributes much of 


Takes Life Seriously the success of Central States 


Electric Co. to the sales force. 


H* DOESN’T play golf, “The success of any com 
go baseball mad, collect 

postage stamps or old pewter. 
He takes his work seriously and 
it interests him enormously. ‘The 
success of his company has been 
outstanding, but he generously 
attributes it to his sales force, 


pany,” he remarked, “can be 
measured by the support given 
it by its salesmen. 

“And a company can only 
expect earnest, consistent sup- 
port from salesmen as it, in 
turn, treats its men fairly, and 
shows appreciation for good 


ness.” October, 1902, he for he emphasizes the fact that work.” 
joined the Electric Appliance “the suecess of anv company can He related various intimate 
Co., Chicago, as price clerk. be measured bv the support experiences occurring during 


After two years, in 1904, 
he went to the B-R Electric 
Co., of Kansas City, as pur- 
chasing agent. The young 
stenographer had climbed to 
a position of considerable im- 
portance, and it had been a 
swift journey—six years. It 
is apparent from this that 
Hardey took his work seri- 
ously. He always has—in the 





for the jobber. 





given it by its salesmen.” He the years, which had sold him 
specializes in central station and 
industrial business and has no 
kick coming in regard to the 
former. Contrary to general 
opinion, he sees factors suggest- 
ing expansion rather than con- 
traction in this class of business 


absolutely on the soundness of 
this principle. One story can 
be told. 

A young man who had done 
no selling, but who was a prac- 
tical constructing engineer, ap- 
plied for a position. He didn’t 
know whether he could make 
good or not, but he would like 
a chance. Hardey put him. to 








sense that it interests him 
enormously. He doesn’t play 
golf, go baseball mad, collect postage stamps or old 
pewter. 

This man gets his pleasure in his business. 

To the duties of purchasing agent with B-R Electric 
Co., were added the responsibilities of city sales man- 
ager. Hardey remained in the twin capacities until the 
first of January, 1920, when the Central States Electric 
Co. started business. 

The company was organized with F. D. Phillips presi- 
dent, E. F. Hardey vice-president, and W. F. Cleveland 


secretary. Hardey bought out Phillips in 1922. and 
‘‘leveland in 1926. 
The Central ‘States Electric Co. was a success from 


‘he start. 1920 proved a beautiful year. 1921 found 
lle adverse business conditions prevailing affecting the 
ompany’s business, but it weathered the storm very 
icely. Radio was added in August, 1922, and has proved 
line with excellent possibilities. Now it accounts for 
bout one-third of the company’s sales volume. Radio 
liked not only for direct sales, but because it provides 





work. 

Like plenty of beginning 
salesmen, this young fellow found the going mighty 
hard. His sales showing was low. After 60 days, he 
wrote to Hardey unburdening his feelings. He didn’t 
seem to be getting anywhere, he realized how poorly he 
had done. Shouldn't he quit? 

“T told him,” said Hardey, “that as long as we were 
satisfied, he ought to be satisfied. 

“He went back to work, and in another 30 days had 
begun to hit a stride. In a year and a half, he practically 
trebled sales. He became a fine electrical salesman.” 

Hardey has never been afraid to compliment a man 
on excellent accomplishment, nor to show appreciation. 
“T never yet had a salesman try to take advantage of me 
because I got close to him in that way,” he declared. 

There are plenty of opportunities for salesmen to build 
volume for their house through straight, clean selling, in 


Hardey’s opinion. “If a salesman can’t get business on 

the basis of the standing of our company, and the service 

we give, then we are not entitled to it,” he remarked . 
Hardey takes an optimistic 


(Turn to Page 106). 
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Suggestions on Conducting 
Sales Conferences 


Sales Managers of Several Important Houses Tell of the Methods That 
They Employ to Get the Most Out of These Periodical 


Open Discussions Bring 
Us Closer Together 


By WILLIAM A. RE QUA 
President and Sales Manager, 
Re Qua Electrical Supply Co., 
Rochester, N. Y. 
E FOLLOW the plan of a 
monthly meeting, with a din- 
ner, immediately following the clos- 
ing of the store. 
We 
have with us rep- 
resentatives of 
some of the lines 
that we handle, 
with samples, and 
find that this fea- 
ture results in in- 
creased and some- 
times awakened interest among the 
salesmen. 


occasionally 





Most of our salesmen are human 
and do not spend much time in talk- 
ing lines about which they know very 
little. There are so many with which 
they are familiar, and the former, 
although of great merit, are neglected 
because of their lack of knowledge. 

At the intervening meetings, when 
outside representatives are not pres- 
ent, we ask for suggestions, and 
every member of the organization is 
free to present them. This feature 
has resulted in a great deal of satis- 
faction in the results attained, for we 
believe that following the co-opera- 
tive method a free discussion and the 
asking of questions brings us closer 
together and adds to the co-opera- 
tive spirit. We find that it is de- 
cidedly of advantage to get the sales- 
men’s opinions on various lines, for 
surely they who are in closer touch 
with the customer have an advantage 
ground as to advisability and pros- 
pect of business. 

In our organization arrangement 
we have but one manufacturer’s rep- 
resentative present, at any meeting, 
as we aim to have the gathering con- 
centrate on a few items rather than 





Get-together Meetings 


have an extended program divided 
between various lines. 

Occasionally, between the monthly 
gatherings, we call a meeting at the 
close of the store, and for a half hour 
or so take up some special matter, and 
we find that this is a very helpful 
practice. 

We do not know that our experi- 
ence will vary from many others as 
to the time of meeting, and we shall 
look forward to the experiences as 
others may relate them, in the expec- 
tation of adding features which shall 
be interesting and helpful. 


Variety in Sales Con- 
ferences 
H. R. CARROLL 


General Manager, 
Carroll Electric Co., 
Washington, D. C. 


By 


UR method of getting together 

and discussing sales problems 
is a simple one, and is definitely as 
follows: 

Realizing the 
importance of fre- 
quent contact, the 
necessity and ad- 
vantage of  pre- 
senting new items 
of merchandise, 
change in_ price 
and other condi- 
tions, we have 
long since found it 
advisable to hold conferences weekly. 

So that our men might be entirely 
free from interruption, by personal 
calls on telephone or otherwise, we 
have for years had Friday evening, at 
7:45 p. m., as our sales conference 
time. The entire sales force, includ- 
ing inside men and the manager of 
the shipping department, sit with the 
sales executives at these meetings. 

A more or less definite program 
is arranged for each Friday evening; 
that is to say, it is our invariable 
rule to present new items, prices and 





discounts, policies, etc., that come t: 
us through the mail, and by repr: 
sentatives from our manufacturers. 

In a case of new merchandise, this 
is always exhibited to the sales forc: 
We have a sample which we inspect. 
discuss, etc., all with the view of get 
ting fully acquainted with the new 
piece of goods, its prices, discounts. 
terms, etc. 

Very frequently, by special invi 
tation, we have one of the manufac 
turer’s representatives present. This 
is the case, whether it be new mer 
chandise we’re introducing, or a re 
view of the older lines. We betieve 
that a good talk from the manufac 
turer’s representatives every so often 
is helpful and stimulating. 

About every 60 days a 
of policy is discussed and announced 
in the form of a special five to 10 
minute talk by the sales executive. 
At all of our meetings a general re 
view of trade conditions in our terri 
tory is mentioned. At this time also. 
general conditions throughout th: 
country are discussed for a few mo 
ments, all with the view of keeping 
our men acquainted with what’s go 
ing on, not only in our own territory. 
but throughout the States, at the sam: 
time laying the foundation for futur: 
executives, for we believe that a pres 
entation of these general matters is 
of much interest to the salesman, and 
in particular to the younger fellow 
It gives him a slant on something 
other than merely selling his wares 

As a regular part of our ever) 
Friday evening meeting, we discuss 
the past week’s business, its ups an: 
downs, compliments and complaints 
This part of the meeting is what w: 
term “Open Forum,” and at thi 
forum every man present is calle: 
upon to say something, but the be-' 
part of the forum is the discussio 
of “Things done”; in other word: 
the past week’s business complete: 
The reaction on this, satisfaction « 
the lack of it, we get from our ¢! 


review 
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The Home Ventilating Fan 
that sells on sight— 





Distributors of the Buffalo Breezo line of fans tell us that this 
home ventilating fan sells on sight. Men like its sturdy, light weight 
construction and easy installation. Women admire the handsome 
red and grey finish, silent motor, reversing feature, and the effec- 
tiveness of the fan in operation. 








Home Ventilation Af- 
fords a Large Market. | Exclusive Features 


Are you selling your When you point out the all-steel, vibrationless construction of 


share? | the whole unit, the sturdy, fully enclosed motor which requires lubri- 
cation only once every 1500 hours of running, the simplicity of in- 
The incoasianeres stallation and operation and the remarkably low price of the fan— 


tn Site petiiiinn han you have little difficulty in closing the sale. 
in 


opened up a vast new 


OT er ee eee a Special Distributors Plan 


electrical jobber and Buffalo Distributors work under an exceptionally attractive plan 
which does not tie up money in a stock of fans yet enables them to 
make quick delivery. If you haven't had our proposition by all 
means write for it today. 





| dealer. Our plan enables 
you to sell this field at 
| minimum cost to you. 





Buffalo Forge Company 
2 Era: NE ea i 201 Mortimer St. Buffalo, N. Y. 
In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
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tomers. Then, of course, we discuss 
ways and means of overcoming untav- 
O.avdle criticism, where we find that 
exists. 

Competitive practices, prices, ete.. 
are discussed. frospective business, 
what this contractor and that dealer 
is doing, or proposes doing; all these 
are discussed at the “Open Forum.” 


all, 


not bored, seem to enjoy the confer- 


Taking it ail in our men are 
ences, and our management has found 
these conferences most valuable, not 
only to the company but to the em- 
ployees as well. 

It has been our practice for a num- 
ber of years to have a summer out- 
ing. The company maintains a ball 
team, and the outing, of one day’s 
duration, is usually a very pleasant 
affair; brings the men and their fam- 
ilies closer together. 

In the winter months we invariably 
hold an annual dinner, theatre enter- 
tainment or something along this line, 
all with the view of bringing our peo- 
ple closer together and forming a bet- 
ter understanding. 

Several times during the year we 
have, wyrat we term “Dealer Confer- 
ences For instance, only recently 
we Have finished-a‘ tadio conference. 
This consisted of a rather nice din- 


held at one of our local clubs, 


ner, 
at which some 25 or more dealers, 
together with our own sales staff. 


were present. Radio sets and acces- 
sories were on exhibit, and were ac- 
tually connected up and in opera- 
tion. After a nice dinner, we had 
splendid talks from the representa- 
tives of our radio manufacturers, and 
our own executives. 

About once a year we give what 
we call a “Lamp Dinner,” at which 
time all of our lamp agents are called 
in, the vear’s business reviewed, new 
items exhibited, and a general dis- 
cussion of sales held. 

Throughout the year from time to 
time we offer special inducements to 
our own men, in the way of trips, 
cash prizes, ete., for the largest vol- 
ume of sales on some particular com- 
modity. It has been our observation 
that any plan of intensive sales effort 
without some special inducement of- 


fered the salesmen, is a failure. The 
salesmen, like the management and 


stockholders want increased in- 
find them always will- 
extra effort for extra 


a perfectly human and 


the 
come and we 
ing to exert 
compensation, 
natural expectation. 
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Shin Kicking Not Barred 
By R. W. HAEGE 
Sales Manager, 
Wesco Supply Co., 

St. Louis, Mo. 
E HOLD one big annual five- 
day conference during each 
January, with one-day conferences 
held May 
1 and September 
1. The 


conference 


about 


annual 
is for- 
mal, while the 
one - day confer- 
ences are very in- 
formal. 


At the 


con ference 


annual 
we 
have practically all subjects. covered 
by manufacturers’ Yepresentatives. 
At the one-day -conferences no manu- 
facturers’ are 
ent. 

We endeavor to lay out our annual 


representatives pres- 


conference so that the most impor- 
tant subjects can be covered and we 
generally have a factory representa- 
tive make “ falk on each of the fel- 
lines: “conduit products; 
wire wiring 
devices; fans; vacuum cleaners; Hot- 
Eveready batteries; 


lowing 


and cable; condulets; 


point material ; 
radio; fuses; safety switches; panel- 
boards; commercial lighting; residen- 
tial lighting; street lighting; Edison 
lamps; GE insulating material. 

You can see that with such a com- 
prehensive program it is necessary 
for us to carefully plan our schedule, 
and practically the entire conference 
is work. 

Conferences start promptly at nine 
o’clock and end at six, with one hour 
In the evenings no mect- 
enjoy 


for lunch. 
ings are held and the men 
themselves with the 
During one night of the con- 


usual amuse- 
ments. 
ference we have our annual banquet, 
which is always enlivened by some 
special stunt. No paid entertainers 
are used. Occasionally we have our 
salesmen contribute to the program. 

Discussion with of 
the new lines or products in which 


our salesmen 
we are interested is always in order. 
It is the firm opinion of the writer 
that the composite opinion of the 
salesmen as to the advisability . of 
handling any new line is essential. 
We make it a point at the sales meet- 
ing to have each man in attendance 
at the conference get upon his feet 
at least once and express his opinion 


regarding certain lines. 
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The two or three men who alway 
try to monopoiize the conversation 0: 
the meeting are generally taken car, 
of by the rest of the men in a not 
too gentle fashion. A _ favorit: 
method which I have noticed is shin 
kicking. 

The last day of the meeting gen 
erally follows our ‘annual banquet. 
and to date we have had little luck 
in keeping the men thoroughly awak: 
on that date. The best way we hav: 
discovered so far is to have some ver) 
interesting speakers, such as Fred 
Skeel of the Crouse-Hinds Co., and 
J. M. Spangler of the National Car 
bon Co., talk on the last day. 

An essential requirement of a good 
sales meeting is that it start and sto) 


promptly.. The schedule for the 
conference should be carefull) 
worked out and rigidly followed. 


Nothing will flatten out a conference 
quicker than to have it drag along 
factory 
the time as 
signed to another man. In prepar 
ing our schedule plenty of time is 
always allowed for discussion, and 
to date we have had no trouble in 
getting our men to enter actively into 
and make them « 


with some impolite repre 


sentative taking up 


our conferences 
success. 


“Family” Meetings 
By GEORGE 0. LLOYD 


Sales Manager 
Sager Electrical Supply Co. 
Boston, Mass. 





WO meetings are held annually 
WE ana we invite all of our help. 
branch offices __ to 
assemble fora 
“get-together.” 


Atwonr last 


including 


our 


meeting, we had 
several manufac 
turers’ represen 


tatives, chiefly to 
have our happ) 
family together 
and find 
that time if everything was running 
smoothly in the different branches 
and also to find out if there was an) 
ill feeling between any of the help. 
We generally start off with a good 
supper, hire a good orchestra and 
have a few dances. Then our presi 
dent, Joseph E. Sager, says a few 
words in reference to how successfu! 
we have been during the past vear in 
regard to sales and profits. There i> 
not tes much talking done as it |> 





out at 
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Nela Park, 









and 40,000 de 






kets annually 15 
MA‘ “DA lamps, 










ur wder MALD 





Nela Park’s Message 
To The Most Important Men in the 


Indust ry 


O you jobber salesmen who have been to Nela Park and to you 
who are’ going to win your way again, or for the first time, 
through the Nela Round-U p, toaw yeek in our camp next sum- 

mer, with all expenses paid, and to all who have made 1926 the biggest 
year in the history of National Mazpa* lamps we give our thanks. 


With the New Standard Line of Mazpa lamps you have been doing a 
real job. You have recognized the advantages and the economies of 
the 5 inside-frosted lamps, and you have helped your dealers by show- 
ing them how they may now sell their customers a better value at a 
greater profit. A simplified line of 5 lamps instead of 45 certainly cuts 
down selling expense and speeds up turnover. Every agent who goes 
over to the new lamps entirely, is doing himself and his customers 
a good turn. 


And how they have been doing just that! Already more than 76% 
of all Mazpa lamps shipped for general lighting service are of the 
new inside-frosted type. 


Finish the job in 1927, make it 100% for the New Standard Line 
everywhere. Then and only then will site big advantages be harvested 
by all. We are backing you up with the biggest advertising campaign 
in our history. The 1927 Four-Star Book is built around the new 
lamps from cover to cover. Make your dealers Four-Star lamp agents, 
get them behind the new line of Mazpa lamps 100%, teach them to 
use the Four-Star Book, and show them how Nela Park can help them 
with selling campaigns, and a great engineering service. 


We appreciate the job you have done, and we ask you to again work 
with us and share with us the still greater success which will come in 
1927—NaTIONAL Lamp Works OF GENERAL ELECTRIC COMPANY. 


* M4zDA is the Mark BB of a Research Service 


*Clet 
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Through its 17 Sales Divis 
1lers, 


headquarters of the Nati 
Lamp Works, isa‘*Uni 

of Light™ anal a 
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more of a get-together than a sales 
conference. 

The other meeting is held by the 
managers ot 
assemble at different places each year. 
This year, they assembled at the sum- 


each » department, who 


mer home of Mr. Sager, over Novem- 
ber 7. At this conference, we talk 
price conditions, new lines, such lines 
as we are going to discontinue, and so 
forth, and this generally takes one 
day. We then have an entertainment, 
lasting for two days. 


Monthly and Quarterly 


Conferences 
By T. L. TOWNSEND 
Vice-Pres. & Gen. Sales Mgr. 
National Electrical Supply Co. 
Washington, D. C. 


E HOLD sales conferences for 
W the several departments of the 
company, once a month, and general 
conferences for all the employees ev- 
ery quarter. At the monthly con- 
ferences we generally have manufac- 
turers’ representatives to explain their 


products to our sales department. We. 


can accommodate two or three of 
these representatives during the even- 
ing. 


At these monthly conferences, we 
the relating to the 
monthly, business compared with the 
previous year, also, percentages of 
gross profit, and a general review of 


show statistics 


the business for the preceding month, 
compared the year. 
The sales manager, together with the 
statistical department, goes over in 
detail all of the points with a purpose 
in view of keeping the salesmen on 
We also have our sales- 


with previous 


their toes. 
men enter into these conferences and 
discuss such problems as they have 
to meet from time to time. 

At our quarterly conferences a talk 
is made to all of the employees by 
our president, secretary and treasurer 
in addition to the writer, who is vice- 
president and general sales manager. 

Annually we hold a general meet- 
ing for all departments of the com- 
pany. Beginning at the first of the 
year, each department has a quota to 
meet during the year, and in the 
event that the quota is met by the de- 
partment, the company furnishes en- 
tertainment for the whole organiza- 
tion; but, should some _ particular 
department not meet the quota, they 
pay their portion of the entertain- 
ment, and the company pays for the 
departments who meet their quota. 











We find that this plan stimulates 
the several salesmen_in our eight de- 
partments under which we operate. 

We have a branch house in Greens- 
boro, N. C., and the writer visits 
there at least twice a year, and some- 
times more often. On these trips he 
covers the territory with the salesmen 
operating in the cities which are sup- 
plied by our Greensboro house. He 
also visits on these trips, cities located 
in the Washington territory, in Vir- 
ginia and Maryland. 

In taking up new lines for distri- 
bution, we first have the manufactur- 
er’s representative go over the line 
thoroughly with our salesmen at a 
conference which is held for this pur- 
pose. 


How Dallas Does It 
Interview with 
CLAUDE MATTHEWS 
Assistant Sales Manager 


Graybar Electric Co. 
Dallas, Tex. 


manufacturers court the 


opportunity of addressing job- 


The advan- 


sales-conferences. 
tages to the manu- 
facturer of giving 
a good “sales 
talk” to the entire 
sales organization 
of his  distribu- 
tors assembled en 
masse quite 
obvious but there 
is one great disad- 
vantage in addres- 
sing a large body 
of salesmen in 
conference as far as the individual 
manufacturer is concerned that the 
Graybar organization in the southwest 
has certainly overcome. 

The sales force of a great jobber 
today is vastly different from what 
it used to be years ago. Then there 
were no specialty salesmen, one man 
looking after everything in a very 
large and _ hard-to-cover_ territory. 
Today, we have salesmen specializing 
in every direction and with different 
problems and viewpoints. 

It is a hard enough mattter for a 
speaker to hold the interest of a 
crowd of men who are all interested 
in his subject. How much harder it 
is to talk to an audience half or at 
least one-third of whom are only 
very mildly interested. Nothing is 
so disconcerting to a speaker who 


bers’ 


are 





SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 





has his whole heart in his subje: 
as to see one or two men yawning 
fiddling with something or other 
carrying on a little by-play wit! 
some one else, etc. It gets hin 
rattled, throws him off his theme, | 
loses his keen edge of enthusiasn 
and soon the attention of his audienc: 

Looking at the salesman’s side 0! 
it, it is certainly most tiresome fo: 
a lamp salesman, for instance, t: 
have to listen to a long talk on wir 
ing devices or motors or vice vers: 
as the case may be. 

About two years ago Claude Mat 
thews, assistant sales manager 0! 
Graybar, Dallas, evolved a new plan 
which will be set down here, as its 
story has been gathered through facts 
gathered direct and through descrip 
tions by manufacturers’ representa 
tives participating. 

The manufacturers attending thi 
Dallas Graybar conferences all hav: 
their time scheduled for them by Mr. 
Matthews’ committee somewhat 
follows: Divided into hour or half 
hour periods, they receive not to ex 
ceed three salesmen at a time, gen 
erally two only, and men whose ter 
ritories and interests are alike and 
in the privacy of their own hotel 
rooms are enabled to put their story 
across far better. No city and coun 
try men with entirely different inter 
ests are mixed on them nor are city 
men calling on contractors mixed 
with men calling only on industrials. 
ete. Any manufacturer can see the 
advantage to him in a system of this 
kind. He can talk in a conversation 
al way, show his samples individual 
ly, give the salesman a chance to ask 
questions, get personally acquainted. 
Suffice it to say that every 
manufacturers’ representative who 
was asked about this plan was most 
enthusiastic about it. 


as 


etc. 


It goes without saying that eacli 
day of the conference is opened with 
a general meeting of a few minutes. 
and then the men disperse to their 
different appointments with th 
manufacturers as scheduled by th: 
sales manager. Of course, general 
meetings must be held, else how 
could the ever-present howl of th: 
salesmen as to the vast quantities 
of mail they are burdened with or 
the never forgotten cautions of th: 
manager or sales managers as to 
keeping down expense accounts, b: 
taken care of? 

(Turn to Page 42) 
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2 more reasons 





why RoMEX is 





The proven safety of RomEX is not directly depen- 

dent upon the care and skill with which RomMeX is 

installed, as with most other systems. The super 
insulation and sturdy mechanical strength of RomEX are 
built into every last inch of this cable at the Rome Wire 
Company’s mills. 


The finish and patented construction of RomEX— 

backed up by four years of field experience and labor- 

atory test—withstand the attack of moisture, acids 
and other destructive agents indefinitely. Rust and corro- 
sion do not discount the lasting safety of a RomeX install 
ation as they do the safety of most all-metal jobs. 


ROME WIRE COMPANY 


Rome, N. Y. 











SHEATHED CABLE 














RomeX is Really Armored 


The rubber covered conductors of 
RomeX are sheathed by two sturdy 
kraft tapes which provide very real 
protection for the conductors of this 
pioneer non-metallic sheathed cable. 











Removing Outer Tape 


Removing the outer tape of RomeEX 
is as easy as ripping the outer braid. 
Pull—and this tough outside wrap 
of the sturdy RomeX sheath un- 
winds itself. 











Stripping RomeX 


Stripping RomeX at joints is made 
simple by the RomeX rip cord pro- 
vided for this express purpose. 
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Parmalee Meets With Accident 

Clarence G. Parmalee, sales mana- 
ger of the Commercial Electric Sup- 
ply Co., Detroit, was painfully in- 
jured by a fall down the company’s 
elevator shaft on Friday, November 








19. He was rushed to Michigan 
Mutual Hospital where examination 


proved that two vertebrae were dis- 
located. 

His fellow employees will miss his 
helpful suggestions and unite in hop- 
ing for a speedy recovery and return. 

* * # 


Braid Adds New Salesman 


that its territory 
better served, the Braid 
Electric Co., Nashville, Tenn. has 
sent D. J. McDaniel, Jr., into Ken- 
This is the 


put out 


In order radio 


rveht be 


tucky. second salesman 
Braid in the last two 
months, and just as soon as it gets 


has 


the territory in line more salesmen 
be added. Every effort will be 


this organization to have 


will 
made by 
salesmen regularly cover all of Ten- 
nessee, Kentucky, northern Alabama, 
Georgia and Mississippi by the first 
of the year. 

* * * 


Missouri River Club Holds 
Meeting 

River Club held its 

the Elms 

Mo., No 


The 
semi-annual 
hotel, 
vember 4 and 5. 


Missouri 
meeting at 
Excelsior Springs, 
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Four twinkling ones of the Star Elec- 
trical Co., Erie, Pa. Reading in the cus- 
tomary left to right fashion: Edna Knaf; 
Henrietta Spadacene; Gertrude Streeter, 
and Ruth Campell. 





The meeting was opened by A. J. 
Cole, chairman, and after a report 
from the athletic committee, George 
Seabury and Carl Fried, a paper was 
read on “Jobber-Central Station Co- 
Frank Brooks, 


operation,” by vice- 


president and general manager of 
the Nebraska Gas & Electric Co. 
H. N. Goodell and A. J. McGivern 


led a discussion on the paper. G. W. 
Johnston then read a paper on the 
“Omaha cash discount schedule.” 

A golf tournament in the afternoon 
was followed by a dinner at 7 p. m., 
Davis, secretary, 


at which Horace 


bbing Industry# 2 
4 


a 





FB Je 








Middle West division, N. E. L. A.. 
and Nebraska section, N. E. L. A. 
spoke on “State and Section N. E. L. 
A. Activities.” An address on “Th: 
Romance of Electricity” was given by 
George Lee, counsel, Nebraska Gas & 
Elec. Co. 

On Friday morning C. H. Annis, 
sales manager, B-R_ Electric Co.. 
Kansas City, delivered a talk on the 
“Evils of Courtesy Discounts,” fol 
lowed by a discussion of the subject. 
led by W. A Ward, Manhattan 
Elec. Co., St. Louis, 
John Central Electric 


and 


Co:, 


Supply 
Olsen, 
Chicago. 

“Confidence” was the subject of 
the next paper, which was read by A. 
J. MceGivern. Manhattan Elec. Sup 
ply Co., Chicago. L. E. Reid, Amer 
ican Electric Co, St Joseph, Mo., 
followed Mr. McGivern with a paper 
on “Standardizing Salesmen’s Ex- 
pense.” F. M. Bernardin, B-R Elec 
tric Co., Kansas City, and E. Hardey. 
Central States Elec. Co., Kansas 
City, discussed Mr. Reid’s paper. 

A. C. Ruble, the McGraw Co., 
Sioux City, Ia., was next on the pro- 
gram with his reasons “Why we have 
a catalog.” L. W. Korsmeyer and 
J. L. Buchanan discussed the subject. 

Wm. Weise, of the Graybar Elec 
tric Co., Chicago, won the “Blind 
Bogie” golf tournament on Thursday 
and received a handsome shaker. 














The folks who serve Graybar supplies to the Newark, N. J., 
territory feel pretty good and pretty when they face the camera. 
With success behind them and still more before them, they 
ought to. If you look left to right you'll see: W. C. White; C. E. 
. Phillips; G. J. El- 
Litchfield, manager; W. C. 
Lamberton; Marie Gallela; Sadie Shea (the voice you first hear 


Secker; E. 
Helmburger; H. P. 


Bulnis; E. C. 
wood; F. W. 


A. Sullivan; F. J 





on the telephone) ; 


J. &. 


Florence Fleckinstein; J. V. 
Haley; E. F. Murphy, and Robert Hills. 
the picture” just for the moment: 
Kerhammer, and J. L. Carman. 





Kenely; Florence Luyster; F. W. 
Burlee; D. H. Ferris; P. L. Buyrnes; J. F. Carlos; A. A. Hare: 


J. M. Arthur; F. J. 
Three were “out of 
Dorothy Szekely; W. M. 


Austin; 
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Heavy Duty Gas and 
Vapor Proof Fixture 


Forinstallation where 
Gases and Explosive 


= Vapors Exist 
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Published in the interest of a more complete 
fellowship with Salesmen everywhere, 


by the Benjamin Electric Mfg. Co. 


Chicago, December, 1926 





Glassteel Diffuser 
White Porcelain 
Enameled Steel Re- 
flector and Totally 
Enclosing Glass Bowl 
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Show Case Lighting Campaign 
Continues Great Showing 


It is great the way the Show Case 
Lighting campaigns keep booming along. 
Reports from every territory bring 
stories of continued success. This one 
item, practically neglected up to a short 
time ago, is bringing in a nice business 
in sales to jobbers, installations to con- 
tractors and off-peak load to light and 
power companies. 

The big campaign of the Common- 
wealth Edison Company, Chicago, has 
gone over with a bang. The Chicago 
storekeepers have proved so enthusiastic 
that about two dozen salesmen have been 
devoting some time to show case light- 
ing, and the orders are piling up. 

Down in the Eastern territory they are 
stepping into the campaign and building 
up a fine show case lighting business. 
The Public Service Electric & Gas Com- 


pany is doing a great job, with J. H. 
McQuestion and F. S. Elliott, Jersey 
City; B. E. Hatch and W. G. Morrison, 
Newark; Percy Bielitz, West New 
York; H. G. Otis, Elizabeth, and F. J. 
Frei, Paterson, actively at work. Among 
the distributors pushing show case light- 
Beller Electric Supply 
Company, Newark; Finch Electric Sup- 
City; Tri-City 
Electric Supply Company, Newark, and 


ing sales are: 


ply Company, Jersey 
New Jersey Electrical Supply Company, 
with Walter Mulhall of Beller Electric 
Supply Company, individual 
honor. Among the contractors active 
are: William A. Grace, jersey City; 
Laird & Crane, Summit; Guth Electrical 
Company, Perth Amboy, and Strain & 
Gentile, Newark. 


scoring 


AN 
WW 
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Newspaper Advertisements Used by Commonwealth Edison Company 


in Show Case Lighting Campaign 


The Briggs Electric Company, Fond 
du Lac, Wis., is doing a fine job, one 
order being for $520 worth of show case 
lighting equipment. Up in Sheboygan, 
Wis., the Charles A. Honnold Company, 
is gearing into the campaign, covering 
205 stores. 

Wright Brothers, electrical contractors 
of San Antonio, Tex., are covering 257 
retail stores in San Antonio. Cooperating 
with them is Mr. R. E. Sively of the 
San Antonio Public Service Company. 

The Western States Utility Company, 
Morgan, Utah, is carrying on a cam- 
paign with O. R. Mathias in charge. 

The Houston Light & Power Com- 
pany, Houston, Texas, with H. G. Hum- 
phrey, illuminating engineer, directing 
the campaign, is covering 80 stores. 

Another big campaign, covering 931 
stores, is being developed by the Magaw 
Flectric Company, Milwaukee, Wis. 

The Interstate Public Service Com- 
pany, New Albany, Ind., is going after 
21 retail stores, with J. J. Von Berg in 
charge, and Robert McMurray, indus- 
trial engineer of the Interstate Electric 
Company, Indianapolis, is cooperating. 

The Staten Island Edison Company, 
Staten Island, N. Y., with a Mortimer 
Prall, actively engaged, is reaching out 
to 101 stores. 

The Philadelphia Electric Company, 
Philadelphia, Pa., will conduct a show 
case lighting campaign, and similarly, the 
Nebraska Power Company, 
after the first of the year. 


Omaha, 


During the year distributors, contrac- 
tors and central stations have carried on 
thirty-eight show case 
paigns. 


lighting cam- 


Eastern Electrical 
Inspectors Like Our 
New Cut-Out Bases 


The new safety cut-out base seems to 
fill a long-felt want. The safety feature, 
which makes it impossible to use a penny 
has brought many letters of commenda- 
tion from Eastern electrical inspectors 
to whom the cut-out base was shown 
recently. 
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The fine campaign put on by the Sidley 
Home Utilities has put a number of 
Crysteel Electric Ranges in the leading 
homes of Evanston, III. 

The campaign: includes a four-weeks 
period during which time a fine series 
of four-page letters in color, a formal 
invitation, generous advertising in the 
local newspapers, telephone calls and di- 
rect calls by the Sidley sales force 
brought numbers to the demonstrations 
which were held two days each week, 
morning and afternoon. 

Miss Edith Pine, an accomplished do- 
mestic science teacher, lectured at each 
demonstration and explained the prepara- 
tion of a number of delightful recipes. 

Each lady attending the demonstration 
participated in a drawing for a beautiful 
$150 Crysteel Electric Range. 

A similar campaign is being put on at 
Madison, Wis., by Krehl & Son, to close 
just before Christmas. 


A most interesting letter was received 
by us a few days ago from Mr. Robert 
Davies who won the silver cup at the 
New York Radio Show and a diploma 
from the Chicago Radio Show. Mr. 
Davies won his cup by receiving 21 for- 
eign stations in 7% hours during the 
International Test Week on a four tube 
set using dry cell tubes—at a _ time 
when no other person was able to receive 
more than one station. 

Mr. Davies used Benjamin Cle-Ra- 
Tone sockets to insure the utmost clarity 
and purity of reception and to prevent 
any outside noises from drowning out 


The Benjamin Reflector 





the delicate signals. He is now building 
a powerful set using our transformers 
and condensers as well and tells us, “I 
intend to use your products in all my fu- 
ture sets.” 

Another “fan”’—Mr. W. G. Meerfield, 








3218 Magazine St., New Orleans, La.- 
writes that he has received Pittsburgh 
New York, Denver, Mexico City, and 
Los Angeles on his two-tube regenera 
tive set using Benjamin condensers and 
Benjamin sockets. 




















Air transportation of mail, passengers and freight has become a lot more serious business than most people know any- 
thing about. And like other modern institutions, they halt not for the night, neither going or coming, which means, so 
far as the flyer and the mechanics are concerned, a lot of light in getting away from and returning to the hangars. 


On several of the large commercial hangars or air ports which have been built and put in operation recently Benjamin 
Elliptical Angle Reflectors have been given the place of distinction. What is required is a flood of illumination which 
makes the whitened surfaces of the entire hangar stand out brilliantly in the darkness. In addition to this the units must 
withstand all sorts of stresses of wind and snow, and possess the quality of weatherproofness to the highest degree. 

The photographs accompanying are of the air port at Muskegon, owned and operated by the Continental Motors, Inc., of 
Detroit, and Muskegon, Mich. The building is 80 by 80 feet of corrugated steel and asbestos board construction. It is 
equipped inside with 300-watt, R. L. M. reflectors and the South and West outside walls are lined with Elliptical Angle 
reflectors. The installation does not show up in the picture as good as it really is. The illumination is splendid and fre- 
quent landings are safely made every week. It is quite possible that Muskegon will be a stopping place on the Govern- 


ment across-the-country air route. 


The installation was made by Mr. Harry H. Purdy of the Central Electric Company, Muskegon, Mich. 








December, 1926 


THE JOBBER’SfA)SALESMAN 35 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


The Benjamin Reflector 


met 
* 


7, & ¥ FF 
a 5 


mee 
ww & & 


poo? 
sey 
Reorcnt 
wees 


¥ 


Quite recently the Industrial Lighting 
Committee of the National Electric Light 
Association met in Chicago to check up 





on the results of the National Industrial 
Lighting Activity which was conducted 
in the Winter and Spring of a year ago, 
and to formulate plans tor a renewal 
of the activity. 

Enthusiastic as were the members of 
the committee at the results already re- 
vealed, they were amazed at the returns, 
received at the beginning of another sea- 
son. So startling were the figures that 
it was unanimously decided to give them 
nation-wide publicity and publish them in 
a “Book of Facts,” so that the industry 
might know of the possibilities residing 
in better industrial lighting. 

This “Book of Facts” is undoubtedly 
the most important work ever issued on 
the subject of industrial lighting sales. 
It will be distributed to commercial man- 
agers of light and power companies and 
other interested parties. 

Electric light and power companies are 
again urged by the National Industrial 
Lighting Committee to develop local 
campaigns on industrial lighting. The 
committee is broadcasting the message of 
better industrial lighting in striking ad- 
vertisements in publications reaching in- 
dustrial executives everywhere. The 
work is capably headed again by Mr. 
Joseph F. Becker of the United Light & 
Power Company, New York, as chair- 
man, while Mr. L. H. Rosenberg is again 
in charge of publicity. 

For local advertising, for reasons of 
economy, the committee recommends 
using the advertising and educational lit- 
erature prepared by the manufacturers. 
Much of this is available, and we feel 
free to say that whether it is ours or 
that of some other manufacturer, all of 
it is excellent and ready in generous 
quantity for intensive local campaigns. 

For our own part, we are happy to be 
in an excellent position to help in this 
respect. A most complete portfolio has 
been prepared, presenting in detail the 
method of working out a local campaign 
and exhibiting all the material that will 
be required to develop a campaign of 
any proportion is ready for any inter- 
ested central station, jobber, contractor, 
dealer or group of interested parties who 
may wish to consider an industrial light- 


ing campaign. 

Many of these campaigns are in active 
Swing now, practically all of them using 
Benjamin material wholly or in part. 


Among the more prominent may be men- 
tioned the following: 

The Robertson-Cataract Electric Com- 
pany, to all the industrial plants in its 
extensive territory. In Buffalo, with F. 
R. Morris in charge, covering 678 plants; 
in Rochester, with H. C. Johnson in 
charge, covering 127 plants; in Syracuse, 
with A. J. Browning in charge, covering 
239 plants; in Utica, with J. Sidway in 
charge, covering 101 plants. 

In the same territory, the Syracuse 
Supply Company is covering 156 plants, 
with D. L. Geyer, manager of the elec- 
tric division, in charge. 

The Graybar Electric Company, Inc., 
of Pittsburgh, with C. W. Ament, light- 
ing specialist in charge, is covering 187 
plants. 

The Elmira Water, Light & Rail- 
road Company, Elmira, N. Y., with Rob- 
ert T. Ferris and F. M. Houston direct- 
ing the campaign, is covering 63 plants. 

Another big campaign in the Eastern 
territory, arranged by our B. G. Kodj- 
banoff and Elliott Ranney, is that of the 
Hoboken Electric Supply Company, Ho- 
boken, N. J., at Hoboken and Plainfield, 
covering 750 industrial plants. 

In the central territory, the Central 
Illinois Light Company, Peoria, Ill., is 
going after 150 industrial plants, J. M. 
Shute, illuminating engineer, being in 
charge. 

The City Electric Light & Water 
Company, Rochester, Minn., with L. A. 
Cowles, superintendent, in charge, is cov- 
ering 23 industrial plants. 

Industrial lighting campaigns planned 
for right after the first of the year in- 
clude the following: 

The Central Illinois Public Service 
Company, M. L. Rogers, illuminating en- 
gineer in charge, will cover over 80 
cities included in its territory. 

The Interstate Public Service Com- 
pany, New Albany, Ind. 

Tennessee Electric Power Company, 
Chattanooga, Tenn.; B. H. Martin, light- 
ing representative, in charge. 

Dallas Power & Light Company, Dal- 
las, Tex. J. Scrivner, illuminating en- 
gineer, in charge. 

The F. Bissell Company, Toledo, Ohio, 
J. S. Huff in charge. 

The Electric Association of Chicago, 
with R. Bourke Corcoran in charge, is 
putting forth strenuous efforts. Some 
$400 in cash prizes have been hung up 
for the jobbers’ salesmen to strive for, 
and they are piling up some _ splendid 
totals. 





Obttuarp 


LAWRENCE H. GLASS 


It is with profound regret that we 
announce the death, on November 25, 
at Dallas, Tex., of Mr. Lawrence H. 
Glass. 

Mr. Glass was Benjamin sales repre- 
sentative for Texas, Louisiana and 
Mississippi, going to the Southern ter- 
ritory only recently where he was well 
known and highly esteemed. 

“Larry” Glass was born at Cadillac, 
Mich., June 6, 1888. His first connection 
with the business was as an electrical 
contractor at Flint, Mich. 





Prior to joining the Benjamin organ- 
ization he was for five years in the 
illuminating department of the Detroit 
Edison Company; five years in the light- 
ing and sales departments of Frank C. 
Teal, Detroit, and five years with the 
Central Electric Company. 

He was taken ill with malarial fever 
several weeks ago, and complications in- 
volving pneumonia caused his death. He 
was buried at Port Huron, Mich. 


Mr. George T. Abely has been added 
to our Eastern territory sales force as 
radio salesman. His present address is 
274 Winthrop Street, Winthrop, Mass. 

Mr. Clyde L. Ribble has joined the 
Benjamin sales organization in the New 
York office, taking the place of Mr. 
H. M. Paul in the Syracuse district. 
His address is P. O. Box 361, Syracuse. 
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Benjamin Advertising Plans for 1927 


Probably about the clearest idea we 
could give anyone regarding our plans 
for helping to increase sales for every 
element in the industry interested in 
handling such products as ours, would 
be to say, “Look at what we have done 
all through this year. Expect that and 
more next year.” 

The development of a sales building 
program is a building process. It grows 
as opportunity and resources show an 
affinity for each other and there is dis- 
position and ability to take advantage of 
fortuitous situations as they arise or cre- 
ate a vacuum for goods where stocked 
shelves would otherwise be the case. 

The manufacturer has an ultimate re- 





S 


sponsibility to the distributors of his 
products to see that even after whole- 
sale acceptance and the popularization of 
his products generally through his own 
efforts that intensive local effort at sales 
promotion will move stocks quickly from 
the dealers to the ultimate consumer. 
To this end Benjamin has consistently 
maintained prominent representation in 
the leading national publications reach- 
ing on an extensive and intimate scale 
buyers of every class and in every place, 
so that general acceptance for these 
products might be established. In addi- 
tion to this, however, we have made 
available on an even more extensive 
scale the advertising and educational ma- 


Here is an interesting photograph of the Buckingham Memorial Fountain located at the 
Wainut Hill station of the Metropolitan Utilities District, of Omaha, Neb. We wish we could 
reproduce it in colors. Our No. 5600 units, with 150-watt lamps and Laco-Phillips color caps are 
clustered in two circles to give an ever-changing and beautiful iridescent sparkle and glint 
of color through the water and the spray. These units are completely submerged in 
some cases and in the others the water cascades continually over them. The entire fountain 


and installation was designed by Mr. Richard C. Hungate of the Nebraska Power Company. 





terial that may be used by distributors 
and dealers in their own local efforts. 

The material of this nature relating 
to many products, particularly to Indus- 
trial Lighting, Show Case Lighting and 
Radio products, has been, we believe. 
unusual in quantity, quality and variety. 

It has been used in many communities 
by jobbers, service companies, dealers 
and contractors, in its entirety sometimes 
and in part at other times. So gen- 
erally satisfactory and successful have 
been the results to every one of the ele- 
ment named, that a similar program of 
even greater effectiveness for next year 
may be confidently expected. 


Tulare Elec. Com- 
pany Likes the Plug 
Assortment 


This is how we like to hear dealers 
talk: 

“We have several display kits of Ben- 
jamin Plugs on our counters at all times 
and it goes without saying that we find 
them a medium of increased sales.” 

This letter was just received from our 
friend, Mr. E. H. La Marsna, of Tulare 
Electric Company, of Tulare, Calif., in 
which he thanked us for the generous 
supply of appliance repair tags we had 
sent him a few days previously. 

There is real money in plugs for every 
dealer who carries the attractive and 
convenient new Benjamin Display As- 
sortment of quality plugs. 











The piscatorially draped young man 
in the picture is none other than Mr. 
J. W. Harris, city salesman of the 
Graybar Electric Company at Birm- 
ingham, Ala. Having strung and 
counted the fish, and gotten what is 
left of the bait ready to heave over- 
board, we suppose J. W. is about on 
the way to feed the multitude. 
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A Salesmanship Course for 
Jobbers’ Salesmen 


One of the definite advantages of 
belonging to the Electrical Supply 
Jobbers Association from now on will 
be the privilege to use the course on 
“Constructive which 
has been prepared by a committee 
headed by O. Fred Rost, put into book 
form and will be ready for distribu- 


Salesmanship”’, 


tion among members of the association 
about the first of the Each 
member house will receive a number 


year. 


sufficient to provide for all its sales- 


men, and also any counter clerks, 


stock clerks or others who appear to 
be promising material for future 
salesmen. 


The 


written for the salesmen. 


“course” is directed to and 
It has been 
written by Mr. Rost himself, and as 
he is a thoroughly practical jobber, 
everything in the 15 lessons is prac- 
It is brief, it 
Confusing, 


tical to the last word. 
deals with fundamentals. 
tiresome detail has been left out. 
Primarily, the whole thing is di- 
rected toward reducing failures and 
building a better market for the job- 
Per- 


haps the best way to give an idea of 


ber among contractor-dealers. 


the context is to enumerate thee titles 
of the 15 lessons: 

(1) Fundamental requirements of 
financing a business; (2) Need for 
keeping books and records; (3) Fig- 
uring cost and overhead; (4) Correct 
(5) contract 
(6) Economic (7) 
Qualities of a successful dealer; (8) 
(9) 


store; 


estimating ; Correct 


forms ; buying; 
Store location and equipment; 
Essentials to of retail 
10) Choice of suitable merchandise ; 
11) Turnover; (12) Sales procedure ; 
(13) Factors in sales building; (14) 
Window display; (15) Importance of 
innouncing definite terms of sale. 

It may readily be imagined, after 


care 


reading over this list of subjects, that 
any salesman who will apply himself 
to studying and digesting the course, 
will be in a position not only to size 
up dealers, but also to become of real 
help to them. in directing their busi- 
ness into profitable channels. 
ane 2 


Boston Fixture Merchandisers 


Edwin S. ParkersCo. is the name 
of a new corporation loéated at 95 
st. James Ave., Boston. and engaged 
in the lighting fixture business with 
iceessories such as shades, andirons, 
lire sets, and smoking stands. 





Edwin S. Parker was with the Pet- 
tingell-Andrews Co. of Boston for 21 
years, lately as manager of their fix- 


are Frank A. Purdy and William N. 
Rich, also P.-A: men. 
out last June. at 222 


Ave., but have since moved. 


They started 
Massachusetts 


ture studios. Associated with him 




















Snapped at the Atlantic City E. S. J. A. Meeting 


(1) 








This genial gentleman is John J. Cooper, president of the Mountain Electric 
Co. of Denver, Colo, (2) Here are a couple of Bostonians who spent a few days 
at Atlantic City. The gentleman on the left is Mr. Coghlin of the R. V. Pettingell 
Electrical Supply Co. and H. B. Condit, Jr., manufacturer’s agent of Boston. The 
identity of the young man in the center is still a mystery though we're inclined to 
believe he’s Wesley Barry. (3) Here is Bob Beller of the Beller Electrical Supply 
Co., Newark, N. J., resting after a heavy session of the Free Lance Jobbers of 
which he was elected secretary. Bob has been a hard worker along ‘with McKew 
Parr in the organization of the independent jobbers. (4) Two of the Philadelphia 
group were R. F. (Bob) Powers, (left) of the Philadelphia Electric Co. and 
Geo. H. Carnell, of the Frank H. Stewart Electric Co. (5) Bill James, sales 
manager of L. A. Woolley, Inc., Buffalo, N. Y. (left) was caught with S. Robert 


Schwartz strolling along the boardwalk. (6) Here are two faces that ‘haven't 
appeared in Tue Jopper’s SatesMAN lately. On the left is Walter Blue of the 
Columbian Electrical Co., Kansas City,- and Perry Boole of the G-Q Electric 


Co. of Milwaukee, Wis., the former being a tennis player of parts and the latter 
a famous orator of parts. 
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Non-Electrical Lines for 
Electrical Jobbers 


Prominent Kansas City Jobber Starts Discussion on How 
to Put Profit Into the First Five Months of the Year 


66 HE problem which right now 
most interests me, and a num- 
ber of other electrical jobbers I know 
personally,” declares W. B. Satterlee, 
of the Columbian Electrical Co., Kan- 
sas City, “is how to put some profit 
into the first five or six months of 
the year. 

“The last half of the year gives 
an electrical jobber a real opportu- 
nity to make money. He has radio, 
lamps, fans and various other things 
which contain real profit possibilities. 
Natural consumption conditions are 
with him. With good luck, radio will 
carry him, perhaps, a little into the 
new year—then he has the melan- 
choly pastime of selling stuff on 
which, with present margins, money 
simply cannot be made. 

“On a recent trip to Chicago and 
adjacent points, I talked the situation 
over with a number of jobbers, and 
found general agreement that, under 
present conditions, the first half of 
the year shapes up a decidedly unsat- 
isfactory one from the profit view- 
point with the average jobber. I am 
not talking of conditions in the East, 
where’ industrial centers create 
doubtless different buying conditions, 
but of the average largely agricul- 
tural jobbing territory of the West. 

“What I would like to see under- 
taken is an investigation, in an or- 
ganized, systematic, thorough way, of 
specialties not electrical which I, as 
an electrical jobber, and other men 
in the same business, may interest 
ourselves in, to make late winter and 
spring months better from a_ profit 
standpoint. 

“What about hardware specialties, 
farm machinery  specialties—things 
for which, early in the year, there is 
normal demand? 

“An organized investigation ought 
to find articles suitable for an elec- 
trical jobber to handle. Further, in- 
vestigation would discover manufac- 
turers glad to cater to the electrical 
jobber, in the interests of increased 
distribution. 

“The Columbian Electrical Co. can 
easily take on, with its present fa- 
cilities and organization, specialties 


not heretofore handled in the elec- 
trical jobbing trade—provided these 
articles qualify. 

“T’d say, first of all, that the profit 
must be present and inviting. There 
should be 15 per cent to 20 per cent 
gross profit to interest us. 

“The specialties must be things 
there is profit in during the late win- 
ter and spring months. We are not 
looking for additional lines for the 
fall and early winter, for which 
period we are taken care of at pres- 
ent. Suitable specialties will enable 
us to do volume of business in months 
when, at present, we have to be con- 
tent with selling our volume at prac- 
tically no net profit. 

“T can readily see how specialties 
for the hardware trade might assist 
us in valuable ways in developing the 
hardware dealer business. There is 
great opportunity for increased sales 
to hardware dealers of our electrical 
lines, provided we have the right 
background of approach.” 

The best approach to the situation, 
Mr. Satterlee felt, would be an or- 
ganized investigation. He believes 
that manufacturing interests eager to 
secure distribution through electrical 
jobbers would be found, also that fav- 
orable specialties, from the stand- 
point of gross profit and natural sale 
in late winter and spring months, 
would be located. 


He pointed out that, of course, t! 
hardware trade is at present intens, 
ly worked by hardware houses. Reg: 
lar hardware salesmen get around 
their trade probably twice as often « 
electrical jobbers salesmen. The har: 
ware salesman is not, however, pri 
marily a specialty man. He is selling 
literally thousands of items, wherea 
electrical jobbers’ salesmen. The hard 
upon him with specialties would }. 
working probably several specialtic. 


at most. 
* * * 


Central Division E. C. A. 
Meeting 

The thirty-first annual meeting 0! 
the central division of the Electrica! 
Credit Association was held in Chi 
cago, November 18 and 19—two 
days well crowded with helpful ad 
dresses and discussions. Mayor Dever 
made the opening address, responded 
to by President A. V. Willette 
Well-known jobbers on the program 
were: W. R. Herstein, Wesco Sup 
ply Co., Memphis; H. P. Andrae. 
Julius Andrae & Sons Co., Milwau 
kee; S. C. Greusel, G-Q Electric Co., 
Milwaukee; and Perry R. Boole. 
G-Q ,Electric Co. 


*x* * * 


New Jobber in Raleigh, N. C. 


The Carolina Electrical Equipment 
Co. is the name of a new jobber lo 
cated at 408 W. Davie St., Raleigh. 
N. C. 

Norwood Wilson is president of the 
company. J. M. Cutliff is in charg: 
as manager. H. E. Wood and D. R 
Ponton are stockholders in the com 


pany. 
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As evidence to back up the statement made by Ross De Cummings last month thi«t 
the St. Louis radio show was a real jobbers’ affair, here is a picture of the exhi!it 
of the Brown & Hall Supply Co., featuring Atwater Kent equipment. This is show- 
ing to the public the much discussed “middle man” in a light in which said pubic 
seldom views him. 
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DURABILT 


Reg. U. S. Pat. Off. 


PRODUCTS 


Sell! 


because--- 


They are Quality Products 
Easy for the Contractor 
to Handle and Work 
Attractively Packaged 
and 
Accepted as the Best 
by the 
Electrical Trade 


The Home of Durabilt’Products 


t TUBULAR WOVEN FABRIC COMPANY _” © 
PAWTUCKET, R. I. : 
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Are all of your dealers using 


the Hemco Display Board? 






7 2 ; ee ——— 


The Hemco Merchandising Plan starts 
in the home and ends in the dealers’ stores 


Hemeco National Advertising in millions of homes carries 


















” ~_* 

= mon the sales message of added electrical conveniences that can be 
- ‘ ; secured by the purchase of a few Hemco Plural Plugs. The 
Tore buying public is told of how easy it is to select the proper type 
poe plug from Hemco Display Boards on their dealer’s counter. 


- - ae j ry 1 . « y ar . ; Ipeangndc € »? ‘€ NJ ol ar ” 
EMCO: Hemeo Display Boards increase dealers’ sales—make larger 











orders for you. Make sure all your trade has them. ‘They 
Advertisements such as % ° 
this appear regularly in are free. The dealer pays only for the plugs at a special 
A pag Je en “ : 

1ey ne create the con S anaes 
sumer pt er inhiee discount. 
the Hemco line so popular 
with dealers. 


oH 










GeorGE RICHARDS & COMPANY wwe. 
557-Wesr Monroe STREET- CH1caGco,/LLino/s. 
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Helping you in YOUR territory 


Hemco “Missionary Men’”’ 
this year did a $150,000 business for you 


Hemco “missionary men” travel in your territory 











—introducing the Hemco line to dealers that haven't New HEMCO Items 
The Hemco Line 
handled it before—building Hemco trade for you. pt er spin Meat 


again, several new ad- 
ditions will be an- 
7 e bd ° ced — ite with 
This year Hemco missionary men sold approximately the some quality end 
i 7 selling assets that have 


$150,000.00 worth of Hemco goods. These orders were made Hemco sales 


leaders. 








turned over to the house covering the territory and in * ( 





turn, the jobber salesman received credit for the goods 












sold in his district. 


Hemco missionary men are constantly helping you 
—initial orders for which you and your house get the 


credit and a nice repeat business for you. 


Hemco Plural Plugs are the sales leaders of today. 
Are you getting your share of these profits? If not, 
write your house or send a 
card direct, asking for com- 
plete information about the |. ae 


Hemco Merchandising Plan. 








Georce RicHArps & COMPANY wc. 
557-Wesr Monroe Srreer- Cricaco,/tt1nois. 
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Group Form of Confer- 


ence Looks Good 


By F. B. STERN 
Assistant Gen. Mgr. 

Interstate Electric Co., New Orleans 
HE answer to the question, 
“What is the best way to run a 

sales conference” is one that I would 
like to know myself. 

We have not had an annual sales 
conference in the last three years, but 
I am considering very seriously hav- 
ing one this year between Christmas 
and New Year. 

I find in the past that the way we 
held our annual sales conferences, by 
having all salesmen present and the 
manufacturer given a certain time to 
go over his line with the men, has 
not been very productive on account 
of the inattention paid by a number 
of the: salesmen. 

The .plan I am considering using 
this year is to divide the salesmen 
into small groups. The manufactur- 
ers will have their displays separate 
in one hotel. The salesmen will then 
go from one room to another in small 
divisions and I believe that the men 
will then be able to give more atten- 
tion to the manufacturer’s representa- 
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tive and no doubt will derive consid- 
erably more benefit than by the old 
procedure. 

I realize that it will mean more 
work for the manufacturer’s repre- 
sentative, as he will have to continu- 
ally go over the same thing with the 
different classes, but believe it would 
be worth it for the results that will 
follow. 

So far, we have not considered hav- 
ing our salesmen contribute anything 
to the program, unless we finally de- 


cide to have a general meeting and 


have each salesman get up and out- 
line some of the problems he has had 
to overcome in securing orders for the 
benefit of the other men. 

A number of times we have written 
our salesmen, getting their opinions 
of new lines or products to see what 
they think of them; but, of course, 
the final decision is left to our execu- 
tives’ judgment as I find that the 
salesmen are prone to say that they 
will do a lot, but they do not do it 
after the merchandise is received and 
on which they promised to do big 
things. 

* * * 

The customer had waited half an 
hour for the fish he had ordered. At 
last the waiter appeared. 

“Your fish will be here in five min- 
utes,” he said. 

Another quarter of an hour passed 
and then the customer summoned the 
waiter. Say, he inquired, “what 
kind of bait are you using?” 

* * # 




















tendent. 


Too bad this picture was taken in the shadows, 
look closely, most of the faces are distinguishable. 3 
is long, we will get down to business without any wise cracking. 
First, it is the Penn Electrical Engineering Co., engineers and 
jobbers of Scranton, Pa. Starting with the bottom row, left to 
right: Ruth Birtley, price clerk; Lydia Ammerman, price clerk; 
Julia Weber, stenographer; D. H. Lewis, shipping clerk; E. ‘*. 
Lanyon, shipping clerk; G. F. Smith, vice-president & general 
manager. Second row: Madeline Keesler, stenographer; Myr'!le 
Savitts, bookkeeper; Ethel Kurash, billing clerk. Third row: 
Charlotte Pease, credit clerk; Andrew Pallo, shop super'0- 
Fourth row: C. R. Sivelly, office manager; Margaret 
Evans, order clerk; T. F. Eynon, treasurer; L. B. Caryl, salvs- 
man; J. Mayernick, electrician; D. C. Shedd, purchasing age'; 
W. C. Weichel, warehouse manager. 
salesman; D. E. White, radio shipping clerk. 





The electric idea is taking in Texas, a 


you will see by the picture. An ambi 
tious merchant in Stamford, Tex., to have 
something better than his competitor, in 
stalled a second-hand G. E. range, which: 
he picked up from the West Texas Uti! 
ities Co. at a bargain, and had the tow: 
“jack-of-all-trades” paint a sign adver 
tising his specialty. “Note the spelling o! 
electrified.) 





Johnson Wahle an “Old Timer” 


The Johnson Wahle Electric Co., 
Buffalo, N. Y., takes its place near 
the head of the procession of “old 
timers.” The company was estab- 
lished in 1892 under the name of 
the F. P. Little Co., and was located 
at 192 Main St. It remained there 
until 1918, when, because of business 
moving farther up town, it secured a 
location in the heart of the business 
district—222 Pearl St. 

Rigid parking rules, however, made 
the site unattractive, as the con 
tractors were greatly inconvenienced, 
so in 1922 the company located at 
393 Michigan Ave., where it still re 
mains. While still in the business 
district, it is sufficiently removed from 
traffic congestion to provide the nec 
essary parking space. 

As the demands of the trade in 
creased, alterations and _ additions 
were made to keep pace with it. 


-The present officers of the com 
pany are: R. Philip Clark, president: 
A. E. Wamsley, Jr., vice-president. 
and Richard Wahle, secretary and 


treasurer. 


eo. 








but if you 
As the list 


Last row: G. W. Wallace, 
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THE JOBBER’S 


A few simple twists of the wrist and all that there is 
to a Pierce Fuse lies before you—two parts and the 
link—simple as A, B, C. 


The complete lack of complicated parts in Pierce 
Fuses is the reason why the two simple parts and the 
link can be made stronger and sturdier. That’s why 
they stand up under repeated blows—give longer, 
better and safer service—and cost less to use. 


Perfect venting instantly releases all gases when blows 


SALESMAN 


occur. There is no confined pressure to cause danger- 

ous explosions; no charring to damage the fuse casing. 

A screw driver or a thin dime, a new link and about 

= seconds, are all anyone needs to renew a Pierce 
use. 


Jobbers and Jobber Salesmen, who will let us know 
that they are interested will receive full details of a 


“sales policy and a business building opportunity that 


will spell profits to them. Write at once for a Pierce 
Fuse sample and compiete information to Jobbers. 
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Electrical Services Over Vast- 
ness of Texas 


Electrical services over the vast- 
ness of Texas were epitomized in an 
animated, colorful display of minia- 
ture mechanics at the State Fair of 
Texas. 

For the first time since the intro- 
duction of electricity in the state, six 


nationally recognized service com- 
panies have joined in building a 
single comprehensive exhibit, eon- 


structed to tell in the simplest terms 
what electric service means to prog- 
ress. 

Situated at the center of the Man- 
ufacturer’s building at Fair Park, and 
easily picked out from the myriad of 
displays by its huge symbolic figures 
and its illuminated map, was elec- 
tricity’s exhibit offering to the Fair 
visitors, 

Stamped on the base board of a big 
motor in the center of the exhibit, and 
reflected in the tiny replicas spread 
out over the waist-high exhibit floor 
is the slogan, “Electricity, the serv- 
ant of home and industry.” 

And long, glistening 


wires, 
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eral Electric Co., and the Dallas 
Power and Light Co. 
It was a quick trip over Texas to 
walk around the exhibit. 
* * # 


Herb Metz Studies Heraldry 


When the name of the Western 
Electric Co. supply department was 
changed to Graybar there was a lot 
of talk about it in all quarters. ‘The 
reason for the selection of the name 
was pretty thoroughly explained, at 
the time in most of the trade publica- 
tions (a contraction of the names Gray 
and Barton). But to those not on the 
inside few have any conception of 
all the numberless steps to be taken 
in launching and advertising a new 
name for an old company. 

Herbert Metz, advertising manager 
of the Graybar Electric Co., relates 
a few of the things he ran up against 
in an article in the November issue 
of the Western Electric News, from 
which the following paragraphs are 
quoted: 

“Since the change was to become 
effectve January 1 we had already 
sent word to Chicago where the new 





Booth Illustrates Electrical Services in Texas 


stretched to the tiny mills and shops 
and homes, showed exactly why elec- 
tricity is referred to as the “serv- 
ant.” 

The six organizations co-operating 
in the offering of the big display 
Texas Power and Light Co., 
Southwest Electric Co., 
Graybar Electric Co., Westinghouse 
Electric and Manufacturing Co., Gen- 


were: 


General 





Western Electric catalogs were being 
run off the press to put on the cover 
the and_ Barton. 
That evening, of course, we had to 


new name, Gray 
wire them again to inform them of the 
decision to name the company Gray- 
bar. 

“After Graybar was definitely set- 
tled upon, we started to develop a 
name design that would have lettering 

















The above is « 


And here’s a record. 
good likeness of “Uncle” Geo. Devou ot 
Post-Glover Division of Cincinnati. George 
is surely sold on the G-E wiring system 
He has just returned from a trip on 


which he carried his advertising right 
with him. His record —43 years in the 
electrical industry, 85 years on a_ road, 
one territory, one house. 





simple to follow yet which would be 
striking in detail. This we accom 
plished by writing the name Graybar 
with the bar at the top—a design fa 
miliar enough to everyone now. 

“The next thing we set out to for 
mulate was a trade-mark. For this 
we designed a shield with a gray 
bar starting from right to left on 
a field of blue. Shortly after we 
had shown this to the executives. 
Mr. Ketcham called me into his office 
and asked me if I- knew anything 
about heraldry. 

“T admitted I did not know a great 
deal about it. He then explained to 
me what I had done. It seems that 
the bar which was drawn on the trade 
mark was the bar sinister denoting 
illegitimacy. It simply would not do. 
I was told, for this new child of the 
Western Electric Co. to be so 
branded. 

“T got out of the room as gracefull) 
and quickly as I could and immtdi 
ately sought the asistance of an ex 
pert on genealogy who informed me 
that if we changed the bar sinister 
into a bar dexter we would be all 
right inasmuch as a line drawn to 
ward the right meant that we were 
‘quick on the trigger and good wit! 
service.” We lost no time in making 
the change.” 

Foi ie 
Revere Issues Special Catalog 

The Revere Electric Co., Chicago 
has just issued an attractive 64 paz 
catalog on “Lighting Fixtures and 


Appliances.” A complete line of fix- 


tures and glassware is illustrated «s+ 
well as home appliances, radio ba! 
teries, exhaust fans, etc. 











LIVE in the electrical age. 

The most loved possession of 

the small boy is his electric train. 

The most faithful servants of the 

American woman are her electric 

appliances. The most economical 

power for man’s great industrial 

plants is the electric power gener- 
ated by central stations. 


The key to the smooth, continuous 
functioning of every one is a strand 
of copper wire. Under the surface 
of a multitude of these toys, appli- 
ances, and huge generators lies 
Rome Magnet Wire. 


The electrical generation 


For throughout industry you will 
find agrowing preference, for Rome 
Magnet Wire, and for all Rome 
Wires. There is in these Rome pro- 
ducts a desirable quality, brought 
by complete manufacture, super- 
vision, and inspection in che Rome 
mills—from wire bar to finished 
copper wire. 


Rome Service—ample stocks and 
competitive prices—are at your 
disposal, while an opportunity to 
quote on any of your wire re- 
quirements will always be wel- 
come. 


ROME WIRE COMPANY, ROME, N.Y. 


ROME 


WIRE 























Single Cotton 
Enameled 
Magnet Wire 


WIRE BAR TO FINISHED COPPER WIRE 















Automobile 
Wires ana Cables 


i} | H } 
"Extra Flexible 
Wires ana Cables 


Tinned Copper 


Trolley Wires 
ana Cable Wires ana Cables 


Weatherproo 








ECAUSE of its small outside di- 
ameter, Rome Enameled Magnet 
Wire is increasing in popularity every 
year. Particularly is this true with the 
manufacturers of the smaller types of 
electrical equipment. 


Perfected by a research department 
that is constantly investigating and an- 
alyzing—backed by twenty years of 
manufacturing experience—there is 
small wonder that this, and all Rome 
wires are appreciated by their users. 


If you will let us know what wires you 
are interested in, we will be glad to 
send you samples, catalogs and other 
information that will be of help. To 
those who have a particularly difficult 
wiring problem, we offer the advice of 
our Engineering Department. 


ROME WIRE COMPANY 
Mills and Executive Offices: ROME, N.Y. 
Diamond Branch: Buffalo, N.Y. 


New York—50 Church Street 
Boston—1011 Little Building Chicago— 14 E. Jackson Blvd. 
Detroit—25 Parsons Street Cleveland—1200 W. 9th Street 
Los Angeles—J. G. Pomeroy, Inc., 336 Azusa Street 
San Francisco—J. G. Pomeroy, Inc., 960 Folsom Street 
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Si Service 
pe... # Cables 


Rubber Covered 
Wires ~ Code 30% 
Intermediate 




















Copper Rod ana 
Bare Copper Wire 
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The Old Mill Stream 


Frequently we had noticed this 
iriking letterhead of the New Eng- 
ind Electric Co., of Denver, and as 
frequently wondered why a company 
way out in Denver, two 
miles from New England, should bear 
that name and feature a typical New 
England scene in connection with it. 
We wrote, finally, to H. W. Lawrence 
bout it and his reply was interesting, 
although he modestly asserts that he 
can see no reason why the company 
name, acquired long ago, should cause 
anyone to pause in the midst of this 


hustling age. 


thousand 


HWiawnence. Pres and Ge 


As to the and other interest- 
ing facts, he writes: 

“When it is explained that the 
state of Maine 
New En- 


reason why is 


name, 


writer was born in the 
and is the organizer of The 


gland Electric Co., the 








H. W. Lawrence, President, New England Electric Co. 


ME Gavin. Seey and To20s 


NE Lawnence, Yee P-+s 


ies 


Je 


Establshed is96 fnconporated iseq 


1951-53 Lawnence Stneet 
Denver Colo 
evident, and is no longer entitled to 
even the dignity of 
to wonder. 
“When it is further explained that 


causing anyone 


old home is within two miles of 
the old mill scene and I, as a 
carried wool on my back to the same 
old mill to have it cleaned and carded 
into rolls and out of 
which my winter supply of stockings 
and mittens were made, explains the 
reason for the letterhead. and the old 
mill site becomes a reality. 

“T can add that the letterhead is as 
true to the was pos- 
sible for me to express in a word pic- 
ture to the artist who made the draw- 
ing for the cut. 

“Last August I had the pleasure 
of sitting in the shade of the old beech 
tree at the left of the scene and cross- 
ing the old bridge, which, with the 
passing of each year, adds just a 
little more to its dilapidated and age- 
ing appearance, a few years more at 
best will remove all traces of former 
activity and the old mill site will be- 
come a vision. 


my 
boy. 


for spinning, 


actual scene as 


“Our location on Lawrence St. in 
Denver just happened. In 1907 I ex- 
plained to one of our local real estate 
companies that we had decided to 
purchase a piece of vacant property 
50 by 125 feet for the purpose of 
building a home for The New Eng- 
land Electric Co. 

“We further explained we 
consider a proposition on properties 
from Larimer St. south to Welton St. 
and from 18th St. east to 22nd St. 
Numbers 1951-53 Lawrence St. were 
presented and purchased and _ the 
present building erected in 1909. 

“The Lawrence, for whom the 
street was named, as far as I know, 
was not a part of the family I ori 
ginated from. 


would 


“It might be interesting for you 
to know that the writer began his 
electrical experience in Chicago in 
the spring of 1880, and was employed 
by the Railway Telegraph Supply 
Co., located in the row of buildings 
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Here it is December! 


ERE it is December—jobbers thinking about 
pushing fans—dealers thinking about buying 

‘em. Dealer wants fans with talking points— 
wishes there weren’t so many that looked and ran 
alike. Jobber’s salesman comes along with Day- 
Fan Fan*. Says “Here’s a fan with some real talk- 
ing points”—Dealer brightens up and says “What 
are they?’—jobber’s salesman says “Big air deliv- 
ery, the fan with the big blow!—showers its air— 
runs in heat, dirt and dampness, triple insulated, 
exclusive feature—fans so good they use ’em in the 





- 


tropics—cost little to run—costs nothing to keep 
running —— last for years— good popular prices 


—good profits—made by a 37 year old company.” 
Dealer says “Ill handle ’em!” 


*Formerly Dayton Fans 


Sell Day-Fan Fans 





























December, 1926 


THE JOBBER’SfA]|SALESMAN 19 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.’ 






































Day-Fan Motors 


Formerly Dayton Motors 


ON’T forget ‘em—sell all year ’round—run 

on dirty jobs—run all the time. More than 
half of all Shallow Well Water Systems sold in 
America in the last six months equipped with ’em 
—some record. Run long—run quiet—run with- 
out trouble—made a big hit with builders of iceless 
refrigerators, washing machines, meat choppers, 
etc.-—vou ought to sell ’em, too! 


AD 


Day-Fan Radios 


Maybe you have one of these in your own hoine—very possible- 
Day-Fan nationally known, nationally sold. Nothing yet beats it for - 
tone quality—selectivity. So good that great broadcasting stations 
use it to listen to their own programs to test the sound of their 








artists. / 
Nationally advertised—and by that we mean the Saturday Evening / 
Post, Liberty, Literary Digest, and others of like size. They’re worth 

handling. 


DAY-FAN ELECTRIC COMPANY 


Formerly The Dayton Fan & Motor Company 
DAYTON” - - - - - - - : - OHIO 


For More Than 37 Years Manufacturers of High Grade Electrical Apparatus. 
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on the west side of Market St., be- 
between Randolph and Madison. The 
company was incorporated in the last 
half of the year 1879 by John B. 
O’Dell and others, on the strength of 
a contract from the Western Union 
Telegraph Co. covering their year’s 
supply of 6 by 8 battery coppers. 
“While there were many in the 
game as early as that, I have often 
wondered if they are still active and 
if I am not the oldest electrical man 
from the standpoint of continuous 
activities, in the United States. 
Forty-six years of uninterrupted and 
continuous activity is a long time to 
look forward to, but as the mirror of 
the past presents itself, how very, 
very short it appears.” 
* * * 


Andrae Issues Merchandising 
Catalog 
Julius Andrae & Sons Co., Milwau- 
kee, Wis., has just issued catalog No. 
M-5 known as the “Andrae Electrical 
Merchandiser.” It contains descrip- 
tive matter, list prices and a dealer’s 
discount sheet on appliances and 


other merchandise. 














Geo. Antrim, of Graybar, Kansas City, 
has just returned to his old stamping 
grounds all pepped up to go after syndi- 
cate sales. George has been away from 
Graybar a couple of years in central sta- 
tion work. 





nf : 








jive News 


bout Live Ones 4 





Conrap Scumirt has been assigned 
to the central Illinois territory by the 
McGraw Electric Appliance Co., St 
Louis. Orville Duley has taken over 
the southern Illinois and southeastern 
Missouri territory for the same com- 


pany. 





Henry Tonke is now traveling 
northern Missouri for the Wesco Sup- 
ply Co., St. Louis. 





Harotp H. Hicks, formerly with 
Moe-Bridges Co., is a new salesman 
with John S. Maxson Co., Homer, 
NE 





J. R. WoopuHovuse has been em- 
ployed by the American Electric Co., 
St. Joseph, Mo., to travel in the To- 
peka, Kan., territory. 





C. K. Warn and C. B. Candill are 
two new men with Harbison & Gath- 
right, Inc., Louisville, Ky. Mr. Me- 
Wain will cover southern Ohio and 
Mr. Candill will work in Louisville. 





L. E. Torr has been added to the 
sales force of the Peerless Electrical 
Co., Minneapolis, Minn. 





“Bos” Hawn is a new radio sales- 
man with the Sterling Electric Co., 
Minneapolis. Two new counter men 
in the radio department are Bill 
Young and D. H. Leach. 





F. C. Barerietp has been ap- 
pointed radio specialist of the Tel- 
Electric Co., Houston, Tex., and will 
cover Houston and East Texas. 





TurEe new men employed by the 
Sibley-Pitman Electric Corp. are Mr. 
De Veau, salesman, and Edward Bos- 
tonian and Horace Herzog, counter 
men. 





Bitt Irrcanp is in charge of the 
store of the Triangle Electric Co., 
Chicago. Bill is said to be a live wire 
and should be as he has had plenty of 
experience in the business, having 
been connected with the De Vere 





Electric Co, of Cincinnati, Ohio, anc 
also with Otto Reiman, Inc. 





C. D. Rosinson is a new man em 
ployed by the Burlington Electrica! 
Supply Co., Burlington, Ia., in th 
capacity of salesman. 





Cuarves A. EBNer is a new sales 
man employed by the Hughes-Peters 
Electric Corp., Columbus,. Ohio. CC. 
Pugh is a new counter man with th: 
same company. 





S. Scurerer has taken over a ter 
ritory for the Steiner Electric Co., 
Chicago. Carl Dorn has been em- 
ployed as a counter man. 





J. H. Litrieton, Jr., who for a 
long time was in the Savannah branch 
of the Graybar Electric Co., has now 
taken up road work in southeastern 
Georgia and the southern section of 
S. Carolina for the Graybar Electric 
Co. at Atlanta. T. Bridge, who 
joined the Atlanta office of the com- 
pany in January, having been trans 
ferred from New York, has returned 
to the big city, where he will be in 
the advertising department. 





Sern Srronea, Jr., has been em- 
ployed to supervise range campaigns 
with public utilities for the Southwest 
General Electric Co., Dallas, Tex. 





Cuartes ATKINs is a new sales- 
man with Wm. Davis Hawk, King- 
ston, N. Y. George Godd is in the 
shipping department of the same 
company. 





travel — the 
Turtle & 


Cart Morano. will 
Brooklyn territory for 
Hughes, Inc., New York. 





Lee Marion has been taken on b) 
the Graybar Electric Co., Toledo, 
Ohio, as a salesman. 





Georce Tatiey has entered th: 
credit and collection department 0! 
the Florida Electric Supply Co., M' 
ami, Fla. Mr. Talley came from th 
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NOARK ANNOUNCEMENTS 
FOR 1927 © 


A NEW PRODUCT SALES and ADVERTISING 








ee ee ad == 





No. 8383—Here’s a 
new one that is an 
easy item for the 
jobber’s salesman to 
sell, for oil burner 
heaters, home refrig- 
erator systems, 
small motor service entrance wires, ven- 
tilating fans and appliances—a NOARK 
general utility switch. Note the abun- 
dance of wiring space; accessible connec- 
tion screws; sealing device; lock-off plate 
—all good talking points for your trade. 
It’s small and at the same time well 
made. That takes their eye. 


POLICY _ 


“For, With and Only Through the 
Jobber.” That is not only the motto 
but the rigid sales policy of the Johns- 
Pratt Division and will be maintained 
through 1927 as in the past. J-P stands 
for Jobber Protection as well as for 
Johns-Pratt. The two are synony- 
mous. Our salesmen covering all parts 
of the U. S. are available to help you 
land the tough ones. Call on them for 
service and call often. 








, 


Cours Patent Fire Arms Mre Co. 


During the entire year of 1927, the 
Johns-Pratt Division will carry on a 
continuous campaign of advertising in 
all the leading technical publications 
of the electrical, industrial and power 
fields. More money will be spent in 
this direction than ever before. Nine 
elaborate colored broadsides will be 
mailed during the year to hand picked 
lists of contractors, central stations 
and industrials. These broadsides and 
the trade papers will cover NOARK 
fuses and switches. The tangible re- 
sults of this advertising will be laid in 
the hands of the jobbers. 





CHANGE 0/ NAME 








Heretofore this company has been 


known as 
THE JOHNS-PRATT COMPANY 
Division of Colt’s Patent Fire Arms 
Mfg. Co. 
In the future we are 
COLT’S PATENT FIRE ARMS 
MFG. CO. 
The Johns-Pratt Co. Division 
All that the name “Colt” ever implied 
in the fire arms field is being maintain- 
ed in the electrical field, and this alone 
will be a tremendous sales asset for 
you in 1927. 





> 











THE JOHNS-PRATT CO.,DIVISION 
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City National Bank & Trust Co. of 
Miami, and is a graduate of Ogle- 
thorpe University. 


HerMan Scovityt has been trans- 
ferred from the office to the city sales 
department of the Robertson-Cataract 
Electric Co., Utica, N. Y., and is 
making good in the outside territory 
assigned to him. 


D. S. Exvxison is a new salesman 
with the Terry-Durin Co., Cedar 
Rapids, Ia. 


V. E. Sweet of Saginaw, Mich., 
has joined the sales force of the Com- 
merciat Electric Supply Co., Detroit, 
and will cover the territory of Flint, 
Bay City, and surrounding towns. 
Reginald J. McGrath and Edward 
Bradley are two new counter men 
with this company. Other changes 
are Clyde Bailey, assistant receiving 
clerk; Kenneth Beck, transferred 
from the counter to the order depart- 
ment; and Lyle Lalonde, from re- 
ceiving room to the office. 


FranK M. SMITH is a new counter 
man with the Independent Supply 
Co., Inc., Fort Wayne, Ind. 





S. RoseNTHAL, vice president and 
secretary of the Hyland Electrical 
Supply Co., Chicago, was married on 
October 14 and is now in Europe on 
a six weeks’ honeymoon. 


Mr. ano Mrs. TuHos. G. Grier left 
for Arizona on October 29. They at- 
tended a five-day Indian pageant at 
the Casa Grande ruins and have ar- 
ranged to go from there to California 
where they will spend the winter at 
their winter home in Riverside. 


JoHn M. Cawnuey, who has been 
connected with the Manhattan Elec- 
tric Supply Co., for the past nine 
years is now covering Westchester 
county for the Hub Electrical Supply 
Co., New York. 


D. A. Spencer will travel the terri- 
tory from New Orleans to Pensacola, 
Fla., for the Electrical Supply Co., 
New Orleans. His headquarters will 
be in Mobile. Eugene Fortier is a 
new salesman with the company cov- 
ering New Orleans. S. Jensen, for- 
merly city salesman, has taken over 
the western Louisiana, and eastern 
Texas territory for the company. 








CLiaupe SMiru of the Interstate 
Electric Co., has been transferred 
from New Orleans to Birmingham to 
cover city sales in that city. 


A new man with the Gibson Elec- 
tric Appliance Co., Oakland, Calif., 
is W. D. Brill, who was formerly 
with the Electric Appliance Co., San 
Francisco. 

* * * 


McGraw Company Makes Im- 
portant Announcement 


A. J. Cole, vice-president and gen- 
eral manager of the McGraw Co., of 
Omaha, Nebr., and Sioux City, Ia., 
has announced important changes in 
the company. 

The firm name has been changed 











McGraw, Omaha 


from the McGraw Company to the 
McGraw Electric Co. 

After January 1, 1927, the com- 
pany will be located in its new build- 
ing at 13th and Capitol Ave., Omaha, 
Nebr. 

The officers of the McGraw Elec- 
tric Co., are as follows: Max Mce- 
Graw, president; A. J. Cole, vice- 
president and general manager; C. A. 
Fried, treasurer and _ purchasing 
agent. 

The St. Louis branch was sold to 
the Westinghouse Commercial Invest- 
ment Co., on November 1. It will now 
be known as the McGraw Electric 
Appliance Co. 

The employes of the St. Louis 
house presented Mr. Cole with a 
diamond studded Masonic emblem 
when that branch was sold. 

The McGraw Electric Co. will not 
only continue the supply business at 
Omaha and Sioux City, but will also 
operate central station properties, in 
which the company has been inter- 
ested for some years past. Morning 
papers in Chicago, November 18 
carried an announcement by A. B. 
Leach & Co., Inc., and Porter Fox 
& Co., bond houses of high reputa- 
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tion, of a new issue of $1,400,000 
McGraw Electric Co., three year 
6 1-2 per cent, secured gold notes. 
due November 1, 1929, redeemable in 
whole or in part on 80 days notic 
on any interest date at 108 prior tv 
November 1, 1927; 102 prior to 
November 1, 1928 and thereafter and 
prior to November 1, 1929 at 101. 

The central station properties ar. 
the Platte Valley Power & Light 
Co. and the West Public Service Co. 
and their subsidiaries, and all now 
consolidated under one ownership 
and management—the McGraw Elec 
tric Co. 

a 


Jobbers’ Sales Activities 


Fioripa Execrric Suppty Co., 
Miami.—‘Hotpoint” appliance cam 
paign is reported progressing nicel) 
by this company. 


CapitaL Exectric Co., Salt Lake 
City, Utah.—A salesmen’s radio con 
test, in which three cash prizes are to 
be awarded on a basis of per cent in 
crease over a quota set by sales man 
ager, has been inaugurated by this 
company. 


Terry-Durtn Co., Cedar Rapids. 
la—A “Hotpoint” appliance cam 
paign was put into effect by this com 
pany in November. 


Joun S. Maxson Co., Homer, N. Y. 
—An active campaign has been in 
stituted on Bosch radio products. 
Dealers have been established in 17 
counties in central New York which is 
the exclusive territory of this com 
pany on Bosch products. 


Te.t-Evectric Co., Houston, Tex. 
—A _ special campaign on “Buss” 
products was begun November 1 and 
will continue through to Christmas. 
It is said from all indications the com 
pany will enjoy an increased volume 
of business during this campaign. A 
prize is to be given to the salesman 
making the best showing. 


Erner Execrric Co., Cleveland. 
Ohio—Tom Carroll, lighting special 
ist, has been leading the sales force in 
an aggressive commercial lighting ac 
tivity. Among his notable successes 
of the month was an order from Th: 
Ohio Public Service Co. for 2000 16 
inch globes of exclusive design manu- 
factured for Erner. 
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Think this Way 
for more sales! 


There are still four months left of the lamp selling season— 
December, January, February and March. This is especially 
true of small, inexpensive, decorative stand lamps that sell 
right through the winter. 





Therefore, when you call on retailers for December orders 
on Buss Lights, you are justified in asking for a real sized 
order—not simply a “fill in” order for Christmas selling— 





because you know and they know that any Buss Lights 
they have left after the Christmas season is over will certainly 
be sold in January and February. 

{i> 

5 

Sh / LPs = 

f: a 

This season Buss Lights are the biggest value ever offered 

in small decorative stand Jamps, in addition to being the only 
stand lamps that also clamp, hang and adjust. And just think 
of it! These Buss Lights retail for only $8. Bussmann Mfg. 
Co. 3819 N. 28rd St., St. Louis. 


BUSS Lights 


The Handiest Lights in the World. 
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BUSS Logs 





This Electrified Display is free to 7 
This Plain Model Buss retailers who place an order of $24 Che Buss Lights shown above retail 
Light retails at $2.00. or more. at $3.00. 
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Strikes and Spares 


By JOE SINES 
District Mgr. 
Chicago Fuse Mfg. Co., Los Angeles 
C. E. Hirtpacu and R. L Collins 
are recent additions to the sales force 
of the Graham-Reynolds Elec. Co., 
of Los Angeles, both of whom have 
had previous experience in sales work 
in the Los Angeles field. 





Elec. Co. is 
now completing its mailing list for its 
1927 wall calenders, the art work 


GRAHAM-REYNOLDs 


on which is always a tie-in with 
the hydro-electric development in 
California, featuring one of the many 
plants now in operation in the state. 


THe Evecrric Corp., originated in 
Los Angeles and bought out in 1917 
by Ross Hartley and E. F. (Ed) 
Reilly, has grown considerably and 
now has branch houses in Portland, 
Ore., Seattle, Wash., Oakland, and 
San Francisco, Calif. The San Fran- 
cisco branch is their latest, where they 
have taken over the former business 
of the Electric Appliance Co., and 
moved into a new location at 145 
Ninth St., where they have installed 
all the latest equipment for giving 
their patrons speedy service. They 
have retained most of the previous 
Electric Appliance Co. personnel and 
Roy Worth, previously assistant man- 
ager, Pacific States Elec. Co. of San 
Francisco has been made office and 
store manager. 


Bow ters will be interested in what 
the Electric Club Bowling League 
teams are doing this early in the sea- 
son. Compare these standings with 
those in your own league. This is 
our division No. 1 and includes most 
of the jobbers with teams in the 
league. 


TEAM AND INDIVIDUAL STANDINGS 


TEAMS 

8—L. A. Dept. of Electricity................. 
9—Electrical Products Corp................. 
—Manufacturers Agents ..................... 
—L. A. Railway Company..................... 
The Electric Corporation 
—General Electric Company........... 
11—Western Light & Fixture Co....... 
10—Westinghouse Elec. & Mfg. Co 
2—Brown & Pengilly...................... 
8S—Golden State Electric Co 
6—Reiman Whlse. Electric Co 
5—H. H. Walker Electric Co. 


— hm em OO 


7—Graham-Reynolds Elec. Co.................------ 


3—Graybar Electric Co 
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The above group of handsome gentlemen compose the Graybar Electric Co. bow! 
ing team in the Electric Club bowling league of Los Angeles. They are, left to right 


O. E. Schumacher, stock maintenance; 


R. L. Sawyer, counter salesman; U. G 


(Goody) Goodman, captain of the team and head of the quotation department; A 
Coop, assistant accountant, and E. G. Lannert of the lamp department. 





Georce Goopsus, salesman for the 
Pacific States Electric Co., Los 
Angeles, who travels the “Kite” ter- 
ritory and makes his headquarters in 
San Bernardino, recently took upon 
himself a wife when he persuaded 
Miss Gertrude Philips, formerly cash- 
ier of Southern Sierra Power Co., 
at Riverside, to set sail with him up- 
or the sea of matrimony. 


J. T. (Jm) Depre, formerly in 
charge of the radio department of 
the Pacific States Electric Co., Los 
Angeles, has been promoted to mana- 
ger of their Phoenix. Ariz., branch 
house and on Oct. 15, 30 of his fellow 
workers gave Jim a farewell dinner 
at the Jonathan Club, Los Angeles, 
at which he was presented with a 
handsome watch, a token of their 
high esteem for him. C. R. Craft, 
formerly head order clerk of the Los 
Angeles branch, has gone to Phoenix 
as assistant to Jim Deppe. 


SrxtH WEEK, 


Div. No. 1 NoveMBER 8rp, 1926 
PorInTs Hicn HicH 

P WwW L. Per. Game SERIES 
24 20 4 833 902 2566 
24. 19 5 792 885 2521 

. 24 17 7 708 860 2416 


24 14 10 583 844 2433 

24 13 1] 542 880 24738 

24 li 1] 542 857 2453 

. 24 11 13 458 907 2552 

.. 24 1] 13 458 873 2361 

. 24 10 14 417 870 2388 
9 


24 15 375 866 2480 

24 9 15 375 836 2430 

. 24 8 16 333 863 2489 
a 24 7 7 292 846 2528 
. 24 7 17 292 837 2378 


Mr. Water E, AYDEN, manager 
Oakland branch of The Electric Cor 
poration recently married Miss Lois 
Covington. 


G. E. ARMsTRONG, one of the old 
reliables of the sales force of the 
Pacific States Electric Co., Los An 
geles, has been made the manager of 
the radio department. 


Two Los Angeles electrical jobbers 
who hunt golf balls together ar 
here shown — Charley Listenwalter 
of Listenwalter & Gough on the left 
and Harry Harper, manager Gray 
bar Electric Co. L. A. branch—ready 
to start a round on the Del Monte 

















Listenwalter and Harper 
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To The Jobber’s Salesman 
53 W. Jackson Blvd 
Chicago, Ill. 


“Do you fellows think that in a 
year’s time—12 issues—you can 
get real downright information 
out of this JOBBER’S SALES- 
MAN Magazine that will help 
you to sell more goods?” 


(Salesmen, give him your vote) 


“Do you fellows feel that this 
company would be warranted in 
subscribing for each and every 
one of you at a dollar a year 
each, and charging it to general 
sales expense? Will the com- 


pany get its money’s worth?” 
(Salesmen, give him your vote) 


Please enter the following men as subscribers to The Jobber’s Salesman for 


One Year for $1.00 [1 

Three Years for $2.00 [] 
each and render bill to us. Subscriptions to start with the January, 1927 issue. It is 
understood that all that are now subscribers will have their subscriptions automatically 
extended for one year from date of expiration. 


(Check which one) 


Giemed (Coanpang)................02..000.....ccccosecene: 22- 


“The Next Subject We Will 
Take Up at this Sales Meeting 


99 says the 
Sales Manager 


DO AS THESE COMPANIES 
AND A HUNDRED OTHER 
COMPANIES DO 


It was a pleasure for me to 
send you a short time ago a 
purchase order covering sub- 
scriptions to THE JOBBER’S 
SALESMAN for practically all 
of our salesmen. Spoke to our 
boys at the last sales meeting 
about the value of reading your 
magazine each month from cover 
to cover. This I do myself 
quite religiously. 


Paul Tafel, President, 
Tafel Electric Co., 
Louisville, Ky. 





We subscribe for THE JOB- 
BER’S SALESMAN for all of 
our salesmen as well as for our 
inside men, and feel that if they 
will properly study each monthly 
issue they cannot help but im- 
prove their services to our com- 
pany, and improve themselves 
as members of the electrical in- 
dustry. 

John T. Morgan, 

Secretary & Sales Manager, 

Charleston Elec’! Supply Co. 
Charleston, W. Va. 


Go By The Vote and 
Use The Coupon 








Orme ecw e wc cee wwe e sees ewww eens eee neces cece ccc ebewes cece: coceceees 
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NoProposition'Goes Over 100% 


(Some only 959%) 


Perhaps there may be some sales managers who will 
not bring up the matter of company subscriptions to 
THE JOBBER’S SALESMAN as suggested on the 
other side of this page. If he does not in your case 
why don’t you 


Subscribe Individually 


and do it while you 
think of it, with the 


coupon below. 











You have the magazine in your hand now. Let it speak 
for itself. Don’t you think it’s instructive—more than 
that, isn’t it interesting; don’t you get a kick out of reading 
it? Sure you do. It certainly is worth a dollar a year. 
The trouble with you is that you have wanted it fora 
long time, but just never got around to it. NOW IS 
YOUR CHANCE. 





Claw out Don’t 0b eon! 
tearing these fellows 
the coupon wees: 





any old way. 


I read THE JOBBER’S 
SALESMAN because of its per- 
sonal contact with the men in 
the field, and because of the help 
I secure from the advertising. 

J. A. Wright, Salesman, 
Tel-Electric Co., 
Houston, Texas. 





' ‘The feliber’s Salemeox 
53 W. Jackson Blvd. 
' Chicago, Ill. 











| Re omen! 





: Please enter my subscription to The Jobber’s Salesman ; 
THE JOBBER’S SALESMAN I have been a subscriber to 


' ' a’ 

has, in the last two or three | for | THE JOBBER’S SALESMAN 
years, been my main reference in « ' for some time and in my work 
keeping im touch with what's | One Year for $1.00 [) (Check which ons) | find that i is 2! erent help -_ 
going on with my contempo- | Three Years for $2.00 [7 , ot mame Bo 
raries in the electrical trade, and , : articles. I am interested in the 
I certainly would be lost without | | news of other jobbers and also 
this current publication. It is | Mail to ! find that, in many cases, the 
valuable on account of its per- | ; messages which the advertisers 
sonal news items, as well as the | : me myer ~ — en, _ 

selling a 


Sunn, Ue I IO Oi on on. sy cedcunc cman ctebuckbusasuacmeccaece:eudssa Ee ' 
on the electrical trade in gen- | Name , their lines. 
eral. en E. J. Orr, Salesman, 
P. R. Cornelius, Salesman, Ce See | Ree Te cae pete my Er, : Kubec Electric Co., 
Tidewater Electric Co., Inc., | - Chicago, III. 


New York, N. Y. ; ° 
= Ry COM AFTER ee ; 
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links while they were attending the 
recent Electragists convention. 


C. B. Hatt, president of the Illi- 
nois Electric Co. of Los Angeles, 
spent a week in November in Phoe- 
nix, Ariz., looking into the details 
of their Arizona branch which has re- 
cently been opened at 313 West 
Jackson St. 

Frank Waite who has been travel- 
ing Southern Arizona for the past 
two years is manager of the Arizona 
branch. J. G. Gilispie continues to 
cover the northern part of the state 
which has been his stamping ground 
for several years. 

Miss Dorothy Clary who has been 
in Los Angeles office for the past six 
years is office manager of the new 
branch and J. M. (Joe Jr.) Sines 
completes the personnel of the branch 
as man of all work. Watch them 
grow. 


THe Ixunois Exvectric Co. of 
Los Angeles has recently added G. 
H. McComber to its sales depart- 
ment. Mac’s job will be to get all 
the business from the hardware 
stores who maintain electrical de- 
partments. 


A. B. VANDERCOOK, assistant man- 
ager of the Graybar Electric Co., 
Los Angeles, has resigned his posi- 
tion with that company effective De- 
cember 1. Mr. Vandercook is going 
into business for himself as a man- 
ufacturer’s agent. 

He has been connected with the 
Western Electric-Graybar organiza- 
tion for the past 10 years, his first 
duties being that of their Arizona 
salesman, after which he was pro- 
moted to sales manager and then as- 
sistant manager. 

Mr. Vandercook has had extensive 
experience in the jobbing business in 
all of its branches. He has many 
friends among the trade and his ulti- 
mate success is confidently predicted. 


* * * 


The Coming National Lighting 
Exhibition 


Thirty thousand brilliant posters 
are going out among other things to 
advertise the National Exhibition of 
Artistic Lighting Equipment, which 
is to be held in the Hollenden Hotel, 
Cleveland, January 31 to Feb. 5, 
1927. 
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“Jo” (O. K.) Kurzon, left, George Porteck, purchasing agent, center and Fred 


Greene, general manager, all of Joseph Kurzon, New York. 


“Jo” always appreciates 


the value of his two bowers and realizes that three of a kind beat a pair. Fred 
Greene, by the way, spent nine years with Sibley-Pitman as manager of their lamp 


department, and recently assumed his duties as general manager. 


The “House of 


Service” is now in a new five-story building, sports two new White trucks and with 
an efficient, loyal organization is on the way to bigger things in the electrical supply 





business. 

It is the intention to make this Among the subjects that will be 
yearly National Exhibition the great- taken up are: Window and Show 
est educational and promotional ex- Room Display; New Methods of 
hibit of modern lighting equipment Lighting [Fixture Merchandising; 


design, including lighting fixtures, 
floor and table lamps, illuminating 
(silk, 


and other material), lighting equip- 


glassware, shades parchment 
ment parts and supplies, in the his- 
tory of the industry. 

Its purpose is to raise the standard 
of design, quality, finish and work 
manship of all types of lighting equip- 
ment, increase the use of better parts 
and supplies, promote the replace- 
ment of old and 
equipment now in use, with more mod- 


obsolete lighting 
ern equipment, and to create more 
thought as to its artistic and decora- 
tive effect on the surroundings. 

This exhibition will be attended by 
buyers, manufacturers, dealers, job- 
bers, electrical contractors, architects 
and builders, and on certain days and 
hours it will be open to the public. 

For further information, those in- 
terested are requested to write to the 
Artistic Lighting Equipment Associ- 
ation, 424 Guarantee Title Bldg., 
Cleveland, Ohio. 

G. P. Rogers is the managing di- 
rector and H. B. Garrett, assistant to 
the managing director. 

The annual convention of the Na- 
tional Association of Lighting Equip- 
ment Dealers will be held 
Hollenden at the same time, January 
81 to February 5. A very interesting 
program is being prepared to take 
the form of Round Table discussion. 


in the 





Correct Method to Use in Figuring 
Job Cost and Profit; Relationship of 


the Dealer and Architect; Shaded 
Light; Manufacturer-Dealer  Rela- 
tions: Methods for Eliminating 


Waste and Increasing Profit. 
R. W. Smith is business manager 
of this association, with headquarters 


at 522 Fifth Ave... New York. 























The four siege guns of the Pacific 
States Electric Co., Los Angeles, Calif.: 
Upper left, Frank J. Airey, district man- 
ager; upper right, C. H. Thraine, district 
sales manager; lower left, H. F. Rea, as- 
sistant district manager; lower right, 
H. R. Olson, assistant treasurer. 
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News from Lake States 
Divisions 

One of the latest moves of the di- 
visions of the Lake States General 
Electric Supply Co., Ine., has been 
to decide upon a slogan. ‘The catchy 
phrase “The Great Eight” was fin- 
ally adopted by the eight companies 
concerned in the merger. 

Another interesting decision arrived 
at is to assign an exclusive territory to 
each division. Since the company was 
organized, salesmen from two or three 
divisions were calling on the same 
dealer, whom they had had as cus- 
tomers previously to the merger. 

A logical and economical plan was 
finally worked out and a territory giv- 
en each division with the thoughts 
of the customers as the 
first consideration and the time and 
money saved each house on a logical 
assignment as the second considera- 
tion. 


and wishes 


*¢* 


Electrical Credit Barometer 


The accompanying tabulation shows 
the number of deliquent accounts, the 
total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by mem- 
ber manufacturers and jobbers 
through its various divisions, for 
October, 1926, as compared with the 
same month the previous year. Also 
these figures are shown for the first 
10 months’ period of 1925-26. 





Divisions 0 the | 
LAKE STATES GEN ELECTRIC | 


SUPPLY CO\Inc. 


- ) 
OLUMBUS 
Rivwon 


CINCINNATI 


INDIANAPOLIS 
cd 


EVANSVILLE 





Fre 





Dayton Division, Dayton, O.; Crescent 
City Division, Evansville, Ind.; Erner and 
Hopkins Division, Columbus, O.; Indian- 
apolis Electric Supply Division, Indian- 
apolis, Ind.; Knowlson Division, Detroit, 
Mich.; W. G. Nagel Supply Division, To- 
ledo, O.; Post-Glover Division, Cincin- 
nati, O., and Republic Electric Division, 
Cleveland and Akron, O. 





Big Central Station Job for 
Sands 
The new building of the Wheeling 
Electric Co. (central station) was 
opened on September 1, a fine, new, 


‘modern building on old site on 16th 


St., Wheeling. The Sands Electric 
Co., jobbers, furnished practically all 
wiring material, including flush 
switches, receptacles and plates for 
this building through their contractor- 
customer, the R. L. Davis Electric & 
Mfg. Co. of Wheeling, who did the 
wiring and installation of lighting 


fixtures, panels, etc. 
* * * 


“THE ELECTRICAL CREDIT BAROMETER” 


OCTOBER 


NUMBER OF 


DIVISION October 

1925 1926 
242 
188 
1038 


New York 
Middle-Southern 
New England 
Pacific Coast 
Central 


TOTATI, 


Atlantic 
» 
678 
1211 


ACCOUNTS 


81. 1926 

REPORTED 

% % 
Increase Increase 

or or 

Decrease Decrease 
-22.1 % 88% 
82.61% —19.84% 

+68.8 % +416 % 

—713.6 % 424.38 % 

—27.4 % — 2.96% 


—24.2 % — 2.22% 


10 months 
1925 1926 
3625 8598 
2357 1901 

849 12038 

185 230 

8899 8685 


16915 15562 





TOTAL AMOUNTS REPORTED 
% 


October 
1925 1926 
New York $ 39,307 $ 34,440 
Middle-South 
Atlantic te 
New England ............ 
Pacific Coast 
Central 


22.024 
8,965 
1,524 

117,285 


21,465 
7,123 
673 
80.757 


Increase 


Decrease 
—12.3 % 


—02.54% 
479.6 % 
—55.8 % 
—81.1 % 


oO oO 

Increase 
or 

Decrease 


4. 2.58% 


—28.61% 
— 15 % 


433. % 
—10.6 % 


10 months 
1925 1926 
$ 514,848 $ 527,619 


or 


810,414 
91,562 
26,259 

1,074,559 


221,579 
84,662 
34,975 

960,258 





$184,055 $144,458 


Le AE 6) Seen ene SR re ee eae 


Middle-Southern Atlantic 
New England 
Pacific Coast 


Central 


—21.5 % $2,017,142 
AVERAGE 


..--- $126 


$1,829,098 — 9.82% 


AMOUNTS 

October 
1926 
$142 
114 
69 
184 
119 


10 months 
1926 
$147 

116 

70 
152 
111 


1925 1925 
$142 
182 
107 
141 
120 


For Better Understanding in the 

Lighting Equipment Field 

Accurate figures on which to bas 
the total volume of business in tl 
lighting equipment field are not ob 
tainable. A fair estimate seems t 
indicate a two hundred million do! 
lar enterprise in the United States 

There are no outstanding concern; 
or individuals of unusual size, pres 
tige or power to lead the way or set 
the pace in any radical undertaking 
Any movement must be by organized 
co-operative methods. In general, the 
industry is composed of good average 
business men, most of whom are doing 
a profitable business. 

There are some more capable than 
others; a few who can see beyond the 
immediate transaction; some who are 
absolutely reliable, and a few whose 
business ideals are flexible; some who 
deliberately demoralize trade, and a 
considerable number whose errors and 
omissions are due to lack of knowl- 
edge and general busines experience. 

The fundamental problems, how- 
ever, do not differ greatly from those 
in other lines of business, with the 
possible exception that the merchan- 
dise is an attractive product to pro- 
duce, does not require an unusual in- 
vestment to enter the business and 
offers immediate profit to those who 
will conduct their business along sound 
recognized lines. 

There is a fixed volume of business 
always to be secured based on build- 
ing activities, and a larger market 
for those with keen foresight to go 
out and develop it. Because of the 
lack of a real concerted effort on the 
part of those engaged in the industry 
to develop and broaden their market, 
it has been left almost entirely depen- 
dent on building activities, over which 
the lighting equipment manufacturer 
has no control. The business has 
little consumer or home-owner mar- 
ket; first, because of the present men- 
tal attitude of the general public in 
its lack of knowledge of lighting 
equipment; second, because until the 
present time no movement with suffi- 
cient strength of purpose has been 
made to create or develop this mar- 
ket. 

Yet, such a market exists; is within 
reach and would not require an ex- 
penditure of money, time or effort in 
excess of what would be considered 
good business practice, nor out of 
proportion to the results that can be 
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The products listed below bear the 


IVANHOE ne 


name and label, which means that 
themethodusedinmarketingthem WS : 
is governed by the well-known 


Ivanhoe policy—distribution 
through appointed distributors, 

satisfactory profits to dealers, care- 

fully planned re-selling helps, and 

genuine value for the consumer. 

“ye 
For Industrial Lighting — 
{J} RLM Standard Dome Reflectors 


(_) Porcelain-Enameled Bowl Reflectors | 

C) Porcelain-Enameled Angle Reflec- 
tors 

(_} Porcelain- Enameled Poster Board ees 
Reflectors 

(_) Holders for B-Heel Reflectors 

{_}] Glassteel Diffusers 

(J Vapor-Proof Units 


Oweteret eum | IVANHOE, 1927, and YOU 


(_) Industrial Spotlights 

















5 Special b asad ee | P ro du ct se Inasmuch as Ivanhoe now manufactures 
C] Miscellaneous Reflectors and Fit- @a complete line of lighting equipment 
tings for the industrial, commercial and residential fields, no new 
For Commercial Lighting — groups of products can be added to the line. But improvements 
Oo Lg binge war and ope and perfections will be made to present products and new items 
: i kom Maton aien _ will be added here and there, notably in the industrial and 


(_] The Keldon, fixture and glass residential groups. 
(_) The Tuscan, fixture and glass 
(_] Ivanhoe Celestialite, fixture and 


Pl « lvanhoe’s 1927 plans call for certain refinements 
ans; in manufacture that assure greater value for the 


glass 
(_) Standard Fixtures for Commercial 


Lighting consumer; for a well developed sales and advertising program that 
0 On eee Fixtures for will enable every Distributor’s salesman to sell more Ivanhoe 
-i¢icuade eee material, more items and more volume per item; greater efliciency 
Q) yom oe _ ohn in home, office and factory, assuring more-than-satisfactory ser- 
4 eon lingam — vice in the dissemination of sales data and the shipment of 
C) Color Equipment merchandise on order. 

For Residential Lighting — li @ No change will be made in Ivanhoe’s policy 
() Espantine Lighting Fixtures Po 1C1ESS of distribution through appointed Distribu- 
: tae teen Oe tors, satisfactory profits to dealers, carefully planned re-selling 
(] The Ivadine (Dining Room) helps, and genuine value for the consumer. Twenty-two years 
: Seat Gbe ted Reve) have been spent in building and keeping inviolate this policy— 
5 Sictadh Cineseue it would be both foolish and unfair to tamper with it now. 


{_] Cut Glassware 


Misce' ighti Ww: o. _@ 6 ° 
ee Ivanhoe Division of The Miller Company 


Cleveland, Ohio 


IVANHOE 


Merchandise of Merit + Definite Sales Policies = Profit for All Who Serve 


Many jobber’s salesmen sell all 
of these items all of the time, at 
a profit to themselves and the 
ouse for which they travel. 

How many do YOU sell? 
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obtained under a well-developed co- 
operative plan consistently followed. 
Being a creative business and not a 
piece of standard-made merchandise, 
it naturally follows that copying and 
imitation prevails with those whose 
business conscience is elastic and who 
have not the ability to create. This 
demoralizes the industry morally, 
mentally and physically; yet this can 
be corrected, if not entirely elimi- 
nated. 

Disease in the business in the form 
of piracy of design must be eliminated 
and destroyed if the future prosperity 
and health of the industry is to be 
guaranteed. This should be done by 
preventative co-operative organization 
methods and moral suasion, rather 
than by the surgery of the courts. 
There are allied interests affecting the 
industry with whom intelligent co- 
operation should be maintained. The 
lighting equipment industry has op- 
portunities for profitable worth-while 
growth and development and it is 
this foundation stone on which the 
plan for the activities of this Associa- 
tion is laid. 

It is doubtful if building activi- 
ties in this country will progress with 
the same volume and the same disre- 
gard for cost that has been experi- 
enced the past few years. There will 
be no housing shortage, no great ex- 
pansion of industrial institutions, and 
the individual will be back to nor- 
mal and forced to recognize the value 
of the purchasing power of his dollar. 
Inasmuch as the present normal mar- 
ket for the sale of lighting equipment 
and all accessories and particularly 
lighting fixtures, is based strictly on 
building activities, it necessarily fol- 
lows that there will be a reduction 
in volume of business unless a definite 
result-getting plan is followed to 
enlarge the market and consistently 
carried on over a reasonable period 
of time with the full and hearty sup- 
port of a majority engaged in the in- 
dustry. 

No particular set of manufacturers 
can do the job, even though willing 
to bear the greater percentage or all 
of the burden. The support must 
and should be representative of the 
industry. In addition, it will be rec- 
ognized that some of the evils now 
existing within the industry must be 
eliminated and cured before any pro- 
gram, designed to meet and improve 
future conditions, can be undertaken 
with any assurance of successful re- 











Here is the first real clear, snappy picture that Bill Coleman, the circulation man 


ager, took on his swing from Chicago to Atlantic City. 


As a photographer, he wil! 


some day make a first-class plasterer’s helper. At any rate, here it is, 27 picas wide, 
and represents the E. S. & E. Co. bunch at Scranton, Pa. From left to right: Clinton 
Gruener, stock clerk; Jerome McDowell, stock clerk; S. A. Smith, house salesman; 
R. R. Hand, manager; J. H. McDowell, assistant manager; Wm. E. Aiken, stock 


clerk; S. W. Gockley, shipping clerk. 





sults. This situation can only be met 
by a real co-operative spirit within 
the industry itself, and this, to a great 
degree, regulates the future—From 
the Hand Book of the Artistic Light- 
ing Equipment Association. 

* * * 


News From Florida Electric 
Supply 

H. E. Waterhouse, manager of the 
Tampa branch of the Florida Elec- 
tric Supply Co., has announced sev- 
eral changes in the sales department. 

D. W. Billingsley has been trans- 
ferred to the Tampa and St. Peters- 
burg territory. J. N. Crevasse, who 
formerly covered the Florida terri- 
tory for A. W. Reiser, Toledo, O., has 
taken over Mr. Billingsley’s old ter- 
ritory in central Florida. 

An interesting sidelight on the hur- 
ricane comes from the company. H. 
R. Worthington, president, loaded a 
truck with food and started from 
Jacksonville for Miami when news of 
the disaster reached him. However, 
when he arrived at Miami he found 
that L. G. Moore, Jr., branch man- 
ager, had not only taken care of the 


employes, but had had the debris 
cleared out and was ready for busi 


ness. 
* * * 


Changes in Personnel 

G. J. Lonergan has been employed 
as manager of the lamp department 
of the McGraw Electric Appliance 
Co., St.. Louis. Mr. Lonergan was 
formerly in charge of the miniature 
lamp sales of the St. Louis office of 
the Westinghouse Lamp Co. H. J. 
Becker, formerly of the publicity de- 
partment of the Westinghouse Elec- 
tric & Mfg. Co., has been put in 
charge of publicity and advertising. 


H. W. Hate has been appointed 
manager of the radio department of 
the Peerless Electrical Co., Minne 
apolis, Minn., replacing D. C. Wal 
lace who has resigned. 


M. N. Sneep has been appointed 
assistant sales manager of the Tel 
Electric Co., Houston, Tex. A. J. 
Binz, Jr., has taken over Mr. Sneed’s 
former position as head of the lamp 
department. 











Tie ae | ee 


Men who hit the ball for A. W. Leidy Co., Phillipsburg, N. J., on the diamond as 
well as in the jobbing field. The company team won the local baseball champion 


ship this year. 


Let to right: C. D. Hageman, manager; P. Brinker, cost clerk; 


F. Stroble, manager, fixture department; A. Hartung; K. Kessler; B. Weaver; A 
Butler; R. Sarson; F. McBride, and F. Trimmer. 
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An Assortmen 


thats NEW 


4 


HE four new Boudoir Shades 

shown at the left are the latest 

designs of Inland’s skilled ar- 
tists. A combination of soft and 
delicate colors with new original de- 
signs makes these a sure-fire sales- 
builder. 
The dealer will be able to sell these 
new Boudoir Shades over the counter 
as fast as he can display them. They 
are ideal for the bedroom in the small 
= ; home or apartment. 


be . ep ne 








ff 
i! 








Furnished in a 


Well-Balanced Assortment 
These Boudoir Shades are furnished in 
assortments of twelve—three each of the 
attractive models shown in the panel. They 
are priced to move quickly and at a profit. 


Write Us About Them Today! 


Inland Glass Company 


61014West 65th Street 
Chicago, Illinois 
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Money Talks 


A Playlet in One Act in Which Lighting Is Sold Not by 
Avoiding the Cost Figures But Rather by Dealing 
with Them First, Foremost and Frankly 


By L. V. JAMES 
National Lamp Works, Midland Division, Chicago 


Time—Any time. 

Place—Office of Mr. Davenport, a manu- 
facturer of furniture. 

Characters—Mr. Figure, a jobber’s sales- 
man; Mr. Davenport, president of the 

Rapid City Furniture Co.; Mr. Styles, 

owner of the Paris Shop, fashionable 

ladies’ wear store. 

Curtain opens upon Mr. Davenport 
and Mr. Styles seated in Mr. Davenport’s 
office. Desk, chairs, telephone, custom- 
ary office equipment and a black-board. 


Davenport—“Ed, I tell you, you'll 
never shoot under a hundred if you 


don’t quit looking up. Now—” 
Styles—“‘I know, I know, but I 
can’t help it. Drat the game any- 


how!” 

Mr. Figure enters and stops when he 
perceives the two men in conference. 
Davenport—‘‘Hey, come on in, I'll 
see you.” 

Figure—‘Hope I’m not intruding.” 
Davenport—“Oh, no. Styles, this 
is Mr. Mr. Figure from the 
Enterprise Electric Co., a persistent 
young cub (grinning at Mr. Figure) 
who has been trying to get to me for 
the past week about re-lighting the 
plant. Styles here owns the Paris 
Shop down the street.” 
Figure—(Shaking hands with Mr. 
Styles) “I’m very glad to know you, 
Mr. Styles.” (Styles murmurs some- 





thing unintelligible and appears 
bored). 
Davenport — “Now, young feller, 


Styles and I were on the point of go- 
ing out to lunch. I'll give you ten 
minutes. Can you do your stuff in 
that time?” 

Figure—‘Sure, with two minutes to 
spare.” 

Davenport — “Good” (turning to 
Styles) “s’all right with you, Ed?” 
Styles—(lighting cigar in bored way) 
“Yeh, go ahead, shoot.” 
Figure—“T’ve insisted on seeing you, 
Mr. Davenport because I know I can 
save you some money and because I’m 
prepared to prove it to you very sim- 
ply here and now.” 
Davenport—‘Well, heard 
that story about six times a day for 


son, I’ve 


the last several years, but—go ahead 
—it’s your ten minutes.” 





Figure—‘‘By re-lighting your plant 
you will get the following real and 
tangible gains, more work done, less 
spoilage and waste, less labor turn- 
over, improved health and morale of 
your employees, fewer accidents and 
a pleasanter, more cheerful working 
place.” 

Davenport—"That’s putting it pretty 
strong. Well, granted that some of 
those things might be gained, it would 
cost a lot to get them. It would in- 
crease our operating expenses and re- 
quire a lot of money for initial in- 
stallation. Say, if I bought all he 
things that would save me money, I 
wouldn’t have any money to save. No 
sir, my boy, I’m afraid you're all 
wet.” 

Figure—‘Mr. Davenport, I’ve made a 
mighty careful analysis of the finish- 
ing room in your plant.” 
Davenport—“You have? How’n the 
dickens did you get in there without 
being thrown out.” 

Figure—“Well you see, the foreman 
got interested.”’ 

me there’s 
quite a lot going on here that I don’t 
know about.” 


Davenport—‘‘Seems _ to 


Figure—“Yes, there is” (Davenport 
looks startled but Figure gives him 
no chance to speak). “The results of 
my investigation surprised me and 
will surprise you tremendously I 
think because they show the likeli- 
hood of a considerable profit for you 
at a cost for lighting renovation that 
is comparatively insignificant. I have 
the figures right here and it will take 
but a moment to go over them. I find 
that the entire expense of a really 
modern lighting installation would 
equal what you pay your employees 
for only a few minutes each day while 
such an installation will certainly in- 
crease their production by at least as 
much as they can do in an hour each 
dav. Many actual tests have shown 
increases in production as a result of 
improved lighting from 8 to 35 per 
cent. The average is usually from 12 
to 15 per cent. Now, if IT mav have 
a piece of scratch paper, I'll show 


you my calculations and we'll che. 
them as we go along.” 
Davenport—(handing over = scrat 
pad) “Here you are, but, say, wh 
don’t you use the blackboard there ° 
Figure—‘“Fine, just the thing’ 
(goes to blackboard and takes 1; 
chalk) “I find the working area i: 
your finishing room is 16 feet wide b\ 
100 feet long. Is that right?” 
Davenport—“Yes, correct.” 
Figure—“I am not going to recom 
mend merely a slight improvement in 
lighting this area but rather that tl. 
best possible lighting for such work 
be installed. First, we'll figure on a 
glass-steel diffusing type of lighting 
unit like this one (showing picture 
in catalog). It’s more expensive than 
the ordinary industrial lighting fix 
ture. 

Davenport—“You’re all salesman, fig 
uring only on the most expensive, but 
go ahead, it’s your funeral.” 
Fiqure—“This is one case, at least. 
where I’m sure the best is the cheap 
est in the long run. Anyway, let’s 
figure this out and see how it stacks 
up. You see I have already gone 
through the various calculations and 
I’m not afraid of the results. This 
type of fixture is ideal for finishing 
rooms, because, while it distributes 
practically the same amount of light 
as the ordinary industrial lighting re 
flector, it is larger and has an opalled 
glass cover around the lamp whic! 
helps to diffuse the light and greatl) 
reduces glare. Brightness of the light 
source is always objectionable and it 
is especially so in a finishing room 
where the light reflected from pol 
ished surfaces glares in the eyes o! 
the workmen and seriously hampers 
them, often resulting in slow or poor 
work.” 


Davenport—“There is something in 
that.” 

Figure—“Yessir, there is. Now ! 
want not only to give you the right 
lighting fixture but the right amount 
of light too. I am certain that furni 
ture of fine material, finely made can 
not be properly finished unless the 
skilled workman has plenty of good 
light. I am proposing to give your 
men 15 foot candles.” 
Davenport—‘“15 foot candles? That's 
all Greek to me.” 

Figure—Never mind. Foot candles is 
just a term of measurement of light 
like degrees Fahrenheit when you're 
talking about heat.” 

Davenport—‘‘T see.” 
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This advertisement appears in the November 20th issue 
of Electrical World, in the December issues of Indus- 
trial Engineer, Iron and Steel Engineer, Journal of 
Electricity, and the December 15th issue of The 
Foundry. Another advertisement in Industrial Power. 
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CHROM 4 
HEATING UNIS 


Chromalox Clectric Heaters Be 


FOR HEATING ISOLATED SHOPS AND OFFICES 





: crane cabs drying rooms elevators 
laboratories milk storage rooms organ chambers ee 
power houses pump houses scale rooms plete details about Chromalox 
| storage rooms: sub-stations watchman houses en 
lean tap Mec 
a / edition—tells about standar 
and dozens of other places that are hard-to-heat: Sinn coe siege aendend 


and Immersion Units. 
45 Sizes and Ratings. Three types. Horizontal, Vertical, 
Portable. 1000, 1500, 2000, 3000 watts. 110, 220, 250 volts. 


’ Completely Assembled with 3 feet of cable, and 3-heat 
switch on standard conduit box No assembly work! 






Easily Installed! Simply mount on wall and connect to 
power line. Light and sturdy. Easily taken to the next job. , 
Quicker than extending steam line! 


n 








, Shipmen® 


' , ac ! 

; Built to Last! The same type electric heaters fully ap- Qu om Stock -_ 
proved for railway and street car service—will operate in- {v { about om 

‘ definitely on your heating jobs. ann OT en 

: s m s te me 

| Yout cu Cc avert N 0 get 

| When writing for Bulletin C-108, send details about general con- Chroma an tul papers ager" 
struction of building, size of room or space to be heated, number of — yhroue ical rade _ sales Man 

e doors and windows, temperature required and voltage available. Then Un! \eadin€ e 5 {ro 

d we can definitely tell you which size and type of electric heaters six aad pulles™ 
should be installed. copy 


Sm CHROMALOX UNi7Ts 


it MANUFACTURED EXCLUSIVELY BY 


EDWIN L. WIEGAND CO, 422 FIRST AVENUE, PITTSBURGH, PA. 


Sole Canadian Lincensees—The Canadian Chromalox Co., Ltd., 251 Queen Street East, Toronto, Ontario, Canada 


The Railway Utility Company of Chicago is the sole distributor of Chromalox Strip 
Heaters for use in heating railroad and street cars in the United States and Canada 
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Figure—(taking foot candle meter out 
of brief case) “I have here a simple 
little meter which I might call a ther- 
mometer or a yardstick for measur- 
ing light. And with it I can give you 
an idea of what I mean by 15 foot 
candles of illumination _ intensity. 
There’s a small lamp inside, of known 
intensity and we balance in a given 
proportion the light from it against 
the light from outside sources such as 
the light in this room. 
we can read directly from the scale 
here and degree of illumination in the 
room at this particular point on your 
desk, which is about 20 foot can- 
dles. That is very good illumination. 
Fifteen foot candles would be three- 
fourths this amount of light. Let’s 
can’t find a place here 
in your office where you have but 15 


In that way 


see if we 


foot candles. Well, here in this 
shadow we have 10 foot candles, 
while here, still further back from 


the light source, we have only 4 foot 
candles. You can see that the light I 
propose is midway in intensity be- 
tween the 10 foot level and the 20 
foot candle intensity on your desk. 
Styles—(who has become interested ) 
“Very interesting.” 

Davenport—Yes, I’m learning some- 
thing. Never saw an instrument like 
that before.” 

Figure—‘“We lighting fellows use it 
frequently but I’m afraid we don’t use 
it as often as we should in order to 
show people like yourself exactly 
what we mean when we talk about 
10, 15 or 20 foot candles. Well, 
now you know how much light I 
mean by 15 foot-candles and that’s 
more light than is necessary as a 
minimum for many kinds of work 
but it is not too much for your finish- 
ing room. Further than that it is 
quite desirable that the light in this 
room should be as near to daylight as 
possible in color value so that the 
wood and finishes used will appear 
just as they do under sunlight. And 
so, I propose to use Daylight lamps 
(He takes Daylight 
lamp from brief case and passes it to 
Davenport). 
Davenport—“Now, 


like this one.” 


that’s idea. 
You’re sure colors look just the same 
under that lamp as under sunlight?” 
Figure—“No and yes. Color values 
actually vary under sunlight, depend- 
ing upon the time of dav, clearness 
of the atmosphere, etc. These lamps 
give a reasonably close approximation 
to daylight color values—close enough 
for anything but the most fine and 


an 





accurate color matching—close enough 
for your purposes.” 

Styles—‘I don’t get it. This lamp 
has a blue bulb. Well then you get 
blue light don’t you?” 

Figure—‘No sir, you get white light. 
You see the light from an incandescent 
filament coming through a clear glass 
bulb has more red and yellow in it 
than daylight. But if we put a blue- 
green bulb around it, of just the right 
color, we screen out part of the yel- 
low and red rays, just enough to leave 
the resulting light of the same color 
mixture as daylight. Do I make it 
clear?” 

Styles—‘Absolutely. Thank you.” 
Figure—Of course, Mr. Davenport, 


you'll have to use more powerful 
lamps to get 15 foot candles with day- 
light Jamps than with ordinary 
lamps.” 

Davenport—“There you go again, 


just when I begin to think you know 
your groceries and ain’t trying to 
take me for a sucker you come through 
with another price boost. Nope, 
you're flyin’ too high. Get down off 
these ideal conditions and talk prac- 
tical lighting if vou hope to get any- 
where with me.” 

Figure—*But, Mr. Davenport, ideal 
lighting conditions are practical in 
your plant. It’s precisely what you 
want because it’s the way to get the 
most and best production for you and 
hence the longest profit. Won’t you 
admit that?” 

Davenport—“No I don’t admit it— 
you've set out to prove it and you 
haven't done it by a jugful.” 
Figure—‘You’re right, I’m ahead of 
myself. To supply 15 foot candles 
(sotto voce-reflection 50 per cent and 
30 per cent, mounted 11 feet from 
the floor) we'll have to have two rows 
of glass-steel units with 11 units in 
each row and each one equipped with 
a 300-watt Daylight lamp. This will 
result in a spacing approximately ten 
feet each way between lights and that 
will spread the light evenly over the 
whole floor area. 

“Now I’ve had a good electrical con- 
tractor estimate on the cost of that 
installation including the glass-steel 
reflectors, all conduit, wiring switches, 
boxes, ete. It amounts to $20 per 
unit or $440 for the job.” 
Davenport—‘That’s a powerful lot of 
money for lighting just one little 
niece of the whole factory.” 
Figure—(earnestly) “That is a lot of 
money, Mr. Davenport. if vou think 
of it only as overhead expense but 
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I’m thinking of it as part of your pro 
ductive equipment and I expect you t: 
think of it that way too because it is 
the only right and logical way to con 
sider it. 

“You don’t charge off the cost of a 
labor saving machine as a single ex 
pense item. No, you place it in you: 
inventory and charge it off at so much 
per year. 

“Suppose we allow one-fourth of the 
total each year on this lighting ex 
penditure and consider the useful life 
as only six years, by which time you 
will have charged off 150 per cent. 
That is enough to cover the first cost 
and allow for 6 per cent interest on 
the unpaid balance, and also suff 
cient to cover the maintenance cost. 
“All right, 25 per cent a year is 2 per 
cent a month and so, with your per 
mission, I’m going to chalk up on 
the black-board here a _ monthly 
charge to cover these charges. 2 pe 
cent of $440 is $8.80 per month- 
that’s the fixed charge. 

“Now, the power consumption for 22 
300-watt lamps is 6600 watts or 6.6 
kilowatts. In summer you will use 
practically no artificial light but in 
the winter you will use it frequent) 
for the full 8 hour day. That’s right. 
isn’t it?” 

Davenport—‘‘Oh, I don’t think there’s 
many days when we have the lights 
on all day.” 

Figure—‘But, the weather bureau re 
ports show that 25 per cent of the 
days last year were cloudy and the 
only conservative way to figure is that 
all the lights would be on four hours 
a day throughout the year. 
“Twenty-five working days a month 
and four hours a day—that’s 100 
hours a month your lamps would burn 
and 6.6 kilowatts times a hundred 
hours is 660 kilowatt hours and at 4 
cents a kilowatt hour 5 





Davenport—‘‘Here, hold on, we don't 
get our juice for that. Our average 
cost is nearer five cents.” 
Figure—‘‘All right. 660 kilowatt 
hours at five cents is $33 a month.” 
Davenport—(startled) ‘Man, I told 
you you were getting into big costs!” 
Figure—(entering item on_ black 
board) “The only further item is for 
lamp renewals. Average lamp life is 
1,000 burning hours. Thus one-tenth 
of the lamps will burn out each 100 
burning hours or each month. These 
lamps list at $1.85 and 2.2 lamps per 
month is $4.10 each month for lamp 
replacements.” 
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4 REFLECTORS COMBINED IN ONE 


Composite Curve of 


Goodrich Focusing Angle Reflector 





The 9012 


The curve shown is for 
the 9012 Goodrich Re- 
flector using 200 W clear 
Mazda lamp. The solid 
line is for lamp in socket 
position No. | or at the 
top notch—The line of 
dashes is for lamp in 
socket position No. 2. The 
dash and dot line is for 
lamp in socket position 


No. 3. The dotted line is 


for lamp in socket posi- 


tion No. 4 or lowest point in reflector. 


Showing Lamp in 4 Different Positions. 


By means of the Goodrich Adjustable Socket the lamp can be 
raised or lowered so that the light may be focused upon the plane 
of work. By controlling the light in this manner, none is wasted 
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Blue prints showing candle 


power intensities at the various angles will be furnished upon request. 


and dark 
are. eliminated. 
Designed for the 
illumination of 
signs, sides of 
buildings and all 


other vertical sur- 


spots 


faces, it meets the 
of 


the most exacting 


requirements 


engineers. 





how 


View 


showing 
lamp may be focused 
by raising or lowering 


adjustable socket to 
concentrate or diffuse 


the light. 


Write for information on our complete line of porcelain enameled reflectors and other lighting equipment. 


Goodrich Electric Co. 
1650 Ogden Ave., Chicago 
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Davenport—‘Don't forget there’s a 
lot of vibration from the machinery 
on the floor above and we don’t get a 
thousand hours out of a lamp. 

“I’ve thought of that Mr. 
Davenport. Suppose we allow for 


Figure 


that by entering your lamps at list 
price without deducting the discount 
to which you are entitled because of 
your annual lamp contract, (enters 
lamp item on black-board). 

“And now, adding fixed charges, cost 
for current and lamp renewals, the 
total monthly expense is $46. Your 
present expense, figured on the same 
basis (consulting slip of paper) is at 
least $14, possibly more. From that 
obsolete equipment you get 6 foot 
candles. The average monthly ex- 
pense for my proposed installation 
would be but $32 more than you are 
now paying for inadequate light.” 
Davenport—‘‘Fourteen dollars! Well 
that’s enough. It simply proves what 
I have said right along—that lighting 
is darned expensive. I pay that for 
just part of one floor. If the light- 
ing of the whole plant cost as much 
there wouldn’t be any profit. No, the 
lighting in the finishing room is plenty 
good enough and your ten minutes is 
up.” (He shoves chair back from 
desk as though to rise and terminate 
interview. ) 

Figure—‘Just one more minute, Mr. 
Davenport. You are still thinking of 
lighting as just a part of your gen- 
eral overhead expense, such as_ the 
maintenance of your buildings and 
Expense for lighting is, in- 
stead, part of your productive ex- 
penses. Let me explain it this way. 
“You have 15 men in the finishing de- 
partment and you are paying them 
not less than a dollar an hour or $200 
per month, so that your payroll for 
that department is at least $3,000 a 
month. I assume this is about right?” 
(Davenport nods assent). 

“Now, while you have other produc- 
tive expense than just your payroll, 
still if we consider only the payroll, 
this increase of $32 per month, for 
lighting is just slightly over 1 per 
cent of the payroll. 

“Your men work eight hours a day or 
180 One per cent is 4.8 
minutes. In short, if better light- 
ing such as I have suggested saved 
your men but five minutes a day of 
wasted time vou would pay for this 


grounds. 


minutes. 


improved lighting. 
“You know and I know that those 
fifteen men each lose a lot more than 
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five minutes a day because of pvcr 
light. Go and look at them, carrying 
work over to the windows to examine 
it and stopping to talk with some- 
Look at them ad- 
drop 
lights and hunting up eye shades. 

“T’m asking you to spend eight cents 
a day per man to return you a profit 


hody on the way. 


justing and monkeying with 


of at least a dollar a day per man. 
“The kind of lighting I’m talking 
about will actually increase the speed 
and accuracy of vision. It provides 
for good light at any and all times, 
day or night. It stops a natural 
tendency towards “soldiering” or 
slowing up when daylight begins to 
fail. It helps to eliminate errors, 
spoilage, waste and accidents. As I 
mentioned previously, it reduces labor 
turnover, because it makes the place 
pleasanter and more healthful. These 
things help you to keep the best and 
most skilled workers and to fill vacan- 
cies readily. 

“If you question any of these facts 
I will gladly lay before you the state- 
ments of many other factory execu- 
tives who have turned to better light- 
ing and proved for themselves that it 
pays. 

“You cannot afford the lighting you 
have now—poor light like that wastes 
too much high priced time. You 
can’t in fact, afford anything less than 
the best light money will buy because 
it is a productive tool and poor tools 
don’t pay. 

“Now, am I right?” 
Davenport—(slowly) “Yes, I guess 
you are, but man the expense for 
lighting this whole plant the way 
you want to do it—.” 
Figure—“Not expense—investment— 
investment that will back and 
show you a profit the very first year 
vou have it. Say, if you could buy 
a machine tomorrow for $5.000 that 
would do the work of a $3,000 a 
vear man, how long would vou hesi- 
tate?” 

Davenport—‘‘All right, but we'll pro- 
ceed with caution. You go ahead with 
vour plans and expense estimates for 
In the mean time I 
and 


pay 


the whole plant. 
shall expect vou to work with 
assist our purchasing agent and plant 
engineer in actually getting the in- 
stallation in the finishing denartment 
then we'll see what the result is there 
before we go anv further. And it is 
understood it’s not to cost more than 


$440.” 











Figure — “Fine, Mr. Davenpor 
That’s agreeable to me, because 
know that means the lighting ren: 
vation of the entire plant eventual], 
and I know you won't forget m 
then.” 

Davenport—‘‘No, if it turns out tli 
way you say, you'll stand pretty we!! 
with me, and if it don’t Ill be look 
ing for you with a shot-gun. 

“And say, I’m wondering why none ot 
the other lighting fellows who have 
been in to see me haven’t got down 
to brass tacks like you have.” 
Figure—‘Well, sir, the fact is, we've 
all been sort of asleep at the switch. 
Me, too. I admit it because I’ve only 
been selling lighting this way for six 
months or so. 

“You see, it’s like this: Good light- 
ing does cost something, just as any- 
thing worth while is bound to be 
reasonably expensive, and we sales- 
men all shied away from talking costs 
to a factory executive like you. We 
knew that good lighting had a lot of 
value—that it was of outstanding 
benefit to a plant and we just tried 
to overwhelm the prospect with those 
advantages so that he would forget 
about the cost. 

“Well, it doesn’t work—any factory 
manager has to think first and fore- 
most of costs, and while we were 
pounding away on the advantages 
that would accrue from better light- 
ing we weren’t putting it on a dollars 
and cents basis and he was thinking 
just dollars and cents. 

“T don’t do that any more. I find 
out what it will cost first and I don’t 
try to hide the bad news. I start out 
just as I have with you by stating the 
cost and then I line up against tha‘ 
the profit in dollars and cents that 
may reasonably and honestly be ex- 
pected from that investment. Once 
in a while I find I have no argument. 
Usually I have a mighty good one, 
just the sort that will appeal to a 
level-headed executive. 
Davenport—“Don’t you find that 
you often kill a sale by talking price 
before you’ve shown your goods?” 
Figure—“No, because I get my 
facts all straight first. I don’t talk 
generalities. I’m talking to a man 
about his own plant and his own plant 
costs—that always interests him.” 
Davenport—“That’s right, right on 
the nail. Well, you come back after 
lunch and see our purchasing agent 
and plant engineer.” 
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Costs More— Worth More — Profits More 
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Styles—‘Just a minute now, you've 
put an idea in my bonnet. How about 
the lighting in my store? What I 
mean is this productive kind of light- 
ing you've been talking about. Of 
course we don’t manufacture anything 
down there but you seem to know to 
a hair just what results you can get 
from bettering the lighting in a fac- 
tory. Have you analyzed store light- 
(Turn to Page 80) 
7 
Tafel Announces Interesting 
Policy Step 

Paul Tafel»of the Tafel Electric 
Co., Louisville, Ky., could never be 
accused of acting precipitately. Most 
of the big steps that he has taken in 
connection with his company’s affairs 
are the result of plans and ideas he 
has had on the fire for a long time. 

There are three major policies or 
steps that have been taken in the last 
12 years. First was the policy of 
“price protection,’ established 12 
years'ago when they dropped out of 
The next 
was inaugurated in 1921 when they 


the contracting business. 


‘ 


went to “wholesale only” in all their 
departments. To establish a policy 
is one thing and to adhere to it 100 
per cent is another. So to test out 
their adherence to the 
edict, Tafel person- 
ally employed five detectives to shop 


employees’ 


“wholesale only’ 


in their store a month or two ago. 
Four days elapsed before a single pur- 
chase could be made, and then under 
the assumed name of a 
dealer. 


contractor- 


Now comes the third step, which 
they call their “100 per cent com- 
missions” step, which means commis- 
sions to everybody. This was thought 
out, as usual, months ago and put on 
the stove to simmer. As Tafel says: 
“Good ideas at the wrong time don’t 
work out.” 

Step number three may be summed 
up in these words, from a communi- 
cation recently sent out: 

“Where we consummate supply sales 
for delivery in Jefferson County to 
any of our legitimate wholesale cus- 
tomers at retail (the goods he is not 
buying as a dealer) we will allow an 
adequate commission to the contrac- 
tor-dealer that is entitled to same! 

“This does not mean that we are 
going back into the retail business— 
we will only sell to (a) those accounts 
that are entitled to wholesale prices 
on some class of goods we handle and 
(b) small contractors and industrials 





where specifically requested by a large 
contractor. 

“If no contractor-dealer claims his 
commission within 60 days, we will 
divert all such unspoken for amounts 
into a fund to be distributed for the 
benefit of the Electrical Contractor’s 
Exchange.” 

* & # 
If All the Streams Were 
Harnessed 

Recently a farmer in North Dakota 
asked an electrical engineer: “When 
will Niagara Falls reach out here?” 
His question was typical of much of 
the misconception regarding the pres- 
ent problems and future development 
of the electrical industry. 

Here are the real facts: 

1. Niagara Falls, great as it is, 
furnishes only about 414 per cent of 
the nation’s electrical energy. 

2. Muscle Shoals, when completed 
and running at full capacity (as we 
hope it will be), will generate less 
electrical energy than one single plant 
in Chicago generates now. 

3. If all the streams were har- 
nessed we would be little better off. 
For 72 per cent of the country’s water 
power is west of the Mississippi, while 
79 per cent of the demand for elec- 
trical energy is east. 

Certain publicists have recently 
given fresh currency to the old sug- 
gestion that all electricity should be 
generated at the mouth of the coal 
mines, and distributed. from there. 
They do not know that: 

1. . Electricity can only be econom- 
ically generated by steam near a large 








supply of pure water. For every ton 
of coal burned in an electric light and 
power plant 400 to 600 tons of water 
must be pumped to condense the steam 


that drives the big turbines. Most 
coal mines are not near water. 
2. The longest distance whic!) 


electricity can be transmitted econom 
ically over wires at present and com 
pare favorably with local power is 250 
miles. 

3. The cost of generating elec 
tricity is only about 20 per cent of 
the total bill. (Just as.the cost of 
raising and slaughtering a steer is a 
small fraction of the cost’ of your 
beef steak.) The other 80 per cent is 
the cost of delivering the service from 
the power plant to the customer. 

Electricity is a magic thing—very 
stimulating to the imaginations of 
orators and self-appointed friends of 
the people. But the business men 
who have built up the electrical in- 
dustry are not overlooking any bright 
ideas. They are alive to every possi- 
bility of reducing costs and improv- 
ing service. 

* 


* * 


A salesman was calling upon a mis 
erly retailer when a poor woman en 
tered soliciting alms. 

The retailer, wishing to play a joke 
on the salesman told the weman to 
“ask the boss,” at the same time point 
ing to the other man. 

The salesman, turning to the gro 
cer, who was smaller than he, said. 
“Boy, give this poor woman a dollar 
out of the till.” 





THE RECEIVING CLERK GETS A 
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C. H. WALLIS & COMPANY 
St. Louis Agents, tell about 





‘cc ” : : 
Ettco’’ Service and Quality RANE TE Ret Ta 
2 ST. LOUIS 
Walter T. Koch, Southern States 


We are glad to have this oppor- Chas. H. Wallis, Pres. 


tunity to say a few words in relation 
to our 9 years experience with "Ettco." 
In all that time what has im- 


pressed us the most has been the "Ettco" ETTCO PRODUCTS 


Service. What more can we say than that 


it has been absolutely unfailing? We ETTCO TUBE 

have always felt secure in promising a NON-METALLIC FLEXIBLE CONDUIT 

customer a shipment on a certain date, 

Simply because we knew that "Ettco" ETTCO STEEL 

could be relied upon to get it there. FLEXIBLE STEEL CONDUIT ARMORED CABLE 
"Ettco" Quality, too, has made 

its impression upon us and upon our cus- ETTCO-FLEX 

tomers. The quantity of regular repeat NON-METALLIC SHEATHED CABLE 


orders coming in lends strong conviction 


to the claim of "Ettco" superiority. 
We want to continue selling Eastern Tube & Tool Co., Inc. 


"Ettco" products for many years to come! BROOKYLN, N. Y. 
C. H. WALLIS & COMPANY 


ANOTHER INTERESTING MESSAGE 
WILL APPEAR NEXT MONTH 
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INCE the Los Angeles house of the Pacific States Electric These few views give but an incomplete conception of the 
Co. was opened last August it has had the pleasure of en- features of this great plant for merchandising service, but ar« 
tertaining hundreds of its friends. It is to be expected that a sufficient foundation for any congratulatory messages that 
they were all enthusiastic in their praise of the new building you care to send to the Pacific States Electric Co. It is a littl 
and its equipment, which typify all that is modern in the con- late, perhaps, to “Say It With Flowers,” but it is not to 
struction and fitting out of an electrical jobbing establishment. late to drop them a line of congratulation on their new home 
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soo 


of the HUBBARD 1027 
Sales and Advertising 
3, CAMPAIGN 


Hubbard and Company’s 1927 Sales and Adver- 
tising Program will be built around the Line- 
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On the 15th of . . . . 
= month, we will al builder, our monthly publication. It and display 
tone of ike advertising in the leading tradepapers are your 
BUILDER, our ° 
ay ae monthly ‘publication. silent salesmen. They work between calls and 









letter-stuffer which will be 
mailed to our Distributors 
requesting their imprint and 
the quantity they will use. 


create sales for you. 


Each piece of literature will bear the Hubbard 
trademark which is significant—it stands for a 
Tradepaper advertising win policy of sales only through the electrical jobber. 


be used each month in the 
leading electrical publica- 


tions and will feature the THE HARDWARE makes the Line 
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z Sa hele in the Linebutlder for that 
nee: month. Hubbard makes THE HARDWARE 





and Hubbard helps you sell it too! 










At the large electrical conventions 
for the Utility Group, we will have 
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Rg exhibits. These exhibits will in- 
— clude a display of the leading pro- 








ducts in the Hubbard and Peirce 
line. 
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bbard and Company wilh 
oa place envelope stuffers 
in all of their outgoing mail 
from their four factories 
and district offices. 








Periodically, we will have 
a Sales Campaign on some 
of the leading Peirce Spe- 


cialties. Announcement of The HUBBARD CATA- 


LOG gives a complete 
listing of Hubbard and 
Peirce products and 
will be mailed to your 
customers upon request. 


these campaigns will be 
made later. 


HUBBARD 


and COMPANY 








PITTSBURGH ” OAKLAND, CAL. CHICAGO 
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A Big Sales Point 

By WILLIS H. PARKER 
AVING successfully approached 
a prospect, then having held his 
attention for a length of time sufficient 


BELIEF THAT 


to arouse his desire for your goods 
and then to have caused him to do the 
pencil dance on a dotted line, the 
fourth difficult feature of making a 
sale is to elude the prospect who has 
been sold. Few salesmen can make 
a successful and dignified get-away. 
It requires tact, a lot of nerve and 
the application of a lot of post-sale 
psychology. 

In the first place you mustn’t hurt 
the customer’s feelings by leaving him 
too abruptly and yet you should take 
up no more of his time nor interfere 
with your own future movements by 
sticking around too long. 

The majority of customers want to 
chat with you after they have re- 
gained consciousness. This is pre- 
sumedly because they want to be cer- 
tain that they have changed from the 
status of a listener to that of a talker, 
which is their natural state. They 
feel that if they can talk and hold 
your attention awhile they have re- 
covered and be just as they were be- 
fore you came in. This is a nice way 
to feel about it, but the average sales- 
man has too many important things to 
do besides listening to a prospect tell 
how good he was three years ago be- 
fore he had a touch of the flu. 

The minute the customer has signed 
the order for the goods, pull your 
watch out of your pocket, lay it on his 
desk and then for courtesy’s sake give 
him 10 minutes of your valuable time. 
There are two reasons for this. The 
first is that you want to leave the cus- 
tomer in the same condition in which 
you found him and it takes about 10 
minutes for the average customer to 
regain his composure after a good 
salesman has done his stuff. An 
abrupt return to normalcy is danger- 
ous to the nerves and sometimes causes 
a leakage of the heart. 

Always talk about subjects foreign 
to what has taken place so he’ll for- 
get what you have done to him and 
then when the goods arrive he'll be 
surprised and wonder who in the 
deuce made him such a fine present. 
He’ll get the goods unpacked and on 
the shelves before he gets the bill for 
same. and then it will be too late to 
repack them and ship them back to 
the factory. 

The successful salesman plans his 


oo 
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Thomas I. Stacey, whose obituary 
appeared in the November issue, was 
widely known in the electrical industry 
during his 85 years with the Electric 
Appliance Co., Chicago, as secretary and 
treasurer. Admired and respected by all, 
his passing was a shock to his many 
friends. 





retreat at the same time he plans his 
approach. In large establishments, 
the managers have their offices so se- 
cluded that it is difficult to locate 
them and likewise it is difficult to leave 
them. If you have any doubts as to 
your ability to get out with dignity, 
fasten one end of a ball of twine to 
the front door knob and unwind it as 
you go in search of your prospect. 
At the conclusion of the interview you 
may follow the string to the door 
again. It is rather disconcerting to 
say the least to wander about a busi- 
ness establishment in search of the 
proper exit and circle on your trail, 
find yourself back in his office again 
and have to tell him goodbye the sec- 
ond time. Bidding a customer good- 
bye twice is something you should 
never do no matter how enthusiastic 
he may be over you or your goods. 
Keep out of his sight until the novelty 
of your presence has worn off and the 
weight of your sales arguments has 
been dissipated. 


The psychology of departing from 
the presence of a customer consists of 
ways and means of preventing him 
from cancelling the order after you 
That is one of the reasons 
why you should linger a while after 


have gone. 


the sale has been completed. It shows 
that you have confidence in your 
goods, whereas, if you flop out of the 
place immediately after getting the 
order signed. the customer. uvon re- 
gaining consciousness and finding you 


gone, will suspect that you have be. 
up to some dirty work and break |, . 
neck on a pointed telegram to t! 
house requesting that his order |, 
cancelled. On the other hand, the fa: ; 
that you do not consider it policy ¢. 
make a quick get-away will give hii 
confidence in you as man of letter 
—C,. O. D. and F. O. B. In fact yo: 
must always leave a customer in suc! 
a manner as to give him something 
to think about until the next salesman 
comes in. The average customer i: 
somewhat similar to the average lad 
lover. When her lover is absent sh: 
thinks of him constantly, and this is 
the sort of a spirit you must arous: 
in your customer’s mind when you 
depart. In other words give him 
something to think about, in that brie‘ 
10 minutes preceding your departure. 
even if it is nothing more than a good 
yarn you heard on the train. 

You might take occasion to air your 
opinions on certain national and inter 
national affairs, but stay off the prohi 
bition question. If he happens to be 
an anti-prohibitionist, he'll take up 
the rest of the day telling you how 
the drys are ruining business by driv- 
ing people to the insane asylums and 
undertakers because of the rotten stuff 
the bootleggers are peddling. He’ll 
insist that the country will be better 
off if a fellow could be safe in what 
he drinks. On the other hand, if he 
is a prohibitionist, he’ll spend hours 
telling you how much better off the 
country is since Mr. Volstead was born 
and will cite statistics galore to prove 
his point. It is not so much that he 
will take up considerable of your val- 
uable time in a discussion of this sub- 
ject, but if you should happen to be 
a man of argument and should happen 
to have views opposite to his, a heated 
debate may occur which will blast 
your friendship and lead to his can- 
celling the order after you have gone. 
The weather is about the safest topic 
to discuss for you both can agree that 
it is rotten or wonderful. 

Every salesman should smoke or at 
least be acquainted with the habit to 
such an extent that even an infrequent 
smoke will not cause nausea. One 0! 
the best ways to leave a customer is. 
when your 10 minutes of grace ar 
up, to pull a cigar, cigarette or pip’ 
from your pocket, scratch a match on 
his desk, light up, take exactly tw 
puffs, look at the burning end of wha! 
ever vou are smoking and say,— 

“Well, Mr. Jones, I have taken ) 
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New time saving clamps on JNION BOXES 








UNION Cable Boxes | kx 


Steel Box 


Made of 14-gauge sheet 
steel, it is lighter in 
weight than cast iron 
and allows more space 
for wiring. Galvanized 
finish. 34% inches in di- 
ameter. itginches deep. 


Fixture Stud 


Threads perfectly cut 
from steeltube. Stamped 
into box under pressure. 
Complies with all re- 
quirements for strength. 
thickness, etc. 


Supporting Holes 
Two'-in. holesfornails 


or screws are conve- 
niently placed in the 


bottom to fastenthebox 4 


to the ceiling. For new 
work, bar hangers can 
be supplied. 


Diagonal Clamps 


Diagonally placed screws 
with the heads inside make 
the tightening of the clamps 
simple and quick and per- 
mit their being secured 
AFTER the box is installed. 








No. 1287 XS Box, 
p 3-in. x % -in. The 
? bushing plates elim- 
5 inate connectors or 

ferrules. Also fur- 
e nished—{No. 1289 

XS) in octagonal 
nN types. 





knockouts. 








The New No. 7 





Clamp 
yA Thisnew No. 7 Clampispro- 
d vided with a right-angled 
+t flange. When the clamp is 


the cable or loom 


t These clamps are reg- 


ularly furnished 
Gem XC Sectional 


it es, Gem XCT Bracket 
Boxes and Gem XCT 
“Locktite’’ Boxes. 





it “a 


screwed down, whatever op- 
ening remains around 


fectively closed. 


is ef- 


with 
Box- 





S. Gem XC Sectional 
Switch Box. 











Box No. 1286 [shallow type] 
has four %-in. knoc 
3%-in. conduit knockouts. 
Box of No. 1286 §S is the 
| same as No. 1286 except 
that it is provided with fix- 
ture stud and has four %-in. 


kouts. 


Note how easily the 
clamps are tight- 
enedfromthe inside. 
No. 1289X same as 
above except for ar- 
rangement of knock- 
outs. This boxis pro- 
vided with bushing 
plates. 


“ 





Bushing Plates 
Protects the insulation of the 
wires from the rough edges of 
the armored cable. This plate 
eliminates box connectors or 
terminal ferrules. Approved by 

Underwriters’ Laboratories. 


New Clamps 
Clamps are made of heavy sheet 
steel shaped to hold securely 
eithercableor loom. A few turns 
of the screws draw the clamps 

tightly against the cables. 


The Knockouts 

To prevent interference with 
bushing plates and clamps, the 
knockouts are easily pushed out 
from the inside. 

















Bt, 


Save time on the job— 


New clamps easily tightened 
after box is installed 
For work in lath and plaster—use Union Cable and Loom 


Outlet Boxes with the new Diagonal Clamps to get a neat, per- 
manent job in less time. 


Fasten them up with or without bar hangers and then tighten 
the clamps on the cable or loom after the box is installed. 
The clamps are diagonally placed with the screw heads on the 
inside. The convenient angle permits quick fastening of the 
cable or loom ends. Securing the ends from the inside permits 


pulling up the slack. 









INCORPORATED 1889 


os $ > 
: CHICAGO FUSE MFGc.Co. 
¢ a 
AIT YN 


Manufacturers of Electrical Protecting Materials 


and Conduit Fittings 


1519 West Laflin and 15th Street, Chicago 





The new Union-Gem Catalog No. 


31 contains full descriptions, dimen- 


4 
sionsand prices for all type outlet boxes, Ps 
switch boxes, fittings and fuses. You ,¢” 
should have a copy and see that ,#* 

° 
your trade has them. Use the ,” 
coupon to get your copy. oO 
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a lot of your time and given you con- 
siderable of mine. I really feel that 
it is time we should part and since this 
cigar (cigarette or pipe) is rather 
strong, perhaps I had better be on my 
way and not clutter up your atmos- 
phere with my smoke.” He'll admit 
that you had better go and you thereby 
can get away without much difficulty. 

In conclusion, let me say if you are 
still about the 
transaction sticking, you might give 


somewhat nervous 
him this parting shot: 
“Mr. Jones, I am sorry to have to 
leave you so abruptly, but I am con- 
fident you do not wish any delay in 
the shipment of the goods. Since I 
am still interested in this order, de- 
spite the fact that you have affixed 
your signature to the slip, I must take 
a few hours’ time, while the sun still 
is shining, to complete the transaction 
and thereby insure your getting the 
goods as scheduled. Our credit man 
is a stickler for prompt payments. 
He will never permit a bit of goods to 
leave the house unless he is satisfied 
that the customer is gilt edged as far 
as credits are I. will 
therefore call at your bankers and 
ascertain how much money you have 
in the bank and then will call upon 
Mr. Dun and Mr. Bradstreet and see 
what they have to say about your past 
record. The information gathered 
from these sources I will affix to the 
order and trust to luck that our credit 
the goods without 


concerned. 


man will ship 
delay.” 

He’ll never cancel the order when 
you shoot this line in his face for he 
will want to see for himself whether 


the credit man is a damn fool or not. 
* * * 


Florida Business Reported 
Good 
Knight & Wall, Tampa, Fla., re- 
port business to be very good and 
expect the balance of the year to be 
steady as the sale of appliances and 
radio is giving a nice volume. 
ee ae 
Hub Electrical Opens Another 
Branch 
The Hub Electrical Supply Co., 
New York, with a branch in Mt. 
Vernon, N. Y., opened a branch on 
November 1, at 339 Jackson Ave., 
Long Island City, where a complete 
line of electrical supplies and appli- 
ances will be carried. Thomas Horan, 
who has been connected with the elec- 
trical jobbing business for the past 25 
vears, has been placed in charge. 
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M. D. Palmer of the order ‘department, 
Robertson-Cataract Electric, Co., Buf- 
falo, N. Y. Palmer is the side-kick of Jim 
Sidway, and between the two they answer 
all inquiries from the price gf a key socket 
to what the weather will be this time next 
year. 





Northwest Radio Trade Associ- 
ation Wants Radio Law 

The Northwest Radio Trade Asso- 
ciation, which has a membership of 
500 jobbers and dealers in the Ninth 
Federal Reserve District and which 
has its offices in Minneapolis, has 
adopted a_ resolution voicing the 
trouble experienced from “jumping 
of wave lengths’ and the opening of 
new and suggesting the 
steps Congress should take to elimi- 
nate the existing situation. The res- 
olution follows in full: 

“Whereas, the prosperity of the 
radio industry depends largely on 
safeguarding the rights of the listener 
to select stations and programs with 
the least possible interference from 
other stations, and 

“Whereas, these rights are and will 
remain seriously endangered until the 
Congress of the United States shall 
enact a law confirming to the people 
of the United States the perpetual 
ownership and control of the chan- 
nels of radio communication, be it 
therefore 

“Resolved, That the Northwest Ra- 
dio Trade Association and its affili- 
ated Listeners’ Leagues urgently re- 
quest the Congress, as soon as may 
be practicsble after it assembles in 
December. 1926, to enact a law em- 
bodying the following cardinal 
points: 

“1. The channels of radio com- 
munication shal] be perpetually main- 
tained and controlled by and for the 
people of the United States, and shall 


stations, 


— 


never be permitted to become pri\ 
property. 

“2. The use of these channels |; 
any form of radio communicat)); 
shall be permitted only by Fede»| 
license, issued for a period of not |«., 
than three or more than five years 
and subject to revocation on prov 
of any violation of its major pro. 
sions. 

“3. Authority to issue and revok: 
licenses, to refuse to issue licenses 
whenever it appears that the public 
interest is best served by such refusal, 
to assign wave lengths, call letters, 
to establish power limitations and to 
formulate and enforce regulations in 
connection with said licenses, shall 
be vested by law in some executive 
branch of the Federal Government. 
with adequate funds appropriated by, 
the Congress to maintain the neces 
sary special organization. 


“4, Neither the holding of a 
broadcasting license prior to the 


passage of the new law, nor the own- 
ership and operation of broadcasting 
equipment prior thereto, shall con- 
stitute any vested right to a license 
under said new law. Licenses issued 
under said law shall not be trans- 
ferable. 

“5. Broadcasting stations shall not 
be deemed to be common carriers un- 
der the law, and shall retain the 
right to determine the character of 
all material broadcast. 

“6. The law shall make specific 
provision for appeal to the courts on 
questions of law and constitutional 
right from decisions rendered by said 
executive branch of the Federal Gov- 
ernment. 

“7, There shall be no tax levied 
on radio receiving sets or parts, or 
upon broadcasting equipment or op- 
eration, for any special purpose re- 
lated to radio broadcasting or gov 
ernment regulation thereof.” 

: * * 

Little Isador Shapiro rushed into 
the grocery store. Banging a dime 
down on the counter he panted: “Gim- 
mie for ten cents animals crackers. 
Take out the pigs.—Life. 

* & & 

He had been looking over the 
Christmas cards on the counter for 
some time, when the saleswoman sug- 
gested: ‘“Here’s a lovely sentiment. 
‘To the only girl I ever loved’.” 

“That’s fine,” he said, brightening. 
“T’ll take five—no, six of those 
please.” 
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Why the Bryant Line of Wiring Devices 
Appeals To The Jobber 











Thirty-eight vears of designing, manufacturing, assembling, 
testing and selling experience guarantee a superior product. 


Bryant-Perkins material is known throughout the world 
for its dependability. 


f The Bryant line is complete. Thousands of approved styles 
and varieties in sockets, receptacles, switches, flush plates, to 

¢ fit every demand, are ready for your special needs. 

n 

1] The Bryant line is built right for greatest satisfaction and 

d economy to consumer, dealer and distributor, because each 

- separate device is built “Up to a Standard not Down to a 
Price.” 

d , , ‘ , 

i The design must be practical, the materials must be right 

>- for the use for which each particular device is to serve. 


Bryant “Superior Wiring Devices” are practical, easy to 
install and last a life time with practically no maintenance ex- 
pense. 


Me Thirty-eight years of service for consumer, of sales satisfac- 
tion for dealer and distributor make Bryant the profitable line 


of wiring device for you. 
i 
- THE BRYANT ELECTRIC COMPANY 














meas 1421 State Street, Bridgeport, Conn. — 


NEW YORK, 342 Madison Ave. CHICAGO, 844 West Adams St. 





SAN FRANCISCO, 149 New Montgomery St. 
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“Know Your Stuff” 
By SIDNEY E. FINKELSTEIN 

Matter and electricity are synony- 
They are correlated due to the 
fact that the smallest particle of elec- 
tricity has been found common to 
both. 

It was the illustrious Protessor J. 
who in 1897 undertook 
a series of extensive experiments the 
outcome of which was the discovery of 
the electron. His remarkable work 
has been augmented by that of Dr. 
Robert A. Millikan, winner of the 
1924 Nobel Prize in physics, and as 
a result, scientific progress has been 






mous, 


J. Thomson 


greatly enhanced. 

The electron is inconceivably small. 
If we were to take a baseball and an 
electron and magnify them until the 
baseball was as large as the earth, the 
electron would still be so small that 
even the most powerful microscope 
could not reveal it. To have been 
able to verify the existence of such 
an infinitesimal particle is the glorious 
achievement of our scientists. 

Where there is matter, or electricity 
there All forms of 
energy have some relationship to elec- 


are electrons. 
trons. 

The change 
energy to another involves a change in 
electronic state. Thus, in the 
electrical to chemical 


from one form of 
their 
from 
energy and vice-versa, there can be 
manifest such things as light, heat, 
lack of heat or other phenomena. 
These can be accounted for by a 


change 


change in position and number of the 


SALFSMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUST! 


electrons surrounding the positive 
masses or nucleii known as protons. 
Countless millions and billions and 
trilions of electrons may be involved 
in the change, yet it is entirely pos- 
sible to account for every single elec- 
tron. 

We can realize the significance of 
the statement that a certain star in 
our stellar system is 1,000 or 2,000 
light-years away from our earth. Such 
a tremendous distance, although hold- 
ing much awe for us, is not incom- 
prehensible. 

However, if we were to try to read 
the gigantic string of numbers which 
would result if we attempted to count 
the electrons emitted from the fila- 
ment of a radio tube in one hour, we 
would find ourselves in difficulties. 
Numbers would have no meaning. 

To the electron we are responsible 
for the operation of all electrical 
apparatus, e. g., the motor and gen- 
erator, the “Tungar” rectifier and 
X-ray tube, the telephone and the 
radio, and a thousand and one other 
invaluable electrical devices. 

The photo-electric effect, one of the 
most important in the realm of the 
electrical field, is entirely dependent 
upon the electrons set free by the 
bombardment of light upon a metallic 
screen, 

The vacuum tube which we use in 
our receiving sets depends upon the 
stream of electrons which issues forth 
from its incandescent filament. The 
stream of electrons represents a flow 
of electricity at an enormous velocity. 

The manifestation of a flow of elec- 
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trons takes place in many of the 

mestic appliances. The electric i: 
heater, curling iron, toaster, heat 
pad, and other electrical labor-sa\ 
devices created by man’s ingenv 
are actuated by a steady stream |; 
electrons. We little realize what wor 

ders these small ever-ready and 

tential electrons are capable of doing 
at the snap of a switch. 

When we speak of electricity, man 
of us fail to think of its manifesta 
tion as the result of the flow of these 
tiny particles. And if one can imagine 
that the lighting company supplies so 
many countless numbers of them at 
a cost of less than one ten-thousandth 
part of one cent per second to light 
an ordinary bulb, then it is high time 
that we considered the problem of 
electric transmission in another light! 

The question arises, ““What is the 
electron?” To the scientist it is the 
smallest particle of negative electricity 
which can exist. It is a necessary 
part of every atom, the smallest par- 
ticle which makes up matter as we 
know it. 

To the layman, the word electron 
has no other significance then per- 
haps that it is a new entity that is 
known only to the scientists. 

But electrons are more common 
than many would believe. They are 
forever present in the food we eat, 
in the tools we handle, in the maga- 
zine we read, and in fact everything 
that is recognized as matter in any 
of its forms—gaseous, liquid, or solid. 

Is the electron electricity or mat- 
ter? It is the smallest particle of 
electricity that could be recognized to 
However, it has been weighed, 
not a single one, to be sure, but its 
weight has been ascertained in more 
than one way. This then would lead 
us to believe that the electron has 
mass and this contention has also been 
conclusively proved. 

Why, then, should we say that the 
electron is electricity, when in reality 
it is matter? 


exist. 


To answer this, we must realize 
that matter is composed of a central 
mass, called a positive nucleus and 4 
surrounding group of one or more 
electrons. 

If the positive nucleus loses one 
or more of its electrons, it becomes 
what is recognized as a_ positively 
charged body, while, if one or more 
electrons are added to it, it becomes 
negatively charged. Thus again, w° 
must look at matter as being e'!r° 
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Here are the worth while selling features of the 
Appleton Line. It will pay you to know them. 





More profit per job 
using improved 


No-Thread Unilets 


Besides material cost, labor is the big 
item on any wiring job. Cutting down 
on labor saves time and increases profits 
on every job. By using improved No- 
Thread Unilets thousands of electri- 
cal contractors are doing away with 
the former necessity of conduit thread- 
ing—the operation for which there is 
no compensation. 

The sectional view above illustrates 
the simple features that take the time 
from an unnecessary operation and 
add it to the profit column of the job. 

By tightening the knurled nut, the 
inner steel ring is compressed onto the 
conduit. The inside surface of this ring 
has three projecting beads that pierce 
through the conduit enamel making 


a metal to metal contact, thus assur- 
ing a perfect running ground. 


At no place on the entire job is the 
conduit weakened by thread cutting 
—the joints are mechanically secure 
and electrically sound. Besides the No- 
Thread feature, these fittings, being 
made of malleable iron, are stronger 
than cast iron fittings. More working 
space makes for speedier wirings and 
effects a still greater saving of time on 
each job. All standard types of rectan- 
gular Unilets are made with the No- 
Thread feature in addition to the 
regular line of standard threaded fit- 
tings. Covers are interchangeable. 


Full information and specifications 
will be sent upon your request. 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue + Chicago, U.S. A. 


New York—150 Varick Street 





Los Angeles—340 Azusa Street 
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TYPE “NTA” 





TYPE “NTB” 





TYPE “NTC” 








TYPE “NTLB” 
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The Dauphin Electrical Co., 


Supplies 
Harrisburg, Pa. Left to right: P. Musser; 
F. Sowers; W. Robison; H. Albright; S. 
W. Bair; G. Krone, and three-fourths of 
F. Davis. 





tricity. Hence what objection can 
there be to calling electricity matter? 

The charge of.an individual electron 
is so small that it takes millions of 
electrons to give the faintest percep- 
tible charge to the most sensitive elec- 
trical instruments. Thus, while it 
should appear: that a charged body 
should weigh*more than one in an un- 
charged condition, it must be taken 
into consideration that weight is en- 
tirely a matter of number rather than 
of electrical charge. 

To discover the existence, find the 
mass, size and charge of the individual 
electron, has been one of the great- 
est feats in the history of science. 
It required years of research and ef- 
fort, but the well-planned investiga- 
tion has borne rich rewards. With- 
out the knowledge concerning the na- 
ture and behavior of the electron, we 
would be at a distinct loss. Many 
of the finest inventions would still be 


problematical and the progress of 
science would be seriously handi- 
. capped. 

* * * 


All-Metal Controversy Before 
the Wiring Industrv 
Conference 


The first meeting of the Electrical 
Industry Conference on Wiring was 
held at the Engineers’ Club, New 
York, October 15, to consider the eco- 
nomic factors underlying the present 
controversy between the National 
Electric Light Association and the 
Association of Electragists, Interna- 
tional on the subject of the electra- 
gists’ all-metal wiring standard and 


its effects on the expansion of house- 
wiring business. 

The issues before the Conference 
were: (1) Is the all-metal wiring 
standard, as installed in practice, 
usually or normally more expensive 
than non-metallic wiring methods? 
(2) Does the all-metal standard, be 
it more or less expensive, restrict or 
not restrict the market for wiring? 

Statements were presented by the 
chairmen of the delegations represent- 
ing the National Electric Light Asso- 
ciation, the National Electrical Man- 
ufacturers’ Association, the Electrical 
Supply Jobbers’ Association, and the 
Association of Electragists, Interna- 
tional, followed by general discussion 
of the points brought out. 

An executive committee was ‘ap- 
pointed, comprising the four delega- 
tion chairmen and Earl E. Whitehorne, 
chairman of the conference, to collect 
and compile information and facts 
bearing on the issues as above defined. 
When this executive committee has its 
report ready, a further meeting of the 
full conference membership will be 


called. 
* * * 


Woodpecker Insurance 


Jobber salesmen are not supposed 
to carry side lines, but the time may 
come when the following idea will 
be worked out, and if so, it ought not 
to conflict with their other lines. 

A reader of the Journal of Com- 
merce wrote in as follows: 

“Please advise whether or not there 
is any form of insurance which will 
protect an assured against damage 
to electric sign done by woodpeckers. 
The owner of a large electric sign in 

















As an aftermath of the picture and 
article on the first automobile owned by 
W. W. Low, Joseph C. Bowman, head of 
the advertising agency in Cleveland which 
handles the Packard Electric Co. account, 
sends this interesting picture of the origi- 
nal Packard plant taken in 1903, featuring 
the first Packard that took the road in 
1899 and also the contemporary type of 
transformer. 





— 


















A. G. Nabors, district line material 
manager of Graybar, Chicago, certainly 
does know how to pick cool spots during 
the hot weather. He refuses to tell the 
exact location of this spot as he fears an 
influx of resorters would spoil these great, 
silent places. 





Ocala has been troubled by having 
the woodpeckers break the lights in 
the sign.” 

It has been suggested that he 
should secure an electrical machinery 
breakage policy with an endorsement. 

* * * 
Jobbers Active in Associations 

J. A. Kaun, general manager of 
the Capital Electric Co., Salt Lake 
City, Utah, has been appointed vice- 
chairman of the Chamber of Com- 
merce in that city. A campaign has 
just been completed to raise $75,000 
for advertising Salt Lake City and 
Utah resources and scenic attractions 
and is reported to have been a suc- 
cess. 


Craupe W. Jounson, president of 
the Johnson Electric Supply Co., Cin- 
cinnati, was elected president of the 
Cincinnati Electric Club. 

* * @ 


Applied Psychology and Credits 
M. L. Kleid, credit manager of the 
Peerless Light Co., New York, has 
been securing good results by corre- 
spondence using “Applied psychology’ 
in his letters. An idea of what he 
means by that term is contained in his 
letter of October sent out to delin- 
quent customers: 
“Gentlemen: 
“On October 12th we celebrate the 
discovery of America by Columbus. 
“We wish to celebrate the discovery 
of your check before the 10th of this 
month which will be in payment of 
August account amounting to §....... 
“Thank you.” 
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The C-H 77-00 
“‘Standard”’ 


separable attachment 
plug is of the high- 


est quality in 


mate- 


rial and workman- 
hip throughout, 


The contact 
blades are per- 
manently 
aligned by rivet 
and anchor 

onstruction 
and a “finding” 
ring on the 
plug base 
makes connec- 
tions quick and 
easy. 







Convenient Push 
Button Control 












jht at the appliance 
s furnished by the 
H 70-51 Switch 
Plug. This convenience 


ombines the 
mechanism and 


switch 
handy 


feed-through principle of 


C-H 70-50 
ippliance plug. 


with the 
The rich 


Thermoplax casing is 
eatproof, convenient in 
lesign and attractive. 


Nickeled 
Feed-| 

Through 
Switch 
similar 

to the popu- & 
ar 70-50 

but ts fi 


n- 
ished in highly 





The C-H 70-53 Combination 


Feed- 


polished nickel 
to harmonize with all-nickel ap- 
pliances. The switch mechanism 
is similar’ to that of the C-H 


the 


control 
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The C-H 78-60 Pony Cord 
Connector 
ts especially designed to meet 
the demand for small but reli- 
able devices of this description. 
The caps are elongated, giving 
greater bearing for the cord and 
accentuating the small diameter 
of these devices. 





The C-H 78-70 Receptacle for flush 
mounting is another member of the C-H 
Pony Line. Smail and neat, but of sturdy 
construction and offering the same large 
contact area as the “‘Standard” receptacles. 






















The C-H 70-37 Mo- 
mentary Contact 
Tool Handle Switch 
shown is particularly adapt- 
able to such applications 
as mounting in a_e drill 
handle. Without  inter- 
fering with the grip it 
provides convenient ‘‘trig- 
ger’ operation, 
























Despite its low 
cost, the C-H 
‘“*Econo’”’ Attach- 
ment Plug 

1s a@ product of 
quality—worthy of 
the C-H _ trade- 
mark, Its neatness 
of appearance and 
perfect construc- 
tion enhance the 
value of any ap- 
pliance to which it 

is attached 








The popular C-H 70-50 
hrough Switch 


illustrated may be 
placed at any point on 


cord, 


handy push button 
without dis- 
turbing the appliance. 


Pendant Switch and 
Receptacle 


pplies convenient 
rol and at the same time a 
handy outlet for appliances or 
The light can be turned 

on or off without affecting the 
operation of the appliance which 


ceiling-light 


‘gged in at the bottom. 


CUTLER@HAMMER 















usually rug- 
ged and 
long wear- 
ing Co n- 
struction, 
tts ar- 
moured 















ly fit- 
ting it 
or 
use in 
base- 
ments 
with 
ce- 
ment 
floors. 


























permitting 


The C-H 
70-44 Three-Heat Switch @ 
ts especially adaptable to 
heating pad applications where two cir 
cuits must be controlled. The shell is of 
brass, nickel plated and highly polished. One button 
controls the “low’’ circuit, one the ‘“‘medium’’ and the 
two pressed together give the ‘high’ heat. The “‘medium”’ 
button is notched to make it easy to adjust heat in dark. Buttons 
are made of new insulating material, They do not melt! 




























Pioneer Manufacturers of Electrical Apparatus 
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Money Talks 


(Continued from Page 68) 
ing and got it down to a science in 
the same way?” 
Figure—“Yes, Mr. 
analyzed store lighting. 


Styles, we have 
We 
definitely what better lighting will do 
in stopping and interesting more peo- 
ple in store window displays and we 
know pretty definitely what the re- 
action to better light inside the store 
is on customers and sales people. I 
don’t know of any type of store which 
won’t make a profit by installing the 
The profit on better 
light for a grocery store, meat market 
or any store handling simply staple 
necessities may not be so very great 
but for any store handling luxuries, 
style goods or things that really need 
salesmanship better lighting can help 
a whole lot.” 


Styles—‘‘Good, that’s the idea I was 
beginning to get.” 


know 


best lighting. 


Figure—Every time I have passed 
your store, I have wondered why you 
didn’t take advantage of lighting. I 
even stopped in one evening several 
months ago and made some lighting 
measurements.” 

Styles—“That so? I don’t remember 
seeing you.” 

Figure—“No, I was told you were 
out.” 

Styles—“Well how did the lighting 
measure up? Honestly now, it’s pret- 
ty good for a store isn’t it?” 
Figure—‘“No, it isn’t. A store ought 
to be about the best lighted place- you 
can think of. It requires better light 
than a factory. In your store I found 
an average of only five foot candles 
on your counters and show cases.” 
Styles—‘Well, I'll be darned, I 
would have said it was better than 
that.” 

Figure—‘In any event your present 
interest indicates a doubt in your 
mind as to whether your present light- 
ing is al] it should be. I have not, of 
course made a detailed layout of your 
store, such as I have made of the fin- 
ishing room here. But, as I remem- 
ber the rough calculations I made at 
the time, I believe that 10-500 watt 
‘Daylight’ lamps each in an attractive 
semi-indirect type of fixture would 
give you from 10 to 12 foot-candles of 
illumination and a coloW quality of 
light that would display your goods to 
best advantage. I specify ‘Daylight’ 
lamps because they'll make a world 
of difference in the appearance of 


gowns, coats, etc., you have on dis- 
play.” 

Styles—“Oh, I'll grant all that, but 
I’m hard-boiled just like my friend 
Davenport here. I’ve got to know 
how much it will cost and what I can 
hope to get back on the investment.” 
Figure—“Right! The cost of 10-500 
watt lamps in high class semi-indirect 
fixtures which will send most of the 
light to the ceiling from where it is 
diffused and re-directed throughout 
the store is about $25 an outlet. That 
makes the initial cost $250. As in 
Mr. Davenport’s case, let’s charge 
that off at 2 per cent a month which 
is $5.” 

Davenport—‘That’s the stuff, get it 
into dollars and cents—that’s our 
language.” 

Styles—“Yes, but it’s steep, why just 
the carrying charge for the installa- 
tion is half my present total lighting 
cost.” 

Figure—‘‘Well, gentlemen, Im hiding 
nothing up my sleeve and I’m not 
afraid to tell you frankly the cost. 
“Now your light bills are probably 
figured at the usual commercial rate 
in this city which is six cents per kilo- 
watt hour.’’ (Looks questioningly at 
Styles). 

Styles—“Yeh, that’s right.” 
Figure—“Your store is lighted 25 
days a month and suppose we con- 
sider an average of five hours a day. 
That’s 125 hours per month. Ten 
500 watt lamps is five kilowatts of 
load and operating for 125 hours is 
625 kilowatt hours. At six cents per 
kilowatt hour, your average monthly 
lighting bill would be $37.50.” 








This is George Lichtenstein, president 
of the Garfield Electrical Supply Co., 
New York. George had just landed an 
order for 10 carloads of conduit when 
the photographer came along, hence, that 
beaming look of satisfaction. 


Styles—‘‘Ouch !” 

Figure—‘“Wait, I think you're govig 
to be agreeably surprised. Now 
these lamps cost $2.85 apiece at | st 
or $28.50 for the complete installatic 
They will average a 1000 burning 
hours, or in other words you'll burn 
out $3.50 worth of lamps a mont). 
The total cost of light therefore fro: 
the proposed installation is $5.00 pli. 
$37.50 plus $3.50 or $46.” 
Styles—‘‘Man, you're crazy. I’m pa 
ing somewhere between $10 and $15 
a month now for light and I don’t se: 
myself multiplying that expense hy 
three.” 

Figure—“All right, let’s be conserva 
tive. Let’s say your present expense 
is $11 a month and I want you to 
spend $35 a month more than that. 
Now my guess is that you do about 
$100,000 business a 
store.” 


year in your 
Styles—“That’s none of your busi- 
ness, of course, but, well the figure is 
about right.” 
Figure — “Thanks. That’s about 
$6000 a month. This $35 expense is 
less than half of one per cent of your 
gross sales, and would be paid back 
to you by the small additional mark 
up of 44 cents on each one hundred 
dollars of goods sold. But, the fact is 
that you won't have to have any mark 
up because your sales will step up 
more than enough to pay for this 
investment.” 

Styles—‘How do I know that?” 
Figure—‘I might enumerate the ad 
vantages of proper lighting for stores 
but I couldn’t do it as quickly or as 
well as it is done in this little book 

(taking it out of brief case). I'l! 

just read them. 

1. Good lighting brings in more cus- 
tomers. 

2. It increases sales per customer. 
3. It does these things for relatively 
small expenditure. 

. It assures a clean, cheerful attrac 
tive store and draws _ business 
from more poorly lighted stores. 

. It reacts on customer and clerk. 
reducing sales resistance, avoid 
ing ill-will. 

. It speeds up sales, shows goods to 
better advantage, makes selling 
easier. 

. It increases pulling power of dis 
plays. 

. It increases speed of vision as dis 
tinct from pulling power. 

. It permits the use of all floor spac: 
—eliminating dark corners. 
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PARANITE Lamp Cord, either silk or cotton 
covered, is an important adjunct to the lamp 
a on which it is equipment. 
k 


In exacting comparison with other lamp cords, 
PARANITE impresses by its pliability, its 
5: non-kinking features and its general all 
around “more than code requires quality. 


v Manufacturers of lamps find it ideal to use. 
Dealers know it possesses innumerable points 
applicable to the sale of lamps. Users depend 
onit for the utmost in service—and they get it. 


Your trade can have PARANITE in parallel 
or twisted pair in 250 feet lengths packed on 
handy reels or in 1000 to 1500 feet lengths 


in standard shipping cartons. 





heen 
INDIANA RUBBER & INSULATED WIRE COMPANY 
CHICAGO JONESBORO, INDIANA NEW YORK 
140 S. DEARBORN ST. KANSAS CITY Los ANGELES THE Se co. 
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Square D Pledges Con- 
tinued Cooperation With 
Jobbers During 1927 


Continued cooperation with and protection for jobbers, a 
forceful trade and national magazine advertising campaign 
and aggressive selling effort are features of the Square D Com- 
pany’s policy for 1927. 


As before, business on both industrial and entrance switches 
will clear through jobbers and Square D salesmen will work 
in the territories where they both close business and do mis- 
sionary work—a policy that has been a great factor in the 
enormous growth of the safety switch market. 


Square D will continue building switches 
for every requirement—a complete line for 
all types of duty from the severe industrial 
application to the low priced switch for in- 
frequent operation. 


In addition to active cooperation of the 
Square D sales organization, resultful adver- 
tising literature will be placed at the disposal 
of jobbers. 


Through this policy it is our intention to 
make even stronger the position of our job- 
bers and the Square D Company. 





(95) 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. 
BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 
burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 
Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 


New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis, 
Springfield 


SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT“ 
BRANCH OFFICES: Toronto, Montreal 


SQUARE D 


Safety Switch 











10. It decreases labor turn-over an 
wasted time on the part of sale 
people. 

“These points or most of them hay. 
been proved by actual tests and | 
could give you definite figures if you 
want them. 
“T dare say your total expense in th: 
store is at least 25 per cent of your 
gross sales and so the necessary in- 
crease in volume of sales per montli 
to justify the added lighting expense 
is but $140. I believe because of the 
added attractiveness of the store you 
could increase the mark up at least five 
times 44 cents on the 100 dollars and 
you could not only sell as easily as at 
present but your customers would be 
getting better value. Or if the results 
in other stores are a criterion you 
ought to add from $500 to $1000 
monthly to your sales because of bet- 
ter light.” 

Styles—‘“‘Well, I won’t say I’m con- 

vinced but I do want you to come over 

to the store and make a _ thorougn 
lighting analysis and cost estimate on 
better lighting, will you?” 

Figure—“Thank you Mr. Styles, 

that’s exactly what I want to do. 

Perhaps the idea of artifically light- 

ing your windows in the daytime to 

eliminate the reflection of buildings 
across the street may interest you too. 

We'll look into it.” 

Styles—“My gosh, can you do that 

too.” 

Figure—‘Oh yes, and the expense rs 

a lot less than the value. By the 

way, speaking of economic advantages 

of proper lighting and also of stores, 

I saw just the other day a brief re- 

port where the writer estimated the 

cost of lighting a glass show-case 10 

feet long with more lamps and re- 

flectors than I have ever seen in a 

single show case and he found that if 

two more shirts a week were sold out 
of the show case, the entire lighting 
expense of the case would be paid for 
by the profit on those shirts. I’m still 
waiting to find out if that sort of 
lighting was used and if it did sell 
the two additional shirts. Personally. 

I'm sure it would sell more than two 

additional shirts.” 

Styles—‘‘That’s interesting. And sav 

—don’t forget I have show cases. If 

they need lighting up, I guess you'd 

better figure that in too.”’ 


Figure—‘“‘All right, sir, and now I 
won't keep you any longer, gentle- 
men. Good-bye.” (Exit). 
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Molded Plural Plugs—Switches—Attachment Plugs 
—Heater Connectors—Cord Sets—Flush Plates and 
Electrical Devices Manufactured to a Higher Stan- 
dard of Quality—Sold to Insure a Higher Profit for 
Both Jobber and Dealer 







The Season's Greetings 


ITE 





TRADE MARK REG. 





REYNOLDS SPRING COMPANY 
JACKSON, MICHIGAN 








Boston : New York : Philadelphia : Atlanta : Pittsburg : Chicago 
Detroit : Dallas : Kansas City : Les Angeles 
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Styles—‘‘Good-bye.” 
Warm Up Davenport—‘‘So long.” 

Davenport—‘Well, Ed, if you co. 
play geif like that young feller « 


autumn sales with sell lighting, you'd be shooting ’em 


par. 


e Styles—‘T’ll tell the world.” 
RTAIN 
STAR-Rite i 
* * * 


Electrical Lea f Rhod 
The most cold-blooded of dealers is vie 7 J 


bound to see the sales-warming possi- The fact that the Electrical Leagu 
bilities of STAR-Rite cold-weather spe- | of Rhode Island is able to hold a din 


cialties. ner meeting each month throughout 
the winter months all of which are 
STAR-Rite points the way to beat sales | very well attended and that the R. 
quotas on autumn and holiday lines. | I. Co-operative Electrical Outing held 
ey ue Un ar tee, in August each year is such an out 
Deep aluminum grids. $9.00. In Here are electrical appliances nationally | standing success is a tribute to the 
known for quality, to sell at prices | Rhode Island jobbers and their sales- 
which make them essentials in every | men. The jobbers and their sales- 
wired home— men are the distributing channels for 
tickets and it is in no small measure to 
Items whose beauty of design and finish | them that these meetings are such a 
make them ideal Christmas gifts for | Success. 
every member of the family. The notice sent out for the Novem- 
ber 18 meeting stated, “Get your 
Tell your dealers to run STAR-Rite | tickets at Belcher & Loomis, Graybar 
windows for cold-weather and Christ- | ©9-, Union Electric Supply, or Wet- 


mas sales—cash in on the big national | ™ote-Savage.” Although close to 
advertising Thanksgiving this meeting was very 


TOASTER well attended indeed. 
Highly polished nickel finish, non- Red Book—November Lester Crandall, chairman of the 


cane ee Satusd 3 ‘no Post—Novem- | Prostam committee presided and there 
ey ee were two speakers. H. Nelson Street, 


_ A ber 6th and 20th secretary of the Retail Merchants 
oo _ Liberty—-November 13th. Division of the Providence Chamber 
Good Housekeeping—November. | of Commerce, spoke on the general 
subject of co-operation. Most of his 
- Warm up your autumn sales—make | talk, however, was confined to the 
any styles and grades from a . 
which to select. All are complete the figures climb above the quota. credit bureau of the Chamber of Com- 
ca Sher ar oe Phas merce. This bureau has the record of 
virtually every retail customer of the 
merchants of Providence. This means 
everyone in the trading radius of the 
city. The data available is the result 
of co-operation. 


WAFFLE IRON 





CURLING IRONS 


Mr. Street’s address was followed 
by one by Rev. John Nichol Mark of 
HEATING PADS Fall River, Mass. Mr. Mark has a 


MODEL C HEATER ius S cl 
6 LB. IRON ite time ant te tom fund of stores, just enough of a Scotch 
14” copper reflector, heavy three-heat models in tan or | accent to make his deliverv very 
wire guards, cast iron base An iron for perfect ironing. Spe- attractive plaid combinations : : 
with green gold finish. Com- cially shaped tip for a and _ “The ‘G00 to $10.00 pleasing and is a person filled to the 
= with cord and plug. ruffles. A hotter tip for better old rose. 00 to rs ' . Mo 
36 In Canada $7.50. ’ service. $3.95. In Canada $5.00. slightly higher in Canada. brim with enthusiasm. Just how pop 


ular he is with the League members is 


indicated by the fact that this was 
his second appearance as a speaker. 
Last year he addressed one of the 


meetings. 


ELECTRICAL NECESSITIES At this meeting, he spoke of Rob 


Fitzgerald Manufacturing Co., Torrington, Conn. | ¢*t Burns, the man and his message. 


Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont., He divided his address into four parts 
Makers of the Famous Never-Leak Cylinder Head Gaskets speaking of Burns as a_ religious 
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JOBBER’S REPORT: 





that this New Automatic Electric Toaster 
for the home has gone over in big league style 


If you want to add this profit-maker to 
your line— mail the note below NOW 


“Our men got 95% distribution for the 
Toastmaster Automatic Electric Toaster 
on first calls,” states an Iowa Jobber. 
“Express 144 Toastmasters,” wires a 
Chicago Jobber one week after stocking 
this novel toaster. 


Reports and wire orders like these com- 
ing in from all sections prove one thing 
—that the public is buying the Toast- 
master. Hence, it is a real profit-maker 
for jobbers and dealers alike. 


Nothing Else Like It 


The reason the Toastmaster has gone 
over in such big league style is simply 
this. It is the first automatic electric 
toaster for the home. A toaster which 
makes perfect toast every time—with- 
out watching, without turning, without 
burning. 


Just 3 simple, fascinating operations and 
the toast is made. |. Drop a slice of 
bread into the oven slot; 2. Push down 
the two levers; 3. Pop! Up comes the 
toast when it’s done—and the current is 


automatically turned off. The result— 
golden-brown toast. Crisp and crunchy 
on the outside. Soft and tender on the 
inside. And always piping hot. 


Used in Famous Eating Places 


You can sell the Toastmaster with per- 
fect assurance that it will “stand up.” 
For it is a small edition of the Strite 
Toastmaster which has been used for 
years in famous restaurants, hotels and 
sandwich shops. It has been tried and 
tested and found highly successful un- 
der actual working conditions. 


Act at Once! 


As you know, the easy sales and quick 
profits always come with a new proposi- 
tion—such as the Toastmaster offers 
now. So we urge you to act at once. 


Read the 20 specific selling features 
shown at the right. Then tear out the 
note addressed to your secretary in- 
structing her to write for complete in- 
formation—list price and jobber and 
dealer discounts. No cost or obligation. 




















iden: - : % 2 























the oven slot. levers. 


j] Prop the bread into gQ Press down the two 





3 Pop! When the toast 

is done, up it comes— 
and the electric cur- 
rent is automatically 
turned off. 





~~ e242 EE EE SE EE SE SE SE SE SE ES 





apolis, 
send me list price and jobber dis- 
counts and full details of the new 


x. 


BAAABARRRSRRRRERERRRERE SRE SEE SEEEE SE 


Note to Secretary 


Write Waters-Genter Com- 
pany, 215 No. Second Street, Minne- 


Minn., 


Toastmaster propositon. 


instructing them to 


20 
Reasons Why 


The Toastmaster 
will sell quickly 


New and different. 

The only 100% automatic electric 
toaster. 

Attractively finished in flashing 
nickel. 

Toasts 2 sides of bread at once and 
takes a larger slice than most toast- 
ers. 


Toast is always piping hot when 
served due to enclosed oven. 
Toast kept warm by retained heat 


Toasts bread to individual’s liking. 


Fascinating to use. 


3 simple operations do the tricl 
Electric current shuts 

matically. 

No watching—no turning—no burn- 
ing. 

Same as used in famous 

and restaurants. 

Other duties can be done while 
toast is being made without fear of 


burning. 


Impossible to overheat and burn 
out heating elements. 


Hard rubber legs prevent 
of tablecloth or marring table 


Makes perfect uniform toast. 
Saves electric current. 


Prevents burning of fingers. 


Easily operated—even by a child. 
So well constructed it will outlast 
any other toaster 


SeBSBeVeseesssessasss of 
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MEETING 
CENTRAL STATION 
REQUIREMENTS 
—EXACTLY 


Since 1899 | 
We’ve Been Doing That! 


In the designing of meter test switches meeting the regulations outlined 
by the individual central station, we have always been watchful that 
the designs approximate the ultimate in the practical needs of the con- 
tractor. 


Every MURRAY SWITCH does provide generous space allowance for 
wiring and fastening of lock nuts, and there is an absence of delicate 
parts which can easily get out of order. We are not enlarging on the 
facts when we call them “‘the easiest switches to wire that are made.” 


MURRAY SWITCHES do save money for the contractor, even though 
they do not cost less than equivalent switches on the market, and that 


saving, is in reduced wiring time. 
Into every MURRAY SWITCH is incorporated our over-a-quarter cen- 


tury experience and engineering skill, and this means to the jobber a 


real profit-making, customer-building line to handle. 


MURRAY 


METER SERVIGE: eae 











Metropolitan Device Corporation 
1250 Atlantic Ave., Brooklyn, N. Y. 


MINNEAPOLIS CHICAGO SEATTLE 
PITTSBURGH DETROIT ST. LOUIS 
PHILADELPHIA BOSTON 


[ teacher, as a humorist, as an anii- 
militarist. and as an internationalict. 

In his report, Harry E. Dawson, 
secretary of the League, stated that 
there was a good enrollment in tlic 
lighting course being given as an ex- 
tension course by the Rhode Island 
Lighting Institute at Brown Univer- 
sity. This course is not merely a serics 
of lectures but is conducted as tl 
other extension courses of the uni- 
versity are being conducted. This is 
the first year that so thorough a light- 
ing course has been offered to the peo- 
ple of Rhode Island. The class meets 
every Monday night at the lighting 
laboratory that was equipped last 
Spring. 

On December 16, Mr. Dawson an- 
nounced the League will hold its an- 
nual Christmas frolic. Last year the 
frolic brought an attendance of 178 
and it is expected that there will be 
an even larger number present this 


year. 
* * & 


An Interesting Story of the 
Florida Disaster 


On Friday afternoon, September 
17, and continuing all of the next 
day, there struck across the center of 
Florida one of the worst hurricanes 
that has ever visited any section of 
this country. Loss of life and prop- 
erty damage amounting to many hun- 
dreds of thousands of dollars resulted. 
On Sunday morning, September 19, 
the citizens of Miami and surrounding 
towns emerged from what remained of 
their wrecked and demolished homes 
to undertake the tremendous job of 
reconstruction. 

At first glance, a seemingly hope- 
less task. But let a witness and an 
active participator in the reconstruc- 
tion program—A. D. Hammond, sales 
manager of the Miami branch of the 
Graybar Electric Co.—tell of the 
events that transpired, the wreckage 
caused, the heroic steps taken in the 
program of rehabilitation, and the 
part that modern systems of distri- 
bution played in making possible the 
speedy reconstruction of Miami. 

On Tuesday, September 21, Mr. 
Hammond wrote the New York exec- 
utive offices of his company, the fol- 
lowing report: 

“This is the first minute I have had 
to send you any kind of a report re- 
garding the storm—and now I hardly 
know where to begin. I wish I had 
the words to describe to you the de- 





struction at Miami. Practically all of 
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At Home with the Popular New 


SWITCH and RECEPTACLE 
COMBINATION 





Recommend No. 8998 for 


Breakfast Nooks — for lighting 
switch and toaster or percolator 
plug. 

Kitchens — for lighting switch 
and iron or washing-machine 
plug. 

Pantries — for light and electric 
refrigerator plug. 

Halls — for light switch and 
cleaner plug. 

Bath Rooms — for lights and 
electric heater plug. 

Bed Rooms — for dressing-table 
lamp and electric curling iron 
or vibrator; or for lights and 
heating pad. 

Porches — for porch light and 
washing-machine plug. 
Offices—for overhead lights and 
dictating or multigraphing ma- 
chine; desk fan or lamp. 











HERE’S where you give the Contractor a hand in 
making electrical service still handier. 


He can double the service of switch or receptacle 
with the Switch and Receptacle Combination— 
bringing a two-fold convenience through one wall 
plate. | 


As usually wired, the Switch part (No. 8602 Tumbler) 
controls the lighting. While the Receptacle part 
takes the attachment plug of any electric appliance. 


Add to the list of specific uses the value of the new 
idea—in showing your Contractor-friends the /atest. 


With data on the Switch-and-Receptacle may we 
mail you the HeH new Catalogue “‘S”’ if 
you haven't this book-full of sales - leaders? 
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TRIANGLE RIGID STEEL CONDUIT 



























TRIANGLE RIGID STEEL CONDUIT TF ANGIRDND 


“NOW, BOYS~ 


We will discuss Triangle Products -- 
Rigid steel conduit ready /delivery 

January 11927.is the latest addition - - 
It makes their line complete. 























‘‘Triangle Rigid Steel Conduit will be furnished 
electro-galvanized or enameled. It is manufac- 
tured in all sizes, from steel skelp to finished 
product, under one roof. Elbows, couplings and 
special bends, of course. 





“THIS LOOKS LIKE A GOOD BET TO ME" 
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' PRINT IN BINDIN 
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NGEENDUIT | [TRIANGLE RIGID STEEL CONDUIT | 




















ARTERIES 


FOR 


ELECTRICAL SYSTEMS 





1. Armored Conductors, Round 
and Flat 


Flexible Steel Conduit 
Flexible Non-Metallic Conduit 
Rubber-Covered Wire 


Non-Metallic Sheathed Cable j REG. PATENT OFFICE 
(‘*Triex’’) 


6. Rubber-Covered, Lead 
Encased Wire 


7. The Triangle Armored Cable Tool 
8. Rigid Conduit, Enameled and 
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LINQNOD WAALS AIOIW AIONVIOL 











































Galvanized > 
‘‘Making it easy for the contractor’”’ . 
TRIANGLE CONDUIT CO. zZ 
INCORPORATED 7 
General Offices: Factories: j m 
Dry Harbor Road and Brooklyn, N. Y. 
Cooper Avenue Chicago, Ill. _f D 
Brooklyn, N. Y. Butler, Pa. o 
0 
x 7) 
: : 
; F 
ee 
O 
: 5 
i A " Ms 
Ae | a 
% a. 














‘y 


GRRND UIT TRIANGLE RIGID STEEL CONDUIT 





BINDING 
































90 





THE JOBBER’S SALESMAN 








rr 
ss 


THE LATEST ITEMS IN 
THE GRAHLING BROS. LINE 


os FOR THE 






ELECTRICAL 
No. 555 J OBBER 
ae The Grahling line of residential 







lighting fixtures is well worth the 
investigation of any jobber desir- 
ing to make more profit in his fix- 
ture department and wanting an 
exclusive line. 





* Fixtures shown 
finished in copper 


Polychrome. 


1 
. 
; 
é 
4 


a 


Grahling fixtures are 
merchandised solely 
through the jobber. 
Only one jobber in a 
territory handles our 
line and this exclu- 
siveness insures him 
against competition 
and price cutting 
when going after or- 


ders for Grahling fix- 


tures. 





No. 535 
Five Light Ceiling 





1921 Bast Sixty-First STREET 
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the beautfiul homes here are destroy 
ed.or badly damaged and all the lux 
urious tropical shrubbery on th 
grounds of these homes is absolute], 
wiped away by water, sand and wind 
No words at my command could be 
gin to describe the damage. 

“First, I’ll say no one of our em- 
ployees was hurt seriously. Most all 
of our people were and are still home- 
less. I have had to spend the night 
with friends as the roof of our apart- 
ment was blown off and practically all 
of our personal belongings are ruined. 
All buildings in the stricken area— 


‘both large and small—were damaged 


to some extent. 

“The front plate glass window in 
our office was blown out, the rear 
doors of our warehouse were blown 
down, and some of the roof paper 
torn away. The buildings across the 
street from us, however, were com- 
pletely demolished and in _ looking 
around at some of the other buildings 
we feel that we suffered less than 
most. The material damage to our 
stocks was small. 

“With reference to the part we took 
in assisting in the reconstruction, we 
feel that the Graybar organization 
lived up to its reputation in rendering 
prompt and efficient service. Never in 
my entire connection with the com- 
pany has been ‘demonstrated more 
forcibly the very fine service a dis- 
tributing organization like Graybar 
has to offer in cases of emergency 
than it was in the case of this disaster. 
We gave the power companies a part 
of nearly everything they needed with 
which to begin reconstruction, and es- 
pecially is this true of construction 
tools and linemen’s body tools. No 
other companies apparently had any, 
while we seemed to have them in 
abundance. 

“You will be interested to know the 
time required to fill some of the many 
requirements. Not until Monday 
morning, September 20, were we able 
to learn just what the power company 
needed most. The list as compiled 
included transformers, lamps, an- 
chors and anchor rods, hardware of all 
kinds, insulators, distributing racks, 
pins, brackets, wire solder, friction 
tape, rubber tape, guy wire, construc- 
tion tools, poles and linemen’s tools. 

“Immediately upon finding out the 
power company requirements, we be- 
gan delivery. The initial order was 
filled on the same day and delivered in 
20 truck loads. It was well up into 
the night when the final order was 
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H. G. HEMPSTEAD, President 


CROWN CLECTARCA, a Co. 





St.CHar es, IL. 


November 26, 1926. 


AN OPEN LETTER 
TO GROWNCO DISTRIBUTORS AND THEIR SALESMEN 


We want to take this opportunity of thanking 
you for the splendid business you have sent us this year, and 
although "Crownco" was new to you we know you have found it 
pleasant as well as profitable to sell. 


There are lots more good things in store for 
you the coming year. Let's.,make it a record breaker. 


At the factory we have been working and laying 
out plans to make 1927 the largest in our history. There are 
many improvements among which are NEW NUMBERS all laid out in 
sketch form. 


SOMETHING NEW that will make a hit with both 
you and your trade. There NEVER HAS SEEN ANYTHING LIK™ IT BE- 
FORE. 


With this layout you can sell any type of fix- 
ture job. It's remarkable how easy it is, and for the CENTRAL 


STATION we have a new thought that pays them big returns. What's 


more we will prove to you that it’s easy to sell this new set 
up, which to you, mean3 re-orders in good quantity. 


Yes, 1926 was good, and we know of no other 
lihe that has proven so successful in so short a length of time. 
add to this what we have to offer for 1927 and you will agree 
with us there is no reason why we can’t make it a record break- 
ing year. 


Yours for continued success. 


CROWICO DIVISION OF THY CROWN ELECTRICAL MPG. CO. 


Madines Bion —7 


Sales Manager. 


P. S. You other Jobbers Salesmen who do not sell the "Crown- 
co” line check up and see if this isn’t just the line of 

lighting fixtures you have been telling the boss you wanted to 
sell. 


W. J. CAMPBELL, Secy-Treas. 
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PERFECTION 13 NOT AN ACCIDE! 


EAGLE ELECTRIC AND 
RADIO SPECIALTIES 
ARE GOOD LEADERS 


™, 







No. 317 Curling Iron Element 


Starting with only the Eagle 
Plug years ago, we have built up 
a line of electrical and radio spe- 
cialties that is today widely known 
for its excellent assortment as well 





No. 415-A 
Cone Glocoil 


as for its price and quality. 





No. 300 





; No. 415-B ga 
f Horizontal Glocoil § 
% 





Eagle Electric and Radio Spe- 
cialties are easy to sell and are 
leaders for the larger items in your 
catalog. Look over this page of 
representative Eagle items (there 
are 74 in the line) and you'll see 


10 reasons why you should handle 
192 7—and 





No. 475 
Eagle Winker 





No. 100 
Eagle Plug 


Eagle products in 
every year to come. 







“a i Every One 
ay Up a Jobber 
Eagle Appliance Cord Product 


No. 415 Straight Glecoil 











No. 235 Window Leadin 


No. 245 Radio 
Ground Clamp 


EAGLE ELECTRIC MFG. CO. 


59 HALL STREET 


BROOKLYN, NEW YORK 




















made. On the same day, we were cal!- 
ed upon to supply a carload of bare. 
copper wire. This was received j 

Miami about three days later. 

“We were called upon also to fur 
nish all the weatherproof wire Nos. 2. 
4 and 6 we had in Jacksonville stock 
and approximately 70,000 pounds left 
Jacksonville on Monday by express, 
arriving in Miami the following day. 

“In addition 40 carloads of poles 
were ordered September 20 and the 
shipment began the following day. 
The entire quantity was delivered 
within a few days, the poles arriving 
in Miami in time for the men to be- 
gin using them. These poles were 
shipped from Chattanooga and Mobile. 

“All of these orders were handled 
by wire from West Palm Beach, Fla., 
it being necessary to drive through in 
an automobile. Most of the messages 
were relayed through the Jacksonville 
office. 

“One instance of service given was 
an order for 1,000 street lighting fix- 
tures which also came through on 
September 20. The units were ship- 
ped by express and arrived complete 
in Miami on the 25th. 

“On Tuesday, September 21, 20 
truck loads of weatherproof wire 
were delivered to the Miami Power 
Company. 

“T feel optimistic about the future. 
I feel certain that the disaster means 
merely a repetition of similar catas- 
trophes. It is the clearing and the pav- 
ing of the way for a bigger, better 
and more beautiful city and the en- 
tire East Coast district between West 
Palm Beach and Miami. It was a 
compulsory disposition of many of the 
shacks and eye-sores that were thrown 
up during the boom period of the past 
two years. I am not forgetting the 
many good people who lost all their 
possessions, but the people in this 
district at this time are mostly pio- 
neers and the American pioneer has 
always carried through every aim and 
ambition of his life. 

“The whole thing has been terrible. 
We have worked day and night trying 
to get material to the power compa- 
nies. No light, no water, no nothing-—— 
I am writing this by candle light and 
without fans, and it’s almost unbear- 
able.” ess @ 


Davis Promoted 

F. E. Davis, for many years con- 
nected with Forbes Supply Co., Port- 
land, has been named manager of the 
Oregon branch of that company. 
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A loaded cage of ‘‘Central’’ Pipe in conduit lengths 








ed in the enamel and a loaded cage 
k’’ Conduit in the enamel vat. 


ipp 
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The Baking Ovens where the enamel coating of ‘‘Central Black’’ 


Conduit is baked and set. 


COATING 
‘““Central Black’’ Conduit 


L OADED cages of pipe are carried 
on monorails over the dipping 
tank and by means of a hoist are im- 
mersed in the black enamel. 

After enough enamel has been thor- 
oughly absorbed, the cages of loaded 
pipe are withdrawn from the dipping 
tank and placed in a drying room to 
drain off excess enamel and to allow 
the coating to set. 

From the drying room the cages go 
to the baking ovens. Here the enamel 





Pr Tf éHe Uk Gc 


is baked for a certain period of time at 
a temperature that will cause it to set 
so that there will be no tackiness per- 
ceptible to the touch. The surface and 
interior are smooth, dry, and hard—im- 
pervious to both heat and moisture. 
Tests are made daily to insure in 
“Central Black” the conduit qualities 
necessary for uniformity—ductility of 
pipe, appearance, thickness, and elas- 


ticity of coating. 
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ONE AMONG MANY 


Armored Cable—that is good armored cable—is a prod- 
uct requiring skill to produce and an up-to-the-minute 
plant to produce it in. 


If the wire used is made without joints, is well centered 
in the rubber, and well braided—if the armor is 
wound just right, not too tight nor too loose, so it 
will not slip and will strip easily—if there is a 
nice degree of flexibility—if the armor is locked 
so it will not open up when flexed—if the steel strip 
used is soft steel and efficiently galvanized to prevent 
corrosion and is standard and uniform in thickness—if 
the coils contain the actual footage with which labeled 


THEN, AND ONLY THEN, IS THE PRODUCT FIT FOR THE JOBBER 
TO STOCK OR THE CONTRACTOR TO USE 


“RED SEAL’’ Is all that---The Cable Without A Flaw 


(WCE (Af (TEI Ga hed epee west 


That is a bold statement. It is supported by our guar- 
antee covering every coil—every foot. A sample will 
show; but better still stock an order and let your trade 
pass judgment. The contractor will learn with his first 
lot how nicely ‘““RED SEAL” works, how it stays put— 
that he doesn’t have to fight it into his work—how easily 
it cuts, how nicely it trims—how it saves time and labor. 


With “RED SEAL” the jobber builds confidence of cus- 
tomers; the contractor will insist on it after his first expe- 
rience. The workman knows—and “RED SEAL” is 
his idea of what an armored cable should be. Fifteen 
minutes lost time on a coil at his pay is $1.50 loss per 
thousand feet. Save this loss by having “RED SEAL” 
on hand to service his requirements. It is the best 
armored cable on the market, barring none, for it is 


THE CABLE WITHOUT A FLAW © 


Samples and Literature On Request 


American Circular Loom Co. 
90 West St., New York 


Pittsburgh 
206 Bessemer Bldg. 


Denver 


1940 Blake St. 


Boston 
164 Federal St. 


Philadelphia 
116 So. 19th St. 
Atlanta 


Atlanta Trust Co. Chicago 
Bidg. 557 W. Monroe St. 


Portland 
346 Sherlock Bldg. 


Buffalo 
417 Bramson Bldg. 


Los Angeles 
310 E. 4th St. 


Regular Finish 
F. M. Bostater, of the Standard 
Electric Stove Co., Toledo, says that 
these two samples have nothing at all 
to do with Standards, but illustrate 




















just what is meant by regular finish. 
Standard regular finish is a rich lus- 
trous black that will last a lifetime. 
The two samples herewith were snap- 
ped by F. M. Bostater on one of his 
Sunday jaunts out of Birmingham 
and sent in with some of his other 
snap shots. 

He says that the color of these 
samples was a rich lustrous black, and 
in his estimation would last a life- 
time. We believe him for we have 
never seen any of it change color, 
chip or flake off. 


a 


Lindley Holds Lamp Meeting 

The Lindley Electric Supply Co., 
Philadelphia, held a lamp meeting for 
its agents on October 26. 

After the dealers were introduced 
to the members of the Continental 
Lamp Division which now has its 
home office in Philadelphia, a lighting 
demonstration was given in the spe- 
cially equipped demonstrating room 
of this division. 

In the evening a dinner was given 
and the men were entertained by the 
“Lescodians,” Lindleys own electrical 
“Jazz” orchestra,—and the boys are 
good. 

The moving picture “Nela Park” 
followed, after which H. H. Green 
spoke on the new line of lamps. The 
playlet ‘Merchandising Lamps” was 
then given and the meeting closed 
with a talk by E. D. Striker on “Ad- 
vertising for the Dealer.” 

Sweeten & O’Donnell, lamp agents, 
co-operated in making the meeting a 


success. 
&.& * 


Vasen Adds to Warehouse 


Geo. B. Vasen, Quincy, Ill., has 
built a new warehouse in the rear 
of its present building for the stor- 
age of conduit, line material and to 
house its trucks. 
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New 





Sales 


» 


CO-OPERATING 
FOR PROFIT 
e 





XCLUSIVE territory on an exclusive commercial 
lighting unit, and absolute protection on both 
prices and merchandise, proved a most substantial 
money making proposition for our jobbers in 1926. 


During the coming year we are giving even more. 


For 1927 we have developed a new sales plan which in- 
cludes not only exclusive rights and absolute protection, 
but which creates for the jobber vastly increased sales. 


If Interested, 


starts 1n 


1927 
Vk tm A \\ 


JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.’ 


"49, 


Plan & 






Vln. 


There is nothing experimental about this plan: every 
feature of it has met the test and made good under the 
hardest competitive conditions. But so far as the glass 
industry is concerned, it is new. You can get no such 
co-operation from any other manufacturer. 


This new plan is now ready for your consideration. 
Since it is based upon exclusive territorial rights to an 
exclusive line of commercial lighting glassware, we are 
compelled to adopt the first-come-first-served policy. 


Write Today 


CONSOLIDATED 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 
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Standard 


ELEC A RIC 
RANGES 














Model 850 pb 
COMBINATION ELECTRIC-COAL 


COOL WEATHER RANGES 


This is model No. 850. Another rea- 
son why the Standard Line is the line 
to handle. 


A coal section with deep fire box and 


water coil. An electric oven, aluminum - 


lined. Three hot-plates and the well 
known Standard cooker. There are 
three other sizes in the catalog. 

The Standard Line is full of such good 
things. Articles which make the sale 
and bring you profit. 

The Standard Franchise is still open in 
some territories. 

Get Catalog Fifteen and investigate this 
wonderful, versatile line. 


The Standard Electric Stove Co. 
DEPT.—JS 
TOLEDO, OHIO, U. S. A. 














Send catalog and tell me about your line of 


cooking devices and water heaters 





























Osgar Pliers 


(Continued from Page 12) 


Well, he says, reaching for the 
book, let me see how much you pai. 
he says, and III tell you, he says. 

How much, I says, is No. 12 R: 
today, putting the book away. 

Hoping you are the same, 

Respectively, 
Osgar Pliers. 

P. S. The morale is dont start 
nothing you cant finish and dont sock 
a customer when you come in or go 
out. 





Revere Acquires Large 
Quarters 

The Revere Electric Co., which has 
been located at 489 Plymouth Court, 
Chicago, since it was organized seven 
years ago, has arranged to take over 
a building consisting of three stories 
and a basement at 757-759 W. Jack- 
son Blvd. This change will give the 
company a floor space of 40,000 sq. 
ft., an increase of 100 per cent over 
its present capacity. The main floor 
is ideally laid out for fixture and 
display rooms. Shipping and trans- 
portation facilities are available in 
a far greater measure than they were 
in the old location. The new quar- 
ters will be occupied on January 1. 

Van N. Marker, president of the 
company tells an interesting story of 
its development. When the old build- 
ing was secured at the time of the 
company’s start in business, grave 
consideration was given to the pos- 
sibilities of renting the third and 
fourth floors. It was figured that 
they would not be needed in the 
business. One year later, however, 
found the walls of the entire build- 
ing bulging with stock. Extra ware- 
house room was secured here and 
there until the stock was scattered in 
six different places. For several 
years the company has been search- 
ing for larger quarters, but were un- 
successful in obtaining them until 
the opportunity of which it availed 


itself appeared a few weeks ago. 


* * X* 


Southwest GE Holds Lighting 
School 


The Southwest General Electric 


| Co., of Oklahoma City, held a two- 


day school of scientific lighting for 
the dealers in the territory covered 
by that branch. F. B. Hathaway. 
manager’ of the Oklahoma City 
branch, was in charge of the meeting. 
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—And Now We'll Discuss 


The “Raco” Line 


A TYPE FOR EVERY INSTALLATION 





HB Straight Bar Hanger 


<= a” if) 


HD Deep Offset Bar Hanger 








ex === 


HS Shallow Offset Bar Hanger 








HO Old Work Bar Hanger 


Po itiiniien 


HC Universal Box Cleat 





RACO 


a> 
=, 


SU-10 “Raco” Cable Box and Straight Bar 
nger 





Showing ‘“Raco’’ Extended Ears and Lath 
Support Applied to “‘Raco’”” MC Box for BX 





BIRMINGHAM 
BOSTON 
CLEVELAND 
DENVER 


DETROIT 
INDIANAPOLIS 











“‘Raco” Patented Bar Hangers 
and Set-Up Boxes 


The ever popular and practical ‘“Raco’’ Bar 
Hanger with stud has met with increasing demand 
by the trade. 


The newly developed Lath Support for Bar 
Hangers makes as complete and finished an installa- 
tion as was possible with the old style wooden strips 
or headers, by providing an easy method for secur- 
ing the cut laths at outlets. 


““Raco”’ Patented Extended 
Ear Boxes 


One of the recent outstanding developments of 
the industry is the ““Raco’’ Extended Ear Box furn- 
ished with these convenient supports attached 
ready for installation. No separate parts to handle. 


The adjustable feature of this type of support, 
applied with screws either to ends of box for 
Switches, or sides for Receptacles, is one of the big 
factors in their popularity. 


MR. SALESMAN: 


Despite these conveniences, there are some ter- 
ritories still using old and wasteful methods of in- 
stallation. 


Increase your sales and profits in 1927 by preach- 
ing the gospel of better and quicker installations the 
““Raco”’ way. 


ROACH-APPLETON MANUFACTURING CO. 


3440 N. KIMBALL AVENUE, 


CHICAGO, ILLINOIS 


LOS ANGELES SAN ANTONIO 
MINNEAPOLIS SAN FRANCISCO 
NEW YORK ST. LOUIS 
PHILADELPHIA SEATTLE 
PITTSBURGH TAMPA 


PORTLAND TORONTO 
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JEFFERSON 


Guaranteed 
Products 


XTENSIVELY 
nationally sold. Built 
world’s largest makers of 
transformers. 
Attractive literature and _ selling 
displays for dealers. 


advertised and 
by the 


small 





JEFFERSON “CONCERTONE” 
AUDIO TRANSFORMER 


“It’s Sealed”’ Mois- __ <i 
ture will not af- my 

fect it. Evenly 
amplifies all notes 
from the lowest 
(30 cycles) to the 
highest (10,000 


cycles). 


f 
a 
S 


ey) 





JEFFERSON TUBE CHARGER 


(patented) 


Keeps tubes 
like 
without re - 
moving them 


from set. 


new 





Shows the rel- 
ative efficiency 


of radio tubes. 





BELL-RINGING 


TRANS- NOV.LINE so 133¢y 
FORMERS Paar at 
with outlet box 
Easily, 
installed. 


—— @ 
~ 
make a 


line of C A 


, 
trans- Wc” 


cover. 
quickly 
We 
complete 
bell-ringing 
formers. 


also 





Complete _ line 
guaranteed to 
deliver their 
full rated ca- 
pacity. Heavier 
core and wind- 
ings. 





Jefferson makes the best small transform- 
ers for every known use. 


Jefferson Electric Mfg. Co. 


Largest Makers of Small Transformers 
513 So. Green St. Chicago, U. S. A. 

















| 
| 
| 


| cash? 
| ers how to negotiate bank loans, and 


Another Jobber Adds Fixture 
Room 
The Southwest General Electric 
Co., Dallas, Tex., has put in complete 
fixture display rooms at Dallas and 
Houston, Tex. 
x * x 


Credit Judgment 
(Continued from Page 6) 
tive knowledge as a matter of policy, 
on credit matters, prevents a good 
deal of this class of all-around dis- 


| appointments. 


“Many retail businesses fail 
through lack of capital. The owner 


reaches the point of saturation on 


| what credit he has, has worked hard 
| to attain a certain position in busi- 


ness, but has no means of acquiring 


more capital. Sometimes $500 cash 


| in hand will mean $3,000 or $4,000 


more credit. But how to get the $500 


Our salesmen advise custom- 


how to borrow money from (ther 
business people on notes, or to obtain 
guarantees upon orders placed with 
jobbing houses. We feel if a customer 
has spunk character 
enough, to convince a sound business 
man in his own community of his 


enough, and 


worthiness for a cash loan, or a guar- 
antee, that he ought to be a good 
risk for us to extend credit to. And 
a down cash payment in this case 


may mean a good credit extension. 

“We figure out the customer’s busi 
ness on a curve of probability. 
man with only $2,000 eapital shoul« 
not undertake a $20,000 job. Fo: 
in that case he is speculating wit! 
his time and our goods, if we giv: 
him the materials. Also, he is bid 
ding against too strong competition 

“How this may work out is easily 
the building 
business. A big contractor bids low 
on a job, maybe cost only, because hx 
employs a big crew and wants to keep 
his men tied to him and going. A 
small man learns of such a bid and 
ranges his estimates accordingly, not 
troubling to figure things out closely, 
but saying to himself that if so and 
so is bidding so much that must be 
about the right price. In such a case 
the small dealer, or contractor, is 
just bidding himself into debt. He 
is doing worse than working for noth- 
ing. We advise, and so do our sales- 
men, after getting the confidence of 
a customer, to limit competition to 
meeting that of people of his own 
class as regards capital. 

“The salesman of today must do 
business—profitable business—for his 
house, not merely sell. In a way the 
designation ‘salesman’ is getting to be 
misleading. Modern business requires 
executive ability and good judgment, 
along with sales power.” 


seen, particularly in 











No sir, these are not the entrants for “Miss America” contest, but they are the 


young lady employees of the Tel-Electric Co. of Houston, Tex. 
Marguerite Steinhagen; Ethel Rimel; Eddie Williford; Velvie Reddock; 


to right: 


Reading from left 


Lucille McArthur; Dorothy Johnson; Lois Jean Shumate; Ollie J. Gray; Helen 


Heffernan, and Josephine Franklin. 
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They Have — Learned 
What V. V. Fittings 
Will Do! 





V.. V. Tare 2 


Use as an A, B or BE Fitting 





REVERSIBLE | NS 
V. V. TYPE L 


Use as an LL or LR Fitting 


V. V. TYPE LFB 


Use as an LF or LB Fitting 





A Complete Line 








Men, the story of V. V. Reversible Fittings is so tremendous 
in its scope, so amazing when revealed to you, so great in its 
possibilities, it can hardly be grasped in this short space. 


This is a group of jobbers’ salesmen, who, attending their 
annual sales conference, have just learned of the V. V. line of 
“Reversible” Fittings. It is surprising to note the look of 
astonishment that comes over the faces of jobbers’ salesmen 
when the V. V. line is explained to them. Men, this isn’t just 
‘snappy’ advertising copy. It isn’t a “new approach.”’ It is 
just sound substantial facts. Salesmen out in the territory are 
finding an ever-increasing demand for our Fittings. 


Why ?—because they’re in a class by themselves—simplified in design, universal 
in application—all that the two terms imply. Take, for instance, the V. V. 
type | (illustrated on the left). It combines the type A, B, and BE Fittings. By 
placing on the cover in a reverse position, it becomes a type B or a type BE Fit- 
ting, and a straight pull in either case. That should mean something to you! 
It means cutting your stock and that of your customer in half. It means three 
distinct types at the cost of one. 

In the V. V. type L, the advantage of “Reversibility” is even more strikingly 
shown. This Fitting is either a type LL or type LR—either left or right by a 
turn of the wrist, so to speak. 

The type LFB Fitting is either a type LB or a type LF. 
ing in both the back and front. 

The type T Fitting is readily convertible to either a type T or type TB, by 
reversing the cover position as in the type |. 


It has a cover open- 


And so it goes throughout our line. 

The type 1, the type T Fittings and other types have openings of 90° which 
means that the two adjacent sides of the Fitting are open—a huge advantage to 
the wireman. 

For you to sell the V. V. Line means that you can “hit” your customer right 
where he likes it—in his pocketbook. 

With less than one-half the cost he can stock V. V. Fittings so designed that 
the four types mentioned will do the work of nine. 

—And we haven't said a word about the completeness of our line which 
includes the wonderful interchangeable Vapor-Proof Fittings, interchangeable 
round base Fittings, pull and splice Fittings, plugs and receptacles, pipe clamps 
and safety switches. 


V. V. Fittings Company 


Philadelphia 


Chicago 


New York 





705-715 Cherry St. 
710 W. Jackson Blvd. 
50 Church St. 
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SATISFIED 
CUS TOMERS 


REPEAT ORDERS 


WITH OSHKOSH POLE LINE 
CONSTRUCTION TOOLS 





Jobbers and jobbers’ sales- 
men readily appreciate what 
is likely to result when they 
sell a customer and satisfy 
him. It is just this—repeat 
orders always follow. Every 
jobber is after lines of that 
type. 

Oshkosh Pole Line 
struction Tools have been 
widely used for more than 
fifty years. During that pe- 
riod they have given. the 
utmost in service and satisfac- 
tion to all users. The inevita- 
ble result has been this— 
Jobbers handling the Oshkosh 
line have enjoyed regular re- 
peat orders and greatly in- 
creased profits. 


Con- 





OSHKOSH BARROW REEL 


The Oshkosh Barrow Reel 
is the ideal for electric light 
work. It is of rugged con- 
struction, being made of rock 
elm and braced and reinforced 
with steel. A wide bearing, to- 
gether with a long pivot and 
sleeve allow the reel to turn 
easily, no matter how heavy 
the coil of wire, but, will not 
pay out too fast thereby tan- 
gling the wire. Reel pins are 
adjustable for 12, 18, 21 and 
24 inch coils. 


Our jobber policy assures 
full protection to jobbers and 
allows them a good margin of 
profit. Write us about your 
sales problems on our line. 
You can have the benefit of 
our fifty years experience. 


LEACH COMPANY 
OSHKOSH, WISCONSIN 


OSHKOSH 


POLE LINE 
CONSTRUCTION TOOLS 





_ large a stock of some lines. 
| on consigned 


| packed to capacity. 
' the big event approached, the 


More Volume 
(Continued from Page 10) 


find many opportunities to apply mee 
principle in his business if he is 
shown the advantages that it brings. 

As a jobber’s salesman you are the 
man to help him and in so doing you 
will be puttiing yourself in mighty | 


solid. Turn to the chain variety 


stores for a bit of inspiration and a 
| whole 


flock of ideas. Notice how 
they give space to only the types of 


Boost Your Sales 


with ABolites 


| (Porcelain-Enameled Steel Reflectors) 


| RLM ABOLITE UNITS 


merchandise that are on the go and | 


see how they use that space to dis- 
play their goods for a fare-thee-well. 
The chain stores are making plenty 
of money and it isn’t due so much 
to their buying power as the fact 
that they have cut out waste all 
through their business. 

As you go from dealer to dealer, 


Interchange- 
able Ho 

3 for AB Neck 
and 3 for 
Threaded Neck. 


make sure that they are not wasting | 


space by having conflicting lines, or 
old stocks of slow movers, 


merchandise, where 


there is no money invested by the 


_ dealer, there is an expense of stock- 
| ing and handling that cuts into the 


profits if the merchandise isn’t on the 
move. Show them that a long dis- 
count on a shelf warmer can never 


be long enough. 
* * # 


Here’s One for Your Dealers 


or too | ¢ 
Even | 


Also Five 
One-Piece 
Units. 


Jobbers’ salesmen who are looking 


for radio sales ideas to suggest to 
their dealers will find something of 
interest in the publicity “stunt” put 
on by the A. W. Mayer Co., radio | 
engineers and dealers of Boston. 

At the time of the Dempsey-Tun- | 
ney fight, 
go to Philadelphia 
the radio account from the ringside. 
Those without sets were wondering 
if they would call on a neighbor that 
night or stand out in the street before 
Then the A. W. 


arrangements with 


everybody 


wanted to hear 


some shop’s horn. 
Mayer Co. made 
the manager of the Fenway Theatre, 
one of the finest motion picture houses 
in Boston, to broadcast the returns 
from the stage during the show. 
The manager saw what a great at- 
traction that would be, and readily 
agreed. The publicity would do him 
good, as well as the radio engineers. 
A “Kolster’ eight-tube set 
placed on the stage with three loud 
Long before the 
the theatre was 
As the time for | 
man- 


was 


speakers connected. 
hour of the fight, 


who could not | 


| every angle—prof- 


its, low stock invest- 
ment and repeat orders—the 
ABolite Label is a mighty 
big asset when you buy or 
sell all-around industrial 
lighting units. It assures you 
the FIVE BIG POINTS* 
for QUICK SELLING. 


*THE FIVE BIG POINTS 


Correct Design. Accurate 
Manufacture. Interchangeable 
Features. No rivets to work 
loose. Age-proof high-reflect- 
ing vitreous enamel. 


The NATIONAL SCREW 
& MFG. COMPANY 


(AB Products Division) 





2440 E. 75th St. CLEVELAND 
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JEWEL, 


ELECTRIC VACUUM CLEANER 


Attachments ~~ $4.4,75 


Attachments Free! 








Guaranteed For 2 Years 


List this Bigger, Better Cleaner 


in your 1927 Catalog! 


You may be successful with the electric vacuum cleaner you 
are now handling. 


But do you realize that you are losing many orders every year? 


You should handle the Bigger, Better Cleaner as there is always 
a demand from your dealer-customers for the best. So, if you 
carry Only one cleaner you are forcing your customer to look to 
some other jobber for a better one. 


It costs you nothing to add the JEWEL Electric Vacuum 
Cleaner to your line. All we ask is that you catalog the JEWEL. 
Then order them as you need them! 


You need at least two cleaners in your. line. 


You carry many kinds of plugs, sockets, wire, etc. Why? 
Because someone always wants a better article! 


Therefore, handle the Bigger, Better Cleaner—the JEWEL. 


Send for sample JEWEL for comparison with the cleaner you 
now handle. 


Cuts, loose leaf catalog sheets, circulars furnished FREE upon 
request. 


CLEMENTS MFG. CO., 625 Fulton St., Chicago, Ill. 
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“Buckeye” 
Conduit 





MITES Be, em Og 
Cm AGO ATOR FF + 
gnSPECT ey, | BUCKEYE 














One of the outstanding 
developments of the elec- 
trical industry during recent 
years has been the consistent 
growth of sentiment in favor 


of 
ALL-METAL 
WIRING 


Codes have been so re- 
vised in many important cities 
so that the old-fashioned 
method of wiring is no longer 
permitted in business build- 
ings, but the work of elimin- 
ating it from dwellings and 
structures of smaller size still 
depends largely on the pro- 
gressive Contractor. Where 


BUCKEYE 
CONDUIT 


or REALFLEX ARMORED 
CABLE is used, the Contrac- 
tor has assurance - that his 
work will stay as he installed 
it, free from meddling by 
amateurs and certain to give 
safe and satisfactory service. 


Talk “‘all-metal” wiring 
and your customer will talk it. 


The Youngstown Sheet & 
Tube Company 


Youngstown, Ohio 


DISTRICT SALES OFFICES: 


ATLANTA—Healey Bldg. 
BOSTON—Massachusetts Trust Bldg. 
BUFFALO—Liberty Bank Bldg. 
CHICAGO—Conway Bldg. 
CINCINNATI—Union Trust Bidg. 
CLEVELAND—Union Trust Bldg. 
DALLAS—Magnolia Bldg. 

DENVER—First National Bank Bidg. 

DETROIT—First National Bank Bldg. 

KANSAS CITY, MO.—Commerce Bldg. 

MINNEAPOLIS—Andrus Bldg. 

NEW ORLEANS—Hibernia Bank Bldg. 

=, YORK—30 Church St., Hudson Terminal 

dg. 

PHILADELPHIA—Franklin Trust Bldg. 

PITTSBURGH—Oliver Bldg. 

SAN FRANCISCO—Sharon Bldg. 

SEATTLE—Central Bldg. 

ST. LOUIS—Mo. State Life Bldg. 

YOUNGSTOWN—Stambaugh Bldg. 

LONDON REPRESENTATIVE—The Youngs- 
town Steel Products Co., 316-17 Dashwood 
House, Old Broad Street, London, E. C. 
England. 





| ing contact 
| manufacturers whose lines are dis- 
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ager tuned in. A spotlight was turned 
on the set, and the voice of Graham 
McNamee filled the theatre, telling 
them about the crowd. The motion 
picture continued on the screen for 
a sort of two-ring circus, but most 
eyes were on the radio set off to one 
side, in the spotlight. 

Tunney and Dempsey entered the 
ring, the audience in the Boston the- 


| atre heard the crowd in Philadelphia 
| roar a welcome, and they applauded 
too. Then the fight began. 


Approximately 400 theater ma- 


trons, a good many of whom were 


_ radio prospects, heard the demonstra- 
| tion. 


* * * 


Advantages of Member- 
ship in E. S. J. A. 
(Continued from page 14) 

Another benefit to be 
membership in the 


derived 


from Associa- 


| tion lies in the opportunities pre- 
| sented in establishing and maintain- 


with all the leading 


tributed by jobbers. Not only do 
the sales managers but also the pres- 


| idents and executive heads of the 


manufacturing companies seize the 
opportunity afforded them by the 
semi-annual conventions to attend 
these meetings and see the heads of 
of the jobbing houses who all are 
present at the convention. It is im- 
possible for busy presidents of the 
manufacturing companies to travel 
all over the country and see every- 
one of their distributors at frequent 
intervals but they can and do arrange 


BELIEF THAT THE SALESMAN OF THE 


to be present at these conventions so 
that they may see each one of their 
customers at the same time. 

The program of the convention al- 
ways permits ample opportunities for 
individual conferences between the 
jobbers attending and the represen- 
tatives of their suppliers. It is 
obviously very desirable and satis- 
factory for the jobber to know the 
executives of the companies whose 
products he is distributing, and the 
personal acquaintances and friend- 
ships of this nature established at 
conventions are very helpful in the 
maintaining of co-operative relations 
between the jobber and his sources 
of supply. Any little misunder- 
standings or perplexities unadjusted 
by correspondence with the factory 
can be cleared up in a few moments’ 
conversation at the convention, so 
that many manufacturers and jobbers 
usually come to these meetings with 
correspondence or portfolios pertain- 
ing to some topic that has been un- 
der consideration by correspondence 
but that has needed the personal 
touch for clarification. 

I might also mention that the pro- 
gram committee endeavors to arrange 
for a certain amount of diversion and 
recreation for the members at these 
conventions on the theory that ac- 
quaintanceship between the different 
jobbers and between the jobber and 
the manufacturer is best fostered by 
participation in congenial sports and 
games. It must be confessed that the 
pressure of business in the commit- 
tees in recent years has encroached 








Motion has always been considered the best method of gaining the shopper’s at- 


tention to window displays. 


Jobbers’ salesmen should point out to dealers not 


only the “attention getting” value of toy trains, but also the probability of selling 
more trains by this method. The photograph shows a window display of the Hart- 
man Furniture Co., Chicago, in which the American Flyer miniature train was used. 
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Features 


a. 


“PF - 


— 


eAn Achievement 
in Simplicity 
Brown-tone handle matches either brass or molded plates. 


Direct kick-off and positive indication. 


Combination yoke and frame, one piece. Eliminates parts. Plaster ears 
position switch and save installation time. 


Main bearing-pin permanently fastened when assembled. 
Self-supporting spring for long life and smooth action. 

Continuous carrier plate. Always in alignment. 

Contact blades of heavy bronze clamped to assure perfect contact. 
One-piece contact and terminal held in positive position by two screws. 
Thick walls prevent breakage. 


Dust cover, securely fastened by lugs on frame, protects the mechanism. 


—— eA New Development —— 
fe 





THE ARROW . HARTFORD, 
ELECTRIC COMPANY The complete line of Wiring Devices CONNECTICUT 


No. 6444 Single Pole 
No. 6445 Double Pole 
No. 6446 Three Point 
No. 6447 Four Point 





Tear Here 





Please send a new 


We are interested. 


Arrow- Head Switch. 












































104 


THE JOBBER’S 


SALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY,’ 













































































POWERLET » 

— Gt = 
\\) aan © sn Dae my 
EE 









































































































































Get Behind Multi 
in 1927 


You can make 1927 a highly 
profitable year by putting 
special effort behind MULTI 
POWERLETS. This line 
has a wide contractor accept- 
ance, and jobbers everywhere 
have found it to their ad- 
vantage to push it. 


Send for the pocket-size 
Powerlet catalog. It contains 
all the information you'll 
need to get started. 



















































































































































































clerk; Miss Alice Sheetz, stenographer; 


salesman. 


~~ 


Weaver, salesman; C. Meyers, alias “Curle 


This does not represent all of the organization of the H. C. Roberts Electric Supply 
Co., Reading, Pa. William Stoyer, clerk; 
man, and Anthony Bender, stock clerk were not on deck. Those in the picture, reading 
left to right are: front row—Sam. Goforth, manager; Dick Richards, assistant man- 
ager; Leroy Debinder, alias “Chic,” stock clerk; Mrs. Tessie Simmons, inventory 
Miss Bebe Beyerle, stenographer; Chas. 
y,” stock clerk; Howard Coller, radio man. 
Rear row—Paul Bingamen, shipper; Stanley Coller, truck driver; Jack Roberts, 


Edward Rehr, salesman; V. Floyd, sales- 





on the free time for recreation at the 
conventions so that many members 
are so absorbed in the work of the 
convention that they find it neces- 
sary to repair to the place of meeting 
some several days ahead of the open- 
ing day of the convention in order 
to be able to dispatch the business in 
hand. For example, although the 
recent convention at Atlantic City 
was not opened until Wednesday, 
nevertheless there were frequent and 
busy committee meetings on the pre- 
vious Saturday, Monday and Tues- 
day, so that more than half of the 
membership of the Association found 
it necessary to be present some days 
before the opening of the convention. 

I particularly mention this because 





many persons not well informed as 
| to the operation and procedure of the 
| Association labor under the errone- 
| ous impression that the semi-annual 
| conventions are entirely devoted to 
| recreation. 

Summing up, I would say that I 
personally cannot see why any well 
established jobber should not be very 

desirous of becoming a member of 
the. Electrical Supply Jobbers Asso- 
ciation, as I believe that the benefits 
to be derived therefrom are worth 


many, many times the small cost of 
the dues. I might add that we made 
application for membership in the 


| Association as soon as we decided to 
go into the jobbing business and 
even before we had opened our 
doors to do business. At that time 
the initiation fee was four times that 
at present, and the dues were quite 
substantial; but we felt that the ben- 
| efits to be derived from active asso- 


ciation with the most able men in the 
industry would be well worth to us 
the amount of the initiation fee and 
dues. 

A comparison of the amount of 
dues paid by members of the Elec- 
trical Supply Jobbers Association 
with those paid for membership in 
other similar associations reveals the 
fact that the cost of membership in 
the Electrical Supply Jobbers Asso- 
ciation is exceptionally moderate, 
because every member who attends 
the semi-annual conventions receives 
from the Association an allowance to 
cover the cost of transportation and 
Pullman fares and also liberal fees 
for attendance and committee fees. 
so that, in fact, many of the smaller 
members receive back, for expenses. 
substantially the full amount of their 
annual dues. 

I believe in the statement of Theo- 
dore Roosevelt that 
owes the unselfish devotion of some 
part of his time and labor to that in- 
dustry from which he draws his live- 
lihood.” But, nevertheless, I believe 
that participation in the activities of 
the Electrical Supply Jobbers Asso- 
ciation should not be classified as an 
“unselfish duty,” as I am convinced 
that the participant derives there- 
from considerably more than he in- 


invests therein. 
* * # 


Ketcham Guest of Pacific Coast 
Officials 
Thirty-five Graybar department 
heads, and salesmen attended a lunch- 
eon in honor of Frank A. Ketcham. 
executive vice-president, who recently 
paid a visit to the Pacific Coast. 


“Every man 
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18% 







This Home 
Motor Makes an 
Electric of Any 
Sewing Machine. 








Fractional H. P. Motors for Grinding, 
Polishing, Buffing. 





Full Line of Vibrators. 








Full Line of Hair Dryers. 





Denver and 
West $19.00 












Jeweler’s Lathe Motors. 





‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


will be more extensively advertised 
in 1927 than ever before — 

Next year’s campaign will be persistent 
and consistent,—month after month. 
Dominating space will be used in the lead- 
ing Women’s Publications reaching over 
five and one-half million (5,500,000) of 
America’s Best Homes. 


SALESMEN 
This line is sold exclusively thru job- 
bers. You can increase Your sales and in- 
come by making Full Line Dealers of 
Your dealers. 


Hamilton Beach Mfg. Co., Racine, Wis. 









SS 
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Famous Hamilton Beach Vacuum Sweeper. Drink Mixers. 
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GOOD FANS 


plus 


/ 


Common Sense ¢ 


VER 39% of all Autovent Fans built in the last 
three years have been sold and installed by elec- 


trical contractor-dealers. 
This proves two things: 


(1) Active dealer demand. 
(2) A mighty good fan. 


Who Can Offer More? 


— we offer a jobber the Autovent line we 


back it up with plain common sense, in other 


Autovent Exhaust Fan 


words, facts. 


No glittering promises as to the over-abundance 
of advertising we are planning to help you move our 
fans. We deal in facts. After all, don’t you? 


Type “B” Volume AUTOVENT FAN & BLOWER CO. 
Blower 730-738 W. MONROE ST. 
CHICAGO 











Designed and priced for a tremendous 
| business at attractive prices— 


ESKIMO FANS 


Mean quick turnover 
for the dealer and 


Repeat Orders 
for the Jobber’s 


Salesman 











Model 20 


9”, 2 speed, oscillating, 
A. Ce D. Cc. 110-4120 
volts. 
Self-aligning bearings. 
Runs quietly. Will not 
creep. 


Retails at $10 


UNITED ELECTRICAL MFG..Co. 








Edwin F. Hardey 


(Continued from Page 25) 
view of the future of the electric. 
jobbing trade. Whatever econom 
changes may come, he feels there wi 
be a place of responsibility and in 
portance for the independent loc: 
jobbing house. 

He has an interesting outlook upo: 
the subject through the fact that Cen 
tral States Electric Co. has, from tli 
start, specialized in central station and 
industrial business. These two types 
of customers furnish a high propor 
tion of the company’s volume. 


Hardey finds in operation no trade 
tendency making it more difficult for 
the Central States Electric Co. to 
get business from central stations. 
On the other hand, various recent oc- 
currences have suggested expansion. 
rather than decrease, in sales possi- 
bilities in this field. 

The central station management is 
beginning to realize better what heavy 
investment in big stocks, bought too 
generously in order to get discounts. 
means. And when there is full 
realization, the management sends 
forth orders to reduce inventories. 

The local jobber enters right here, 
with his ability to keep the central 
station supplied with all its needs on 
a minimum of central station current 
inventory. 

Like other electrical jobbers. 
Hardey has high regard for the big 
customers and buyers, and he adds 
that they are as easy to sell to as 
little customers—and frequently can 
be sold more quickly. He personally 
gives considerable attention to the 














Adrian Nich igarn | 








All together now, “Nobody knows, etc.” 
The picture shows the genial Gallagher 
brothers, Jack and Bill, husky and success- 
ful salesmen of the Wetmore-Savage Elec- 
tric Supply Co., Boston, resting and 
refreshing themselves presumably some- 
where north of our boundary line, on a 
very hot vacation day last August. 
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Bakelite Screwless Plates 


No screws or other external fastenings 
to mar their finish and beauty! 


They save time in installing:— 

No “building up” of switches or out- 
lets to bring them up to plasterline! 
Switches or outlets are wired in 
usual way. Then, while they are 
still out of wall box, metal under- 
plate is secured to them by screws 
—after which they are fastened to 
wall box in regular way. 


Switches or outlets are quickly 
drawn up to plaster line, and into 
strict alignment, by simply adjust- 
ing under-plate screws. 


The screwless cover-plates of Bake- 








HARVEY HUBBELL, INC. 
New York 








Metal Under-plate 





lite are snapped into position after 
painting and papering. No screws 
to bother with. 


Hubbell Screwless Switch Plates are 
made in single and gang types. 
Plates to fit the new Hubbell Rec- 
tangular Outlets are made in single 
and duplex types. Gang plates are 
sectional—sections are quickly and 
easily combined to make gangs of a 
kind or combinations. 


Tell your contractor customers 
about these new, improved Hubbell 
Switch and Outlet Plates. Get your 
share of this profitable business. 




















| ij 
Ls 


BRIDGEPORT, CONN. 


Chicago 





Sectional Cover plate 


of Bakelite 
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 Here’s a Dandy: 


You'll encounter very little 
sales resistance selling the 
Quad Swivel Hanger. Its ad- 
vantages are so marked and 
its price and quality so entic- 
ing that it has won the instant 
approval of contractors every- 
where. Start taking orders on 
it today—you'll find that it is 
just what your customers have 
been wanting. 

This Swivel Hanger, made 
of 14 gauge pressed steel, fits 
both 3 and 4 inch outlet box- 
es and can be used on any 
ceiling, whether it be level, 
sloping or saw-tooth with a 
pitch of 45 degrees. 

Send for a sample and sell- 
ing information. 


QUADRANGLE Mre. Co. 
553 W. Monroe Street CHICAGO 


“ 











— 
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Cat. No. 
FP4 


From 2 circuits to 24 circuits. 
Also with tumbler switches. 
Prices? —to meet competition. 


COLE METAL PRODUCTS CO. 


Enclosures For Every Electrical Requirement 


33 Crescent St. Long Island City, N. Y. 








relations with central station ae 
dustrial customers. 

E. F, Hardey is known through 
his territory for the high plane up. 
which he conducts his jobbing bu; 
ness, and he has a parallel reput 
tion with manufacturers by the scor. 
He is essentially the substantial, hig! 
minded type of man, a class of m 
who have elevated the electrical jo! 
bing trade to its pyesent position, and 
not content with maintaining it there. 
are bent on bettering it. With his 
customers, he stands for thorough, r 
liable service. To other electrical 
jobbers, he is a man with the spirit of 
high plane competition. 

As was stated in opening this. 
Hardey is still a young fellow. He: 
has worked hard for 28 years in the 
electrical business—but he doesn’t 
show it. He is a package of optim- 
istic energy. 

This little piece is by way of in- 
troduction only. When in Kansas 
City, brother jobbers, step in and 
meet E. F. and get better acquainted. 
He’ll be mighty glad to meet you. 








mor Rie LIGHT! 


the ELECTRIC LIGHT at NICOLL’S by ‘| 
ay ny be on drat NOH a a NOD DaY. 


Ny eo 

‘English Cords for wr Hunting 
: ssimeagurement sent sent veee ‘ 

|A SMALL ST OF UNCALLE evencos 

rere 5 VESTS . COATS, O ae 

TERS Aru 


| eGR Ware aman 
perienced and First-class Cutters, 


paaest The alla Grad ET STREET, SAN FRANCISCO. - 











In 1881 (45 years ago), the electric light 
was featured in advertisements as a nov- 
elty. In those days, anything that served 
to hold electric lamps was a good-enough 
fixture—the new kind of light, not the 
fixture, was the important thing. Today, 
electric lamps no longer excite curiosity, 
and the customer is more concerned with 
the appearance of the fixture which is now 
recognized as an important part of the 
interior decorations of the home. Hence, 
fixture manufacturers and dealers are 
stressing the artistic value of well-designed 
fixtures and the slogn of the Artistic 
Lighting Equipment Association is—“Dec- 
orate with Artistic Lighting Equipment.” 
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that Has Everybody ORDERING 


Sample Page from New Catalo 
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Each device is clearly 


sé 











illustrated, and a full de- 
scription appears below 


every illustration. Porcelain Pull Receptacles 


This new, modern catalog 


represents a distinct de- 


parture from the old, 


time-worn methods of list- Center Break with 


removable chain. 


ing electrical supplies. 


Be Sure to Get 
Your Copy 





You will save time in or- No. 9814 

. 5 Pull Porcelain Receptacle 
dering, and extra profit in for Ceiling Lights. 

> , ' Std. Pkg. Carton 

~ fad ene Slee 

buying. je] Brass or Nickel Finish 
e ‘ wiTOM 3) 
Mail the Coupon . SS ey 
\ 


—DO IT NOW! poe 


No. 9813 


No. 9869 


° Pull Porcelain Receptacle 
A Complete Line for Ceiling Lights 


Std. Pkg. Carton 













Pull Porcelain Receptacle 
for Ceiling Lights 
Std. Pkg. Carton 
9779—-With 8” of chain and In- 
lator 


su 
Brass or Nickel] Finish 


Devices 





10 


Porcelain Shell 
slotted to fit stand- 
ard type holder. 





Pull Porcelain Receptacle 
for Ceiling Lights 
Std. Pkg. Carton 
9869—With 8” of chain and 6 ft. 


ee 9813—With 8” of chain and con- i 
Comprising nector 100 10 3. ee oy 
ee Brass or Nickel Finish wire leads 

82 Wiring No. 9779 Brass or Nickel Finish 


? ? 
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Leviton Mfg. Co. 
226-242 Newell Street, Brooklyn, N. Y. 


Mail us at once your new catalog. 


















aALLAREERERERE REESE EERE EE ESE 


HIS new catalog gained the praise and com- 
mendation of every dealer, jobber and manu- 
facturer who received it. Be sure to get Your 


“BARB ABBAARRBBRBBRRBRBBBRASBEBAEREBEBREEEEEEEE EEE SESE 


SEs A a ee a ray a 
aT ee EP 
MAIL Town . State 
the coupon (Signed) ..... 1 ee 
NOW! 


Pin this to your letterhead and mail it. 
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How to Run a Radio Show 


at a Profit 


St. Louis Radio Trades Association Did It 
Without the Aid of a Professional 
Show Manager 


HE 1926 St. Louis radio show, 

now a matter of history, was dis- 
tinctive for one thing particularly— 
they made no alliance with any pro- 
fessional high binder, whose principal 
activity generally consists in a few 
circus stunts toward the end to draw 
gate receipts and thus get as much as 
he can from his 50-50 drag on the 
gate receipts. The professional show 
manager generally accepts no respon- 
sibility if there is a deficit and also 
leaves to the exhibitors the task of 
insuring trade attendance, which is 
the important show value to manu- 
facturers and jobbers who are the ex- 
hibitors. 

How this St. Louis show was or- 
ganized and run at a profit to the 
St. Louis Radio Trades Association is 
an interesting story. In all its de- 
tails, it contains some excellent sug- 
gestions for manufacturers and job- 
bers who are preparing to put on a 
show and who want it to draw maxi- 
mum trade attendance. Since the 
time to prepare for 1927 shows is 
right after the 1926 shows are out 
of the way, the following outline of 
the “St. Louis Plan,” if it may be so 
called, is timely. 

When the St. Louis Radio Trades 
Association decided to employ no pro- 
fessional show manager, its show 
structure was built around two men— 
Wm. P. Mackle, executive secretary 
with direct supervision, who worked 
in close connection with Robert W. 
Bennett, committee chairman 
appointed by the directors. 

Systematic order of procedure.— 
The first procedure was to prepare 
With 


the 1925 show audit available, it was 


show 


a budget of show expense. 





comparatively easy to estimate in ad- 
vance the probable cost of the 1926 
show. Completing the 1926 budget, 
an analysis was made of all condi- 
tions, and an estimate made of prob- 
ably number of exhibitors and at- 
tendance. With these figures, the 
association members had a good pic- 
ture of what was needed in the way 
of an exposition building and the 
amount of money available for show 
housing. After a careful survey, the 
St. Louis Coliseum was contracted for 
and actual show work by the organi- 
zation started. With the building 
floor plan on hand, the amount of 
actual floor space possible to use for 
the erection of exhibits was deter- 
mined and the cost of exhibit space 
per square foot to exhibits figured 
on the basis of the budget. 

Eighten thousand sq. ft.—180 ex- 
hibits—cost $150.00. Space plus sign 
and illuminating brought the total up 
to $160. 

The next step was the preparation 
of the radio show prospectus, a 12- 
page book of best grade material and 
workmanship outlining in detail the 
complete story of the trade territory 
served, trade and consumer sales pos- 
sibilities and all show plans and de- 
tails. Three thousand of these books 
were printed and mailed to national 
manufacturers, with space application 
blanks followed bv personal solici- 
tation by Mr. Mackle, Harold J. 
Wrape, association president, and 
other association officers. 

S pace allotment system.—Spaces 
were alloted by drawing on a given 
date. All space applications had to 
be received, with 25 per cent down 
payment of the total amount of space 





cost, by May 14, 1926, the date set 
for drawing. At the drawing, the 
application for the greatest amount 
of space received the first choice and 
so on until all applications were 
served. Contracts were then turned 
over to the show committee, carefully 
investigated and if acceptable, signed. 
The executive secretary then investi- 
gated these contracts and affixed his 
signature to the acceptable ones. One 
copy was returned to the exhibitor, 
one staying in the association show 
files. Spaces remaining after the 
drawing was alloted to manufacturers 
in the order contracts were received 
and accepted. Sale of space was 
pushed among manufacturers direct 
until every space was sold. Concen- 
tration of sales effort on manufactur- 
ers was for the purpose of having 
only direct factory exhibits. 

The result was that the St. Louis 
show was an entirely manufacturer- 
jobber radio show, and not one dealer 
exhibit was to be seen in the entire 
layout. Another thing was that, with 
two exceptions, the jobber exhibits 
carried the name of manufacturers 
whose products were displayed in 
each particular exhibit. 

Publicity schedule—For 60 days 
prior to the opening of the show, the 
association carried on its newspaper 
publicity work with one news column 
story about mid-week, each week, in 
all dailies and a large story in both 
in and out of town editions of all the 
Sunday papers, photographs being 
used at every opportunity. 

Forty-five days ahead of the show 
opening, 500,000 radio show stickers. 
size 2 by 1% ins., were distribute] 
among exhibitors, national radio 
manufacturers, association jobber and 
dealer members, all large manufactur- 
ing and jobbing; houses in and out of 
town department stores and so on. 
These stickers on all outgoing mail 
proved valuable advertising to both 
trade and consumers. 

Thirty days ahead of the show 
opening, the direct mail campaign to 
radio dealers started. All manufac- 
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Public confidence 
means bigger sales. 





HEN the public be- 

lieves ina product, 

sales go up! RCA adver- 
tising and the fine perform- 
ance of tried, tested and 
perfected RCA Radiolas 
have giventhe publicacon- 
fidence in the RCA line far 
beyond anything in the 


This sells to the man who wants the earlier history of radio. This sells to the man who wants light- 
finest radio—at a moderate price. ing socket radio. 





This has found its proof in lat, $273. "A.C. Package, or adapting Radios 

steady all-year selling. of ee 
-Radiolas. And it promises 

to both dealers and jobbers 

a coming year of still 





greater business—stabilized 
— reputation - building — 
profitable! 














This sells to the man heres wants the 
superlative quality of the super-hetero- 
dyne. 


Radiola 25, list, $165 





ri Radiola 26, list, $225 Mie 
mn n This sells to the man who wants the 
Dealer he Todos . great electrical and musical achieve- 
dealer in every ment of the Radiola 30. 
community. 
Radiola 30, list, $575 





A-Radiola 


->MAKERS : O -RADIOTRON, 
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turers, jobber association members 
and the radio and electrical jobbers 
were furnished with envelope stuffers 
to use in their dealer mail, and job- 
ber association members started a 
weekly letter campaign to their dealer 
lists in the interest of the trade at- 
tendance. The association office show 
organization carried on: a direct to 
dealer mail campaign. 

All the newspaper publicity was 
written and handled by the executive 
secretary in close conjunction with 
local newspaper men. All direct mail 
matter was prepared by the secretary, 
also, and a publicity man was not put 
on the job to relieve him until 10 days 
prior to the show opening, and dur- 
ing show week. This saved consider- 
able money and was found very suc- 
cessful. 

Dealer attendance contest.—To fur- 
ther swell the dealer attendance, a 
contest was inaugurated among job- 
ber salesmen for a $25.00 prize, the 
prize being awarded to the salesman 
who turned in the greatest number of 
dealer show attendance reservation 
cards. The contest rules stipulated 
that dealers must sign the register at 
the show, or the reservation was not 
counted in final check to determine 
the winning jobber salesman. This 
contest secured for the show among 
the trade valuable word of mouth ad- 
vertising and the results were that 
739 out of town dealers signed reser- 
vation cards and probably all at- 
tended although only 285 visiting reg- 
istered at the show. 

Programs and other auxiliary ad- 
vertising—About five days before 
the show opening, a show program 
was mailed to all dealers. This pro- 
gram contained 50 pages of advertis- 
ing and show programs for the week. 
This program cost $2,000 to print 
and contained $2,000 in advertising. 
A program of dealer events for deal- 
ers exclusively was also contained 
therein. 

Printed show advertising was re- 
leased two weeks ahead of opening 
date and consisted mainly of 1,000 
window cards 14 x 22 ins. in red and 
white, which were distributed all over 
the city in Other 


show windows. 


items were: 

Ten thousand red and white auto- 
mobile stickers ‘“Let’s Go to the Radio 
Show” with dates and place. 

Five hundred bus cards 43x167% 
ins., 200 of which were used on out- 
side of city busses and 50 on busses 


running in different directions out of 
St. Louis up to points 250 miles dis- 
tant. The 250 balance were tacked 
in prominent places in town such as 
billboards, etc. 

One hundred taxicab tire 
signs were also used in the red and 
white scheme. The same reading slo- 
gan was used in all this advertising 
matter. 

Newspaper advertising was con- 
fined to three-inch, one-column space 
in daily amusement sections of all lo- 
cal papers. 

A profit when the doors opened.— 
At the opening of the show, the ex- 
penditure had been so systematically 
operated that the association opened 
up its show with a small profit. 

There were not any free tickets to 
the St. Louis Show, as far as the 
public was concerned. The ticket ar- 
rangement was as follows: red tickets 
for general public admission 50c; yel- 
low dealer tickets marked “exchange 


e 


cover 
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with 25c;” orange tickets marke 
“exchange for yellow and 25c at tl 
box office’; green tickets marke 
“exhibitor—50c’’, and sold to exhib: 
tors for 25c each. 

The yellow tickets were given t 
all jobbers free, the jobbers using 
them to mail out to out of town dea! 
ers with a letter invitation. Tl: 
green tickets were sold to exhibitors 
to use for distribution as they saw fit 

Dealer. attendance.—The dealer at 
tendance at the St. Louis shuw had 
previously been very poor, the profes 
sional show managers who were in 
charge prior to 1925 not being inter 
ested in this phase of attendance as 
much as they were interested in pub 
lic attendance, so the St. Louis radio 
trades association realized the need 
and importance of the trade attend 
ance, called a convention, advertised 
it well, and arranged an interesting 
program of well-known speakers on 

(Turn to Page 118) 
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Above: A general view of the Kansas City Radio-Electrical Exposition held 


September 27 to October 2. Below: 


The committee in charge of the exposition. 


Left to right: E. G. Stephens, Stephens Chandelier Co.; H. C. Bonfig, Sterling Radio 
Co.; G. W. Weston, secretary and’ manager, Kansas City Electric Club; W. M. 
Hand, General Electric Co.; E. H. Waddington, sales manager, Graybar Electric 
Co., Kansas City; A. Pen Denton, president Denton Engineering & Construction 
Co.; F. S. Dewey, vice-president, Kansas City Power & Light Co.; R. G. McCurdy, 


department manager, Graybar, Kansas City. 
A. E. Bettis, vice-president, K. C. Pr. & Lt. Co.; R. D. Ober- 


in the picture were: 


Others on the committee not shown 


meyer, Edison Lamp Works; Fred E. Geiss, Fred E. Geiss Elec. Co.; Joseph F. 
Porter, K. C. Pr. & Lt. Co.; R. G. McNeely, mgr. Gilfillan Bros. 
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Future Select Six Console 








} 


( Selectivity 








Distance 





* 


a Volume This Year’s Style in Radio! 
, All Metal Shielded Construction. 

6 Tubes. 

1 Dial Control. 
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Tone 














Foley Horn 


eae ee Utah Unit 


Only $52 to Jobber! Guaranteed 


Where else can you begin to equal the value of either 
the highboy or sidespeaker model Future Select Six? 
Beautifully finished cabinets, one in the mahogany, 
the other in walnut. Both cabinets contain the same 
high quality receiver, horn and Utah Unit. The 
factory behind the line has grown to the largest furni- 
ture manufacturing organization in the world during 
its 58 years in business. This progress is the result 
of a fair sales policy and the production of a full com- 
mercial value. 





Over nine million dollars of manufacturing assets be- 
hind the Future Select Six. rn Ter teh toes 
3 Height 42 inches 


Deliveries—one or one carload at once. alnut Only 


Write or wire Chicago office today! J obbers—Only $52.50 
SHOWERS BROTHERS RADIO DIVISION 


914 SOUTH MICHIGAN AVE. CHICAGO, ILLINOIS 
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Radio Products, Illustrated 


— 





The Gemco Mfg. Co., 742 S. Pierce 
St., Milwaukee, Wis., is manufactur- 
ing the “Gemco” model 20 pedestal 
type speaker. It is made from five 
ply walnut veneer, finished in two 
tone. A long wooden horn extends 
to the base. Gold cloth panels cover 
the drum. Height, over all 42% in. 


The “Albox” filter is a product of 
the Albox Co., 215 N. Michigan Ave., 
Chicago. It replaces the “A” battery 
filtering power direct from the 
charger to the set. 





ss 

The Federal Radio Corp., Buffalo, 
N. Y., is manufacturing a five tube 
set known as the model B-20. It takes 
wet or dry tubes and has a bal- 
anced tuned radio frequency circuit 
with the delicate parts shielded. The 
cabinet is of genuine mahogany with 
a rich brown finish. 


The Magnavox Co., 2725 E. 14th St., 
Oakland, Calif., is manufacturing the 
model 75 receiver shown above. It 
has a built-in loud speaker; encloses 
all batteries; hand rest; silk backed 
grille over sound opening; mahogany 
cabinet, hand rubbed. 








The new Showers “Future Select 
6’ side speaker model is an addition 
to the regular “Highboy” cabinet 
type of set manufactured by Show- 
ers Brothers Radio Division, 914 S. 
Michigan Ave., Chicago. 





The “Daygrand” seven tube set is 
manufactured by the Day-Fan Elec- 
tric Co., Dayton, O. It is a hori- 
zontal type of console having room 
for “B” batteries. The drop front 
cabinet is of two-tone waxed and pol- 
ished mahogany with a desk pigeon- 
hole provided on one side. 





George Richards & Co., Ine., 557 
West Monroe St., Chicago, has just 
placed on the market a Radio Tube 
Tester to be known as the “Hemco” 
radio tube tester. Two _ distinct 
types are ready for distribution at 
the present time, one for 201-A tubes 
UV or UX, and one for UV-199 type 
tubes. It operates from the radio set 
power supply. A double lead wire 
(brown) is connected one lead to “A” 
plus, the other to “a” minus, while 
the single lead wire (maroon) is con- 
nected to the 45 volt B. 








The Thordarson “power compact” 
is a complete power foundation unit 
for “B”-elimination and power ampli- 
fication. It contains a power supply 
transformer, two filter choke coils, a 
center tapped filament supply and 
two buffer condensers all in one com- 
neund filled case. It is furnished in 
two types: R-171 for Raytheon tube 
BH and power amplifying tube UX- 
171; type R-210 for UX-216-B rect- 
ifying tube and UX-120 power ampli- 
fying tube. It is manufactured by 
the Thordarson Electric Mfg. Co., 
Chicago. 
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Nine out of Ten Select 


SONOCHOROE 


CONE 











de 


Floor Standard 
Model 


$35 


ONOCHORDE sells best by Demonstration. 

Show your Dealers this incomparable Speak- 

er! Then let them Aear it!—preferably in com- 
petition with other speakers! 


Only a product of outstanding quality can with- 
stand the acid test of comparison, but statistics 
show that after actual Demonstration, nine out of 


ten select Sonochorde. There must be a reason! 











JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY’ 











Wall Model 


Includes 
guishing 
features 
length cor: 
rative tassel 


$27 , 








W rite for the Sonochorde Facts. 


BOUDETTE MEG. Co. Chelsea, Mass. 


Factory Sales Agents, Hastings Elec. Sales Co., 42 Binford St., Boston, Mass. 
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New Radio Products, Illustrated 








The model 508 console re- 
ceiver manufactured by _ the 
Kellogg Switchboard & Supply 
Co., 1066 W. Adams St., Chi- 
cago, contains the six-tube non- 
oscillating, T.R.F. set  per- 
fectly balanced and _ shielded, 
and is equipped with a long air 





column horn. 
walnut. 


It is finished in 





The “Balkite” combination radio 
power unit when connected to the 
“A” battery furnishes automatic 
power to both the “A” and “B” cir- 
cuit. It is controlled by a filament 
switch on the set and is automatic in 
operation. It will serve any set using 
either a four or six volt “A” battery 
and requiring not more than 30 milli- 
amperes of “B” current at 135 volts. 
It is made by the Fansteel Products 
Co., North Chicago, Il. 





The Dongan Elec. Mfg. Co., 2987 
Franklin St., Detroit, announces the 
Type “H” audio transformer as the 
newest addition to its line. The audio 
curve is uniform, it is said that even 
the lower frequencies can pass with- 
out distortion. This transformer is 
completely enclosed in a black enamel 
case. It is built in ratios of 1 to 1, 
2 to 1, 314 to 1 and 5 to 1. 


The Acme Electric & Mfg. Co., Cleve- 
land, O., is manufacturing a two-rate 
trickle charger type AT-2. The two 
rates of % amp. and 14% amp. may be 
obtained by simply throwing a toggle 
switch. A two amp. tungar bulb is 
used. 





The “Hi-Boy” model 115 is a prod- 
uct of the All-American Radio Corp., 
4201 Belmont Ave., Chicago. It em- 
ploys a T.R.F. circuit of a high selec- 
tivity and sensitive type. It is fin- 
ished in blended walnut. 











Howard B. Jones, of Chicago, an- 
nounces a new type W. B. (wall box) 
“Multi-Plug.” It consists of the stand- 
ard seven contact socket mounted on 
a switch box cover and the regular 
plug and cable. By installing this 
socket in the baseboard of the room, 
the batteries can be removed from 
the living room entirely and placed 
in the basement or an adjoining closet. 
A connection from the batteries or 
power supply unit can then be made 
in the same manner as the ordinary 
floor lamp. 








The Audiola Radio Co., 480 S. 
Green St., Chicago is manufacturing 
the “Baby Grand” set here illustrated. 
It contains a six tube T.R.F set with 
filtered circuits and power amplifica- 
tion. The cabinet is genuine black 
walnut with two-tone finish. A spe- 
cially designed loud speaker is in- 
cluded in the cabinet. A _ genuine 
black walnut bench is part of the 
equipment. 
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wee These Prominent B-Eliminators are equipped 
Sees \\ \\ with Allen-Bradley Bradleyohm-E 
— as Standard Equipment 
we Acme Philadelphia Storage 
published in a pee radio magazine. All-American Battery (Philco) 
American Bosch Precision 
Brown & Green Radio Receptor 
DeWitt-LaFrance Rothermel-London 
Farrand Spartana 
Forest Unitron Valley 
Grisby-Grunow-Hinds Willard 
(Majestic ) Wilson 
Kellogg 





The Demand for Allen-Bradley Resistors 
is Creating Sales and Profits for You! 


RADLEYOHM.E is used as standard equipment 

for B-Eliminators built by the largest B-Elimi- 
nator manufacturers in the country. It stands pre- 
eminent as the most widely used variable resistor 
in B-Eliminator work. In fact, it is almost as uni- 
versally used as the Raytheon tube. 





, The leading radio engineers who prepare con- 
Bradleyohm-E struction articles for radio magazines and news- 
yt assent oi eg papers are practically unanimous in their choice 
poser arama ed of Bradleyohm-E and Bradleyunit-A for their 
mene Beeuretoedi Bais. --B-Eliminator Hookups. 


ohmE in the checkered carton. 


Radio fans are building thousands of these B-Elim- 
inators, using standard kits. You can capitalize on 
the growing demand for Allen-Bradley parts by 
ordering Bradleyohm-E and Bradleyunit-A today. 


Now is the time to make radio profits. 





radieyunit-A 
This solid, molded, fixed resistor has 
no glass or hermetic sealing in its con- 
struction. It is asolid unit with 
silver-plated end caps and is not 
affected by temperature, moisture 
and age. By all means, sell Bradley- 
unit-A when you sell a fixed resistor. 





492 Clinton Milwaukee, 
Street (AB) Wisc. 








Sell Allen-Bradley Perfect Radio Devices. 
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Model 13—For use with receivin; 
sets using 5 volt tubes. Rate 
capacity .75 to 2 amperes, i.e.— 
from 3 to 8 type 201-A tubes or 
their equivalent in amperage 
drain. List price $2.00. 


Model 14—For use with receivin 


capacity .3 to .6 amperes, i. e.— 
from 5 to 10 type 199 tubes or 
their equivalent in amperage 
drain. List price $2.50. 

Models 13 and 14 are identical electrically 
with Models 23 and 24 but are not equip- 
ped with plug and cord or receptacles. 
Connections are easily made to binding 
posts. 


Convenience Types 


Model 23—For use with receiving 
sets using 5 volt tubes. Rated ca- 
pacity .75 to 2 amperes, i. e.— 
from 3 to 8 type 201-A tubes or 
their equivalent in amperage 
drain. List price $3.50. 

Model 24—For use with receiving 
sets using 3 volt tubes. Rated 
capacity .3 to .6 amperes, i. e.— 
from 5 to 10 type 199 tubes or 
their equivalent in amperage 
drain. List price $3.75. 


Models 23 and 24 are complete with plug 
and cord and receptacles for B Elimina: 
tor and Trickle Charger connections. 


2833 Prospect Avenue 


Reliable 


Automatic 
Power 
Control 
Switch 





Pass These Tips 
to Your Dealers 


sets using 3 volt tubes. Rated 


THE RELIABLE PARTS MANUFACTURING CO. 


Tip No. 1 


There is a decided price 
advantage in handling 
the Reliable Automatic 
Power Control Switch. 
Dealers who stock any 
of the four models guar’ 
anteed by The Reliable 
Parts Manufacturing 
Company, are in a stra: 
tegic position when it 
comes to figuring set in- 
stallations against com: 
petition. 


Tip No. 2 
A Reliable Switch in- 


stallation reduces service 
calls. Prevents depleted 
filament supply and pro- 
tects condenser in B 
Eliminators. 


Either model of the 
ReliableAutomaticCon- 
trol Switch will make 
the A Battery switch on 
a receiving set turn on 
ot off either or both the 
Trickle Charger and B 
Eliminator as required. 


Mail coupon today for sampleand trade 
[isons Sample may be returned 
if unsatisfactory for any reason. 


Cleveland, Ohio 


USE COUPON BELOW 


Reliable Parts Mfg. Co. 
Cleveland, Ohio 


Please send samples of Models 13 and 
23 Reliable Automatic Power Control 
Switch, together with trade discounts. 


Name 





Address 
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important 
dealers 


subjects to attract th 
from the entire southwe: 
counry as well as local territory dea! 
ers. This program consisted of 

daily morning session from 10 to 1). 
then two hours on the show floor fo: 
buying, and a luncheon at 1 P. M. 

The dealers’ convention was not 
very successful, due to the daily ses 
sions being too early, and so on next 
year another method will be pursued 
and every effort made to build up th: 
trade angle. The approximate dealer 
attendance at the show, including lo- 
cal, was 550 and the actual registra- 
tion numbered 285. Of these dealers 
50 was the largest attendance that 
could be secured for the daily 10:00 
A. M. meetings. 

The actual attendance at the St. 
Louis show during the six days was 
73,243 persons, the paid attendance 
running much below that figure of 
course. Auditors figures on the St. 
Louis Radio Trades Association— 
Southwest National Radio Show on 
file in the association office show all 
the above statistics as well as the 
actual profit to the association on the 
show efforts. With all obligations 
paid and a fund set aside for any con- 
tingencies that may rise, the profit to 
the St. Louis Radio Trades Associ- 
ation from the show totals $13,545.59. 
The audit report shows the total in- 
come on the show to be $31,605.10, 
and expense $18,059.51. Some of the 
high spots in expense budget for the 
benefit of associations who might be 
guided by the St. Louis association 
in conducting their own shows are: 
Exposition building rent $3,500.00: 
decorating $1,846.00; advertising 
$2,043.00; entertainment and music 
$2,556.31. This last figure only in- 
cluded special entertainment, as ll 
broadcasting music and entertainment 
was furnished by local stations. 

* * # 


McGraw Company Issues 
Paper During Show 

The McGraw Electric Appliance 
Co., St. Louis, Mo., introduced a nov- 
elty during the recent St. Louis ra- 
dio exposition by issuing a four page 
paper daily. McGraw’s “Radiocast” 
proved interesting reading. as it cov- 
ered the show completely. 

* * & 

Steiner Installs Fixture Room 

The Steiner Electric Co., Chicago, 
has installed a new fixture display 
room, and has enlarged its fixture 
stock room. 
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The New Balkite Charger 
MODEL J. Has a low trickle charge 
rate and a high rate for rapid charging 
and heavy duty use. Can thus be used 
either as a trickle or as a high rate 
charger and combines their advan- 
tages. Noiseless. Large water capacity. 
Visible electrolyte level. Rates: with 
6-volt battery, 7.5 and .5 amperes; 
with 4-volt battery, 6 and .2 amperes. 
Special model for 25-40 cycles with 1.5 
amperes high rate. Price $19.50. West 
of Rockies $20. file Chanda $27.50.) 







Batkite Trickle Charger 


MODEL K. With 6-volt‘‘A” batteries 
can be left on continuous or trickle 
charge thus automatically keeping the 
battery at full power. Converts the “A” 
battery into a light socket ““A’’ power 
supply. With 4-volt batteries can be 
used as an intermittent charger. Or as 
atricklechargerif a resistance is added. 
Charging rate about .5 ampere. Over 
200,000 in use. Price $10. West of 
Rockies $10.50. (In Canada $15.) 


— 
A New Balkite “B” at $27.50 


Balkite ‘‘B” eliminates “‘B’’ batteries 
and supplies ““B’’ current from the 
light socket. Noiseless. Permanent. 
Employs no tubes and requires no re- 
placements. Three new models. The 
new popular priced Balkite “B’’-W at 
$27.50 for sets of 5 tubes or less re- 
uiring 67 to 90 volts. Balkite ““B”-X, 
or sets of 8 tubes or less; capacity 30 
milliamperes at 135 volts—$42. Bal- 
kite ‘°B”-Y, for any radio set; capacity 
40 milliamperes at 150 volts — $69. 
(In Canada“ B”-W 539;““B”-X $59.50; 
*“B”-Y $96.) 


Balkite Combination 


Supplies automatic powerto both “A” 
and ‘*B” circuits. Controlled by the 
filament switch on the set. Entirely 
automatic in operation. Can be put 
either near the set or in a remote 
location. Will serve any set now using 
either 4 or 6-volt “‘A’’ batteries and re- 
quiring not morethan 30 milliamperes 
at 135 volts of “B” current—practically 
all sets of up to 8 tubes. Price $59.50. 
(In Canada $83.) 


All Balkite Radio Power Units operate 
from 110-120 volt AC current with 
models for both 60 and 50 cycles. The 
new Balkite Charger is also made ina 
special model for 25-40 cycles. 
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Permanent 
pieces of equipment- 


in this Balkite feature 
lies your profit 


To tell the difference between Balkite and any other device 
does not take very thorough examination. You can tell the 
difference the minute you look at a Balkite Unit. The dif- 
ference is even more obvious when you pick up the unit 
and feel it. Balkite Radio Power Units are permanent 
pieces of equipment, made to last. 


The evident scrupulous care that goes into the manu- 
facture of every Balkite Unit is not altruism on our part. 
It is based on the conviction that to be permanently suc- 
cessful the products of any manufacturer must represent 
honest manufacturing value. In the long run the public 
will not accept less. 


This scrupulous care is also part of our belief that for a 
manufacturer to be permanently successful everyone con- 
nected with the sale of his product must make a legitimate 
profit out of it. And by legitimate profit we mean more 
than the temporary profit made out of each sale. We mean 
that the manufacturer must take every precaution that the 
profit of the trade is not eaten up by service cost. 


Not only does Balkite give you the greatest volume, but 
the profit you make on your sales is clean. Once sold, Bal- 
kite Radio Power Units stay sold. They don’t come back. 
Get behind the line now, and make the maximum profit 
out of the demand for light socket radio power. 


FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


Balkite 


Radio Power Units 










































TT 


NT 


120 


THE JOBBER’S[A)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 


SAT 
ales 


wy 


CUPETTDTTISTTTOUTTVEEOSTIOUITOOOI CCU OCOOCTTPOTOED 


OS 
RS 


se | 
ESTE 


Rosin Core 


Easy to Sell 


BECAUSE IT'S 


Easy toUse 


HAT’S the beauty about Kester 

Radio Solder—it’s easy to sell 
because it is ready for use. It 
“Requires Only Heat.” 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the dealer, 
they are the start of a neat little 
business that rapidly grows into 
sales on the larger packages. 
No long missionary work in selling 
Kester Solder. An extensive ad- 
vertising campaign reaching all of 
the dealers is constantly breaking 
down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 
Start now at this active time and 
enjoy the repeat business which 
will come to vou all year round. 


APPROVED BY 
RADIO ENGINEERS 


ER 


i=? 


CHICAGO SOLDER COMPANY 








Encyclopedia of 
Radio Manu- 
facturers 


The following manufacturers deal 
through the jobber. The data con- 
cerning these companies, their 
products and policies will be found 
of value to the jobber. This list 
is arranged alphabetically and will 
be continued from month to month. 











American Elec. Co., State & 64th Sts., 
Chicago. P. C. Burns, pres., treas.; E. L. 
Brown, sec., sales and gen. mgr., Miss 
M. K. Cook, adv. mgr. 

Distribute wholly through jobbers. One 
jobber in territory. Jobbers not credited 
with all sales in territory. 

Loud Speakers. “Burns.” No. 205. 
Horn type. Aluminum and pryalin. Fin- 
ish, black enamel and several colors of 
pryalin. 20 in. high., 13 in. diam. List 
$22.50 and $25.00. 

Burns “Concert Grand.” No. 225. Horn 
type. Aluminum and pryalin. Finish, black 
enamel and mother-of-pearl pryalin. 24 
in. high, 18 in. diam. 

Loud Speaker Units. “Burns.” No. 
100. 214 in. diam. Finish, black enamel. 
List $10.00. Burns “Concert.” No 120. 
314 in. diam, Finish, same. List $12.00. 
Burns “Hi-Lo.” No. 180. 414 in. diam. 
Finish, same. List $18.50. 

Relay Switch. “Burns.” No. 110. Auto- 
matically switches AC current from “B”- 
eliminator to trickle charger. Pilot light 
warns when “A” battery is not off. List 
$6.00 

Condensers. “American Electric.” Fur- 
nished in various capacities and for differ- 
ent voltages. 

Head Sets. “Army & Navy,” “Swedish 
American,” “Victor,’ “Keystone.” List 
$8.00, $6.00, $5.00. 


Bodine Elec, Co., 2254 W. Ohio St., Chi- 
cago. C. D. Bodine, pres., treas., gen. 
mgr.; P. J. Bodine, vice-pres.; F. L. Hill, 
sales mgr. 

Branch offices, 383 Brannan St., San 
Francisco, 942 Prospect, Cleveland, 708 
First Nat. Bank., Cincinnati, 120 Madi- 
son Ave., Detroit, 1641 Stout St., Den- 
ver, 902 Methodist Bidg., Washington, 
D. C., 902 Ga. Bank Bldg., Atlanta, 90 
Abbotsford Rd., Brookline, Mass., 915 
Olive St., St. Louis, 295 S. Elmwood, 
Buffalo, 2362 University Ave., St. Paul. 

Distribute wholly through jobbers— 
electrical 50%, music 5%, radio 25%, 
hardware 5%, automotive 15%. Have large 
number of jobbers in territory. Jobbers 
credited with all sales in territory. 

Radio Loop. “De Luxe.” Models L-500 
and L-350. Solid walnut frame. For high 
grade sets. Plug and jack mounting for 
cabinet installation, non-folding. 12x16 
in, List $12.00. 

Radio Loop. Folding. Models B-12-X, 
B-14, B-12-TS, B-16-TS, Small size for 
portable sets. B-12-X for standard sets 
tuning with .0005 condensers. B-14 for 
sets with .00035 condensers, B-12-TS 
same as B-12-X with 5 pt. tap switch. 
B-16-TS is special for Grebe “Synchro- 
phase” receiver. List B-12-X and B-14, 
$8.50. List B-#2-TS and B-16-TS $10.00, 

Radio Frequency Coil. “Twin-Eight.” 
Standard type T-35 tunes with .00035 
condensers. Self supporting. Compact. 


Bosworth Elec, Mfg. Co. 3750 Miin 
Ave., Cincinnati, O. E. P. Bosworth, pres 
treas.; H. Daubenbis, v. p.; Mr. Des)»: 
dins, sec.-adv. mgr.; J. Gerl, sales mgr. 

Branch offices, Denver, New York, S| 
Louis, Boston, Philadelphia, Spokane, | 
Angeles, Portland, Cleveland, Minnea; 
olis, San Francisco, Milwaukee, Chicag. 

Distribute wholly through jobber: 
electrical 15%, music 5%, radio 35%, har: 
ware 10%, automotive 10%, misc. 20 
Usually one jobber in territory. 

Receiving Sets. “Bosworth” Type B » 
T.R.F., 5 tubes. Controls, 2 tuning, 
tube. Batteries, “A” storage, “B” 90-135 
V., “C” 414-9 V. Panel, bronze. Cabinet 
mahogany. Size, 9144, by 21 by 184, in 
List $115.00. 

Type B-8. T.R.F., 6 tubes. Controls. 
2 tuning, 1 tube. Batteries “A” storage 
or dry, “B” 90-185 V., “C” 414-9 \ 
Panel, wood. Cabinet, mahogany. Size, 
814 by 26%, by 12% ins. List $155.00. 

Table. Mahogany. Space for batteries 
and charger. Sliding shelf for loud 
speaker. Size, 30 by 80 by 17% ins. List 
$35.00. 


Boudette Manufacturing Co. 146 Divi 
sion St., Chelsea, Mass. C. M. Boudette, 
pres.; R..S. Boudette, vice-pres.-gen. 
mgr.; M. R. Boudette, sec.-treas.-adv. 
mgr. 

Distribute wholly through jobbers 
electrical, music, radio, hardware, and auto 
motive—one in each territory except New 
England. Jobbers credited on all sales 
in each territory. 

Loud Speakers. “Sonochorde.” 

Type A-2. Table cone, pressed steel 
frame and base, dark, semi-gloss ename! 
finish with wine colored silk front. Octa- 
gon, 20 ins. high by 16 ins. wide. List 
$25.00. 

Type A.C. Wall cone. Same as A-2, 
without base but with 15 ft. of cord and 
decorative suspension. Octagon 20 ins. 
long by 16 ins. wide. List $27.00. 

Type A.L. Pedestal cone. Same as 
A-2 except on stand with cast iron base, 
5 ft. 8 ins. high. List $35.00. 


Branston, Inc., Chas, A., 815 Main St., 
Buffalo. Chas. A. Branston, pres.; H. 
Connors, sec.; A. C. Butcher, gen. mgr. 

Distribute 80% through jobbers—elec- 
trical, radio, hardware, automotive—one in 
a territory. Dealers sold direct in some 
territories. Where there is a jobber he is 
credited with sales in his territory. 

Receiving Sets. 

“Hetrola.” Model R-47. Circuit T.R.F. 
5-tube. Two dial tuning control. Panel 
Bakelite. Console. American walnut, wal- 
nut finish. Tube controls, two. “A” bat., 
storage. “B” bat. 90 V. “C” bat. 1% 
to 4 V. Dimensions 221%4 by 1614 by 18 
ins. Shipping wt. approx. 50 Ibs. List 
$120.00 

“Hetrola.” Model R-46. Circuit T.R.F. 
5-tube. Two dial tuning control. Panel 
Bakelite. Cabinet, American walnut, 
walnut finish. Tube controls, two. “A’ 
bat. storage. “B” bat. 90 V. “C” bat. 
11%4 to 4 V. Dimensions 201%4 by 10 by 
1114 ins. Shipping wt. approx. 30 Ibs 
List $75.00. 

“Hetrola.” Model R-45. Circuit T.R.F 
5-tube. Two-dial tuning control. Panel. 
Bakelite. Chassis only. “A” bat., stor- 
age. “B” bat. 90 V. “C” bat. 114 to 4 V. 
Dimensions (panel) 7 by 18 ins. Ship- 
ping wt., approx. 15 lbs. List $55.00. 

Cam Vernier Dial. “Branston.” Cat 
No. R-55. Conventional genuine Bakelite 
dial for both coarse and fine tuning 
Vernier movement, had instantly at any 
point, covers 10 deg. on scale at’10-1 ratio 
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foraname 


Nothing to buy. No obli- 
gation of any kind. Send 
in one or as many sugges- 
tions as you desire. Here is 
your chance to win $1000 


Our product is known as 
Majestic “B” Current Sup- 
ply with a slogan “delivers 
pure direct current from 
your light socket.” We be- 
lieve the name and slogan 
can be improved. A cash prize of $1000.00 will be 
paid the person sending us the best suggestions for 
a name and slogan—with a short letter giving rea- 
—_ for selection. Duplicate prize awarded in case 
of tie. 





Hints to Help You 


Keep the name Majestic. Originate new and better 
word or phrase for “B Current Supply”, also an 
appropriate slogan. , 


The Majestic ? vastly improvesradiorecep- 
tion, contains no acids or liquids and voltage can be 
accurately adjusted to meet varying conditions in 
every city and on any set. Some of its advantages 
should be brought out in the new name and slogan 
you suggest. 


If you have not already heard a radio set using a 
“Majestic” go to your dealer for a demonstration. 
It will be a new experience for you in radio recep- 
tion. It may also give you the inspiration for a 
name and slogan that will bring you $1000.00. 
Dealer will be glad to show you the Majestic and 
do everything he can to help you win prize. 

Contest closes at midnight January 29, 1927. 
Award of judges will be published in this paper 
about February 15th. Address all letters to Contest 
Manager, care of 








f 
perectoR we TERMAEDIATE ’ 


GRIGSBY ~ GRUNOW~ HINDS~ CO. 4584 ARMITAGE AVE CHICAGO-ILL 
SERRE RRR ERE E RRR ERR ERE 


7 I submit for name MAJESTIC. 


F 
_ for slogan 


Lo | Pn Rel nl 


CONTEST MANAGER, care of 
z Grigsby-Grunow-Hinds Co., 4584 Armitage Ave., Chicago, IIl. 





a 
a Address 


GRIGSBY-GRUNOW-HINDS Co. 


4546 ARMITAGE AVE., CHICAGO, ILL. 


(Use this form or one similar) 


AQQGB BBB RBBB 


| 








Electrical 
Jobbers 


T the left appears the first 

of a series of advertise- 
ments that will run inover 
50 Metropolitan newspa- 
pers each week beginning 
Jan.2, 1927 to Jan. 29, 1927. 


The prize contest will fo- 
cus the attention of mil- 
lions of radio fans on our 
product and possibly your 
dealers may also be inte- 
rested in suggesting a 
name and a slogan. 


In addition to the prize 
mentioned in the adver- 
tisement if the winner of 
the prize called at a deal- 
er’s store and had a de- 
monstration as suggested 
we will pay $250.00 to the 
store and also $250.00 to 
the salesman of the store 
who madedemonstration. 


This contest will doubt- 
less mean a tremendous 
public interest in our Ma- 
jestic’‘B’’Current Supply. 
Get your dealers to display 
the device in their show 
windows and attract at- 
tention to their stores. 
They will not only profit 
from increased sales and 
the prestige of an article 
that gives entire satisfac- 
tion, but they have an op- 
portunity to win $500.00. 


If you have not secured 
your counter’ display 
cards and window 
streamers, write or 
telegraph us. 
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BURGESS BATTERY COMPANY 
GENERAL SALES OFFICE: CHICAGO 


Canadian Factories and Offices: 
Niagara Falls and Winnipeg 


| eliminators. 


| v. 90-180. 





BURGESS BA 








Fits 14 in. cond. shaft. Diameter dial 
Knob 21% ins. List $1.75. 

Single Stage Audio Transformer. 
“Branston.” Cat. No. R-94. Compact, 

shielded. List $3.50. 
| Short Wave RF Transformer. “Bran- 
ton.” Cat. No. R-202. Iron core type. 
Wave length 200 to 600 meters. List 
| $4.00. 

Standard Radio Jacks. “Branston.” 
Cat. Nos. 100, 101, 102, 108, 104 For 
mounting on sub-panel to hold sockets or 
transformers. Brass frame, nickel-plated. 
List $0.50 to $1.00. 

Two stage audio transformer. No. R-204. 
Ist stage 4 to 1 ratio. 2nd stage 8 to 1. 
Shielded. List $7.00. 

Honeycomb Coils. 
Mounted and unmounted. 
$3.40. 

Honeycomb coil mountings. R-61-62-68- 
64-66-68-69-71-78-74-75-77._ Bakelite. Sin- 
gle, double and triple mountings. For 
back or front of panel. List $0.50 to $8.50. 

Loop. No. R-210. Loop with center tap 
designed to increase volume and _ selec- 
tivity. Size 38 by 23 ins., including base. 
List $12.00. 

Lightning Arrester. No. R-51. Vacuum 

gap type. Underwriters approval. Au- 
| tomatic. Indoor or outdoor mounting. 

Bakelite. Petticoat insulator. List $3.00. 

Portable radio cabinet R-80._ Self 
contained. Includes loop and _ speaker. 
Battery compartment. Size 1814 by 14Y, 
by 814 ins. Panel 7 x 18 ins. List $40.00. 
| “Hetorns.” T.R.F. Transformers. R-41 
| 42-48-44-40-48. Isolated field coils. In- 
| creases selectivity. Improves tone and 
volume. Reduces static. List $2.50 to 
$15.00. 


Size 25 to 1500. 
List $0.50 to 


Burgess Battery Co., 1804 Harris Trust 
Bldg., Chicago. C. F. Burgess, pres.; D. 
Keith, v. p.; W. B.. Schulte, sec.-treas. ; 
R. J. Koehr, sales mgr.; E. O. Southard, 
adv. mgr. 

Branch offices, Boston, Kansas City. 

Distribute wholly through jobbers. 
Generally more than one jobber in ter- 
ritory. 

Radio Dry Batteries. 


C, E. Manufacturing Co., Inc., 702 Eddy 
St., Providence, R. I. George Copy, pres.; 
William Cepek, sec.; Ely Egnatoff, treas.; 
H. H. Steinle, sales mgr.; E. R. Fiske, 
adv. mgr. 

Distribute wholly through jobbers— 
electrical, hardware, radio, music, auto- 
motive, misc.—two or three jobbers in a 
territory. Protection of jobbers on sales 
in their territories not stated. 

Tubes. “CeCo.” 

Type A. Fil. v. 2.5, fil. amp. .25, plate 
v. 45-135. List $2.00. - 

Type B. Fil. v. 8, fil. amp. .06, plate 
_v. 45-90. List $2.00. 

Type C. Same as B, with large or 201-A 
| type base. 

Type D. Rectifier tube for “B” battery 
Made to specifications. 

Type E. Power amplifier. Fil. v. 8, fil. 
amp. .125, plate v. 90-180. List $2.50. 

Type T. Power amplifier. Fil. v. 5, 
fil. amp. 5, plate v. 90-180. List $5.00. 

Type G. For impedance and resistance 
coupling. Fil. v. 5, fil. amp. .25, plate 
List $2.50. 

Type H. Special detector. Fil. v. 5, 
| fil. amp. .25, plate v. 67-90. List $2.50. 

Type AX. Detector and amplifier. Fil. 
v. 5, fil. amp. .25, plate v. 45-185. List 
$2 00. 

Type BX. 
fil. amp. .06, plate v. 45-90. 


For dry cell use. Fil. v. 8, 
List $2.00. 


Chelsea Radio Co., 177 Spruce street 

Chelsea, Mass. 

Distribute wholly through jobbers—elec 
trical, 40 per cent; hardware, 20 per cent; 
automotive, 20 per cent; miscellaneous, 
20 per cent. 

Receiving Sets. “Chelsea” 8, 5, 6 and 7 
tube sets. Controls, 8 tuning, 1 tube. 
Batteries “A” storage, “B” 90-v., cabinet 
type. Material, gumwood. List prices: 
8-tube, $26; 5-tube, $50; 6-tube, $60; 7- 
tube, $125. 


Chicago Fuse Mfg. Co., 1501 W. 15th 
St., Chicago. W. W. Merrill, pres.; W. D. 
Dana, v. p.; A. E. Tregenza, v. p.; F. 
Trautmann, sec.; G. C. Reid, treas. 

Branch offices: 71 Murray St., New 
York; 515 Packard Bldg., Philadelphia, 
Pa.; 617 State Life Bldg., Indianapolis; 
1244 Cook Ave., Cleveland; 2737 Hayes 
St. N. E., Minneapolis; 5029 Troost Ave., 
Kansas City; 2131 Railway Exchange 
Bldg., St. Louis; 314 Morgan Bldg., De- 
troit; 1088 Portola Drive, San Francisco; 
1755 W. 24th St., Los Angeles; P. O. Box 
228, Birmingham; 123 Second St., Mil- 
waukee. 

Distribute wholly through jobbers— 
electrical, automotive. Jobbers credited 
with all sales in territory. 

Radio Fuse and Base. “Gem.” Protect 
tubes against short circuits, or incorrect 
connections. List, complete, $ .50. 


Compressed Wood Corp., 345 W. Austin 
Ave., Chicago. S. J. Andalman, pres.; 
G. R. Haase, sec.-gen. mgr. 

Distribute through jobbers. Also sells 
manufacturers. Number of jobbers in 
territory depends on size. Generally use 
two or three in territory. 

Loud Speakers. “Madera Clearspeaker.” 
Cat. Nos. 806-807-808-810-821. Upright, 
gooseneck wood. Finish, mahogany, leath- 
erette. List $10.00 to $30.00 


Cutler-Hammer Mfg. Co., Milwaukee, 
Wis. B. L. Worder, pres.; T. E. Barnum, 
sec.; F. L. Pierce, treas.; G. S. Crane, 
sales mgr.; F. V. Webster,adv. mgr. 

Branch offices, 8 W. 40th St., New York; 
323 N. Mich. Ave., Chicago; 132 7th St., 
Pittsburgh; 52 Chauncy St., Boston; 1201 
Chestnut St. Philadelphia; 629 Euclid 
Ave., Cleveland; 49 E. 4th St., Cincinnati; 
295 Main St., Buffalo; 2539 Woodward 
Ave,. Detroit; 611 Olive St., St. Louis; 
1514 Healey Bldg., Atlanta. 

Distribute wholly through jobbers— 
electrical 35%, radio 55%, hardware, 5%, 
automotive 5%—two or three jobbers in 
a territory. All sales in each territory 
credited to jobbers. 

Low Loss Socket. Style UX. Polarize 
to fit two prongs of UX tube. 

Rheostats and Potentiometer. Built as 
unit not dismantled for mounting. 

Low Loss Standard Socket. One piece, 
silver plated contacts. 

Heavy Duty Switch. 
contactor construction. 

Radioloc. Contact controlled by key. 

Toggle Switch. Large fan-shaped con- 
tact. 

Polarized Radio Plug. Designed so cap 
can be inserted only one way. 

Rheostats. Three cat. Nos. 8011, 80138 
and 8014, 6, 15 and 30 ohms respectively. 

Precision Potentiometer. Diameter 1% 
ins. Resistance 400 ohms. 

Variable Resistance. For audio and 
radio frequency stages 0 to 25 ohms. 


Patented floating 
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The only permanent goal is 
public confidence, expressed as 
it is, by preference for trade- 
marked merchandise which 
has been measured by the 
yard-stick of quality. Negative 
quality never brings perma- 
nent profit, whether the com- 
modity is a set of silverware 
or a set of radio tubes. Since 
1915 Cunningham Radio 
Tubes have been sold by an 
ever-increasing number of 
dealers, the vast majority of 
whom realize that quality is 
the basis of business integrity. 
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TELETONE 


‘Roadio Speaker 


Reduces the 
cost of doing 
Business! 


3usiness is weighed down with cer- 
tain costs no one can duck! There’s 
rent (or its equivalent, if you own 
your own building); there is clerk 
hire, and other help; deliveries cost 
money; and it costs money to hold 
goods in stock. 


Now .. . any reduction in any of 


these costs increases your profit ac- | 


cordingly. 

So we have built into Teletone ele- 
ments which make it easier to sell, 
which move it faster out of stock, 


which assure its staying sold; ele- | 


ments which forever remove the 


need for servicing; elements which | 


make owners sell more Teletones for 
you. 

And all these cost-reducing, profit- 
increasing elements have behind 
them an advertising campaign which 
promises to make Teletone the out- 
standing radio success of the year. 
Teletone 

Radiospeaker 60 

An exquisite LARGE radiospeaker, in 


American walnut or African mahog- | 


any. 
$32.50 

Teletone 

Radiospeaker 62 

Precisely like radiospeaker 60 

but slightly smaller. 
$22.50 

Join the prosperous Teletone jobber 

organization. 


Teletone Corporation 
of America 


449-453 West 42nd Street 
New York City 


BUILT LIKE A VIOLIN “43s 


(y\M y | Ce) 





| tery 414 to 9 v. 


Dongan Elec, Mfg. Co., 2987 Franklin 
'St., Detroit. Lyle J. Hicks, pres.; E 
| Hicks, vice-pres.; G. J. Scherling, sec.- 
| treas.; C. S. Swanson, sales mgr. 
| . Distribute through jobbers, any num- 
| ber in a territory. 
| Audio Transformers. 

Radio Voltmeters. 

B-Eliminators. 


| Dry Storage Battery Corp., 213 S. Broad 
| St., Philadelphia. Raymond Rosen, pres.; 
| W. L. Eckhardt, vice-pres.; Samuel Gerst- 
| ley, sec.; Maurice L. Wurzel, treas.; Lee 
'Klopman, gen. mgr.; W. F. Luckenbill, 
| sales mgr.; J. George Chase, adv, mgr. 

Distribute wholly through jobbers— 
electrical, music, radio, hardware, auto- 
motive—two or three jobbers in a terri- 
tory. Jobbers are credited with all sales 
in a territory. 

Battery. “Tab.” Rechargeable. Up- 
right 45 v. 80 cells to a battery. Designed 
| to be charged six or eight times after 
original charge, from usual types of bat- 
tery chargers. 

Dubilier Condenser Corp., 4377 Bronx 
Blvd., New York. Wm. Dubilier, pres.; 
| A. V. Howard, vice-pres., sales mgr.; W. 
| J. Smith, treas.; T. C. Hammond, gen. 
| mgr.; I. H. Mitchell, adv. mgr. 
| Branch offices, 600 W. Jackson Blvd., 
Chicago, 582 San Fernando Bldg., Los 
| Angeles, Munsey Bldg., Washington, D. C. 
| Distribute wholly through jobbers—elec- 
trical, radio, automotive. 2 or 8 jobbers 
in territory. Jobbers credited with all 
sales in territory. 

Condensers. “Dubilier.” Fixed “Mica- 
don.” No. 601, 601-T, 601-G, 640, 640-G, 
| 640-A, 700. Mica type 668, 577, and 580. 
Paper, type 901, 902, 9038, 904, 907, 908, 
| PL-90, PL-91. 
| Grid Leak. 
000 to 200,000 ohms. 
tance, 14 to 5 meg. List $0.50. 
| Aerial Plug. “Ducon.” Utilizes light- 
| ing wires for aerial. List $1.50. 

Radio Frequency Transformer. “Dura- 
tran.’ Fixed. Amplification factor, 15. 
| List $4.00. 


| 


“Metaleak.” Resistance 20,- 
List $0.75. Resis- 


Electric Service Supplies Co. 17th & 


Cambria St., Philadelphia. C. J. Mayer, 
pres.; A. H. Englund, vice-pres., treas. ; 
M. A. Berg, sec.; H. G. Lewis, sales mgr. ; 
I.. B. Gawthrop, adv. mgr. 

Branch offices, 50 Church St., New York, 
Merchants Bank Bldg., Chicago, Bessemer 
Bldg., Pittsburgh, 88 Broad St., Boston, 
316 N. Washington Ave., Scranton, Pa., 
General Motors Bldg., Detroit. 

Distribute wholly through jobbers—elec- 
trical 60%, music 5%, radio 20%, hard- 
ware 5%, automobile 5%, mise. 5%. 2 or 
| 3 jobbers in a territory. 

Lightning Arresters. 
50921. List $1.50. 
Ground Fittings. 


“Keystone.” No. 


“Keystone.” 


| Electrical Research Laboratories, 2500 
Cottage Grove Ave., Chicago. F. A. Pear- 
| son, pres., Fred Wellman, vice-pres.; L. 
Gayler, treas.; H. J. Edwards, sales mgr.; 
| T. F. Quinn, adv. mgr. 

Distribute wholly through jobbers, one 
in a territory. Jobbers in each territory 
| protected against direct sales to dealers. 

Receiving Sets. 

“FBrla.’ Model S-50. Circuit R.F.L. 
5 and 6 tube. Controls 1 and 2 dial. 
| Panel Bakelite. Cabinet, walnut, antique 
finish. “A” battery storage. “C” bat- 
List $89.50 to $800.00. 


Note: There are 10 cabinet models i 
the line. Two are 6-tube models wit 
1 dial control and eight are 5-tube mode! 
with 2 dial control. 

Loud Speaker. “Erla 
Cone. Finish, Brown. Dia. 17 in. 
$17.50. 

B-Eliminator. 
1 to 10 tube receivers. 


Omnitonic. 
Lis 


Raytheon tube type fo 
List $45.00. 


Elgin Radio Corp., 67 N. State St 
Elgin, Ill. A. Hasselquist, pres.; E. E 
Hasselquist, sec.-treas.-sales and adv. mgr 

Distribute wholly through jobbers- 
electrical 95%, misc., 5%. Have 2 or 3 
jobbers in a territory. Jobbers are cred 
ited with all sales in territory. 

Variable Condenser. “Elraco.” 
Plates 11. Capacity .00025 m.f. 
$2.75. 

No. 35. Plates 17. 
m.f. List $2.85. 

No. 50. Plates 28. Capacity .0005 m.f 
List $3.00. 


Englert Mfg. Co., 2500 Jane St., Pitts- 
burgh, Pa. H. A. Hopper, pres.; C. A 
Englert, vice-pres.-gen, and sales. mgr.; 
H. N. Englert, sec.-treas.; C. M. Aldred, 
adv. mgr. 

Distribute through jobbers in cities of 
35,000—electrical 10%, music 10%, radio 
20%, hardware 10%, automotive 45%, 
misc. 5%, direct to dealers 50%. One 
jobber in a territory, and not to exceed 
8 jobbers in a city over 200,000. 

Radio Batteries. “Dragon.” “A” bat- 
teries. 9 Types 90 to 215 amp. Rubber 
cases. Lists from $18.20 to $29.15. “B” 
batteries. 2 types. 24 and 48 V. Black 
or mahogany finish. Lists from $9.15 to 
$22.95. “A” storage batteries for peanut 
tubes. 2 and 4 V. Black or mahogany 
finish. Lists $12.90 to $15.00. 

“A” Power Units. “Dragon.” Trickle 
charging % amp. type with 60 ampere 
hour unit at radio rate. 6 V., type T6 
PU. List $86.50. 4V., type T4PU. List 
$38.50. Type C6PU. 6 V. Combination 
trickle and straight charger. List $46.50. 

“B” Power Unit. “Dragon.” Raytheon 
tube type. 10-70 V. on detector, 50-100 
V. on intermediate, super-het., or R.F., 
100 to 200 V. on last stage audio. Type 
B-PU. List $49.50. 


No. 25 


List 


Capacity .00035 


Epom Corp., 114 E. 47th St., New York. 
F. M. Harrison, pres.; G. B. Biddinger, 
vice-pres.; C. B. Harrison, treas.; A, G. 
Davenport, adv. mgr. 

Branch offices. Boston, 
Fort Worth. 

Distributes wholly through jobbers— 
electrical 80%, radio 10%, automotive 
10%—two or three in a territory. All 
sales in a territory credited to jobbers. 

Battery Eliminator. “Epom.” Cat. 
Nos. D 12 to D'19. List $82.00 to $45.00 


Federal Radio Corp., 1738 Elmwood 
Ave., Buffalo. W. W. Miller, pres., Lester 
E, Noble, vice-pres.-gen. mgr.-sales mgr.; 
Hugh Taylor, sec-treas.; A. C. Stearns, 
adv. mer. 

Distribute wholly through jobbers— 
electrical, music, radio, hardware, auto- 
motive, misec.—one in a territory. No mer- 
chandise supplied direct in any case. 

Receiving Sets. “Ortho-sonic.” Nos. 
A-10, B-20, B-80 B-85, B-86 C-20, C-80, 
C-85, D-10, D-40, E-10, E-40, F-10, F-40. 
Circuit, Federal “Isolated.” Both cabinet 
and console (wood). Number controls, 
one. No. tubes. The As and Bs are 5- 
tube; Es 6-tube; Cs and Fs 7-tube. “B” 
hat. 2214, 6714, 185 V. “C” bat. 414 and 
9 V. A bat. storage or dry. 


Minneapolis, 
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hands of every jobber and dealer who is 


= A copy of this booklet should be in the 
TM AN 


= in the radio business to stay. 


This booklet tells the complete story of 
Hartman Radio—the only perfectly syn- 
tonized* receiver made. It explains the 


ys two new inventions incorporated only in 


It outlines our unusual 
It is the 


the Hartman. 
sales policy and gives our aims. 
complete story. 


Hartman Radio has set a new high 
standard in radio reception. You 
ought to know its story. Write 
for your copy of the booklet. 
It is yours without 
obligation. 
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means “perfectly in step 
in tone,” or perfect uni- 


Son of operation in the 


receiver, freedom from 
distortion and oscilla- 
tion, pure tonal quality, 
maximum volume and 


‘| distance, regardless of 


wave length, with the 
Fideal degree of selectiv 
ity for all conditions 
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Mansfield. Ohio. 


ELECTRICAL MFG. Ca | 
Chatham, Ont! 
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Another 
Sales 


Leader 


OW you can offer 

your dealers a non- 
competitive Tower value in 
every price class. Here is 
a Cone of highest quality 
for those who want the 
best. 
Unlike the average model, 
the Meistersinger serves a 
double purpose—it may be 
employed as a table model 
or hung on the wall by 
simply detaching base, ac- 
cording to taste or space re- 
quirements. 
The powerful direct-drive 
adjustable unit is protected 
by a beautiful mahogany 
finish frame with ply-wood 
sound-board back. This 
unit has eight points of con- 
tact with the cone (instead 
of only one as in other 
speakers). Provided with 
full 15 ft. cord, art metal 
detachable base with felt 
pads and packed in wooden 
boxes. 
Boost your Sales by Selling 
the Whole Tower Line. 


TOWER MFG. CORP. 
BOSTON, MASS. 























Loud Speakers. “Federal.” No. 180. 
Horn type. Composition, black. List 


| $50.00. 


Fore Electrical Mfg. Co., Inc., 5255 N. 
Market St., St. Louis, Mo. A. Wehmeier, 
pres.; L. R. Brown, v. p.-treas-sales mgr.; 
H. E. Mize, sec. - 

Distribute wholly through jobbers— 
electrical 20%, music 10%, radio 5%, 
hardware 30%, automotive 30%, miscel- 
laneous 5%. Have 2 or 3 jobbers to a 
territory. Jobbers credited with all sales 
in territory. 

Rectifiers. “Fore.” Master Fore. List 
tion size. List $83.75. 
$18.50. Type 1-A Fore. List $18.00. 

Charger. Type T. Trickle and 214 amp. 
List $20.00. 


French Battery Co., Madison, Wis. J. B. 
Ramsay, pres.-gen. mgr.; A. Hall Berry, 
vice-pres.; W. A. Hastings, sec.; E. J 
Dalton, treas.; G. A. Shipley, sales mgr.; 
C. W. Shaffer, adv. mgr. 

Branch offices, Chicago, New York. 
Kansas City, Dallas, Minneapolis, Cleve- 
land, Detroit, Atlanta, Los Angeles. 

Distribute wholly through jobbers— 


| electrical, music, hardware, automotive, 
| drug. Appoint more than 3 jobbers in 
| territory. Jobbers credited with all sales 
|_in territory. 


Dry Batteries. “Ray-O-Vac.” No, 1211 


| “A” battery 114 V. 1 cell. List $0.50. 


“B” batteries. No. 9808. 45 V. For 


| sets requiring more than 15 milliamperes. 


80 cells. 2214 V. intermediate tap. List 
$5.00. 

No. 2808. 45 V. 
$3.75. 

No. 2301. 45 V. For sets requiring 
not more than 16 milliamperes. List $8.75. 

No. 2151. 22% V. Variable tap 18 to 


Vertical type. List 


| 2214 V. List $8.75. 


No. 2158. 2214 V. Vertical type. List 
$2.00. 

No. 1158. 2214 V. List $2.00. 

No. 4151. 2214 V. For portable sets. 
List $1.50. 

No. 5151. Combined “A” and “C” bat- 


tery. List $1.75. 


“C” batteries. No. 281-R. 414 V. can 


| be used as “A” “B” or “C”. List $0.60. 


No. 581-R. Smaller capacity than 231-R. 
List $0.40. No. 551. 714 V. List $0.85. 


Furnell Mfg. Co., 24 Scott St., Newark, 
N. J. Alfred De Cozen, pres.; Achill 
Binnart, v. p.; Frank P. Young, sec-treas. ; 
Noel Cahusac, gen. mgr. 

Distribute wholly through jobbers— 
electrical and radio. Jobbers not cred- 
ited with all sales in their territories. 

Condensers. “Furnell.’ List $5.00 to 
$6.50. 


Gemco Mfg. Co., 742 S. Pierce St., Mil- 
waukee. G. F. Disher, pres., gen. mgr.; 
W. Fernekes, sec.-treas.; E. A. Haertlein, 
sales mgr.; A. B. Roetzer, adv. mgr. 

Distribute wholly through jobbers—elec- 
trical, radio, hardware, automotive. Job- 
bers credited with all sales in territory. 

Loud Speakers. “Trutone.” 

Pedestal types. Model 20. 5 ply genu- 
ine ‘walnut veneer, finished in 2 tone. 
Height, overall, 421, ins. Table, 29 ins. 
high. Drum, 18 ins. diam., gold cloth 
panel. Long wooden horn extends into 
base. List $45.00. Model 21, similar to 
above. List $87.50. 

Mantel drum type. Model 25. 18 in. 
drum. Gold cloth panel. List $25.00. 

Mantel clock type. Model 26. Walnut 
mahogany. 18 ins. high, 75% ins. deep, 5% 
ins. diam. List $82.50. 


Model 26-I. Ivory finish. List $32.5: 
Model 26-G. Green finish. List $82.5) 
Model 26-R. Red finish. List $32.50. 

Goose-neck horn type. Model 27. Be 
14 ins. diam., height 22 ins. Brown finis! 
List $22.50. 

Loud Speaker Unit. With 6 ft. cord 
List $12.50. With phonograph attachmen: 
and 10 ft. cord. List $15.00. 

Extension Cord. 20 ft. with terminal: 
$1.75. 50 ft. with terminals $2.50. 


General Insulate Co., 1008 Atlantic Ave 
Brooklyn. J. Rockhile, pres.; J. Bragdon. 
vice-pres.; A. W. Wolber, treas.: V. ( 
Rockhile, adv. and gen. mgr. 

Branch offices, Cleveland, Chicago, San 
Francisco. 

Sell to jobbers and manufacturers onl) 
—electrical, music, radio, hardware, auto 
motive, misc. jobbers. 2 or 8 jobbers in 
a territory. 

Moulded parts, “Insulate,” “Bakelite,” 
“Starite.” All kinds of moulded insulation 
parts used in radio. Assemble binding 
posts and wall insulators. 


Globe Phone Mfg. Co., Haven St., Read- 
ing, Mass. W. C. Mooney, pres.-sec.-sales 
mgr.-adv. mgr.; Irving Kimball, v. p.; F. 
E. Bronson, treas.-gen, mgr. 

Branch offices, Boston, New York, 
Philadelphia, St. Louis, Los Angeles, San 
Francisco, Chicago. 

Distribute wholly through jobbers— 
electrical, music, radio, hardware and au- 
tomotive—two or three in a territory. 
Jobbers credited with sales in their terri- 
tories. 

Head Sets. “Globe.” For radio work. 
One model. Brass, nickel-plated cases. 
Molded ear caps. Leather covered adjust- 
able head band and concealed terminals. 
List $5.00. 

Loud Speakers. 

“Globe.” Horn type. Balanced coils 
on sound bridge, with special tone pocket 
beneath. List $12.00. 

“Globe.” “Tecnolian” cabinet type. 
List $25.00. 

“Globe.” Phonograph loud speaker 
unit. Fits on tone arm. Accepts any 
standard connector... List $5.00. 

Radio Switch. “Globe.” Bakelite base 
with beveled edges for panel mounting. 
Drilling template with each switch. 5 to 
7 amp. No. 40, double pole, double throw. 
List $.80. No. 41, single pole, double 
throw, two gang type. List $.80. 

Jack Binding Post. “Globe.” For all 
sizes phone cords and tips and 10 to 14 
wire, also spade tips. Plugging connec- 
tions similar to telephone jack. No. 25. 
List two for $.25. 


Gold Seal Efec’l Co., Inc., 250 Park Ave, 
New York. J. W. Duff, pres.; E E. 
Eagle, v. p.; W. J. Bowles, sales megr.; 
W. E. Duff, adv. mgr. 

Distribute through jobbers—electrical 
10%, music 10%, radio 10%, hardware 
40%, automotive 20%, misc. 10%. Also 
sells direct to dealer. Credits jobbers 
with all sales in territory. Two or three 
jobbers to a territory. 

Radio Tubes. “Gold Seal.” Complete 
line of detector, amplifier and _rectifica- 
tion tubes. Lists $2.00 to $9.00. 


Gould Storage Battery Co., Inc, 250 
Park Ave., New York. K. M. Smith, v. 
p. in charge of operations and sales. 

Branch offices, 507 Land Bank Bldg., 
Kansas City.; 32 W. Randolph St., Chi- 
cago; 1660 Pine St., San Francisco. 

Distribute wholly through jobbers— 
electrical 50%; music 5%, radio 25%, au- 
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Audis Frequency 
Transtcrmers 
hly effici-n popular price 
fully shielded in an enameled 
meal case. 


Switches 


Moulded Bakelite base — Spring 
brass contact—Moulded insulated 
handle. 


3% tol rir $2.25 list 
Stock No. 155) 
Ee ; °° 


S to } satie...:- 2.50 list 





Abb. Dependable 
otc pm Products 


Stock No. 2010........... 70c¢ list 





Varia :le High Resistance 


Controls o ciila ion and re u ate 


—for the 1927 Season 


Used by leading set builders— po ed yore l= yp hey = 


Bakelite knob. 
Range 0 to 209,000 Ohms 
Quality with a Popular Price Stock No. 2120. $0 £1.25 list 
Stock No. 2150.. -$1.25 list 





Double Pole, Double Throw 
Base 214” x 13%” 
Stock No. 2020......... $1.00 list 


Nationally advertised— easily 
sold—big dealer appeal—extra 
wide margin of dealer profit. 
——oe Complete catalogue upon 
Triple Pole, Double Throw request. 


Base 214” x 2” 
Write Dept. J. S. 





Stock No. 2030......... $1.50 list 


Five Pole, Double Throw a 
Base 214” x 3%” ; rae pe Bakelite case with insul- 
Stock No. 2050......... $2.50 list F. yt Cc ated adjusting screw. : 
LESLIE 9 UTER 0. _ Stock sae —_ “ = oh -$2.50 list 
(Mu 
76th and Greenwood Avenue — cS & 


CHICAGO, U.S. A. ay wes 


i 
UNA. Variable Condensers 
Antenna Plug Moulded Bakelite case. 





i yy,” Balancing condenser .000003 to 
Black moulded Bakelite. 2% long. yw 
Stock Ne. 2660............ 60c list Stock No. 1900. $1.00 tise 
: y Variable grid condenser .00015 to 
.0005 M. F. 
Stock No. 1950. . . .-$1.00 lise 




















Resistance Amplifiers s Fixed Condensers 
Completely wired, ready for installation. Individ- Highly polished metal end plates with adjust- 
ually packed, with instructions. Complete Aerial Kit able soldering lugs. Bakelite plates—mica in- 

Cenmiten ott — A sulation—brass electrodes—gives maximum re- 
Stock No. 1410 (2 stage).............. tiHiinj ati °®6 ’ ; 
é SaeRV EES! Case. Used by leading set builders. 
Stock No. 1400 (3 stage).............. 8.00 list Stock No. 250......cccccccccceees $3.50 list All popular sizes—-from 30c¢ to 85c list. 
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THE ECONOMY 
RECTIFIER 


Is The 


Culmination of Years of 
Charger Building and Re- 
search by Practical Electrical 
Engineers. 


Charges as well with 
burned-out bulbs as with 
good ones. 


Charging rate controlled to 
the fraction of an ampere. 


batteries in 12 
hours, without injury. 


Charges 


The charging capacity of the Econ- 
omy Rectifier is from 1 to 20 six- 
volt batteries in series, or 20 to 40 
six-volt batteries in series parallel, 
thereby replacing three ordinary 
charging machines or rectifiers. 


For small garages and battery sta- 
tions the Economy, Jr. charges | to 
10 batteries in series. Uses burned- 


out bulbs. 


When charging batteries with the 
Economy Rectifier, the current con- 
sumption automatically reduces as 
the voltage raises in the batteries, 
thereby saving the wasted current 
which ordinarily flows through the 
batteries when fully charged. The 
Economy Rectifier is so constructed 
that this principle is applied regard- 
less of the number of batteries being 
charged, up to its full capacity. 


Distribution through job- 
bing channels only. 


ECONOMY ELECTRICAL 
MANUFACTURING CO. 


Agnes Ave. and 14th St. 
KANSAS CITY, MO. U. S. A. 

















tomotive 20%. 
bers in territory. 

“Unipower.” Supplies “A” and con- 
trols “B” power. Balkite charging cell, 
8 models—AC-4 for UV-199 tube sets and 
2 types for UV-201-A tube sets. Lists 
from $383.00 to $45.50. 

“A” Batteries. “Gould.” 6 V. 5 to ll 
plates. 50 to 120 amp. hr. Lists $18.25 to 
$22.50. 

“B” Batteries. “Gould.” Single unit 24 
V. in rubber case or assembly of 4 giving 
96 V. Lists $8.50 and $42.00. 

“B” Charger. Electrolytic type. 
$5.00. 


Hartman Electrical Mfg. Co., M Mansfield, 
O. R. W. Hartman, pres.-treas.; C. T. 
Anderson, vice-pres., gen. mgr.; "FO. 
Hartman, sec. 

Distribute wholly through jobbers—elec- 
trical 25%, music 20%, radio 10%, hard- 
ware 85%, automotive 20%. One jobber 
in a territory. Jobbers credited with all 
sales in territory. 

Receiving Sets. Hartman. “Compact” 
Loftin-White T. R. F. 6 tubes. Controls 
1 tuning, 2 tubes. Batteries, “A” storage 
or dry, “B” 135 v., “C” 9 v. Panel, wood. 
Cabinet, mahogany. Size, 834, by 16 by 6 
ins. List $100.00. 

“Junior Upright.” 40 by 18 by 22 ins. 
List $185.00. “Upright.” 44 by 28 by 14 
ins. List $175.00. “Sheraton.” 42 by 28 
by 14 ins. List $180.00. Otherwise all are 
the same as the “Compact.” 

Loud Speakers. “Pedes-teller.” 
“A.” Pedestal style. Mahogany. 48 ins. 
high. 4 grills 7 by 8% ins. List $88.00. 
Type “B” same as type “A” except height 
46 ins. 2 grills 7 by 814 ins. List $88.00. 


Hartung Co., Charles F., 728 E. 61st 
St., Los Angeles. Charles F. Hartung, 
owner. 

Distribute wholly through jobbers—elec- 
trical, music, radio, hardware, automotive. 
Large number of jobbers in territory. 
Jobbers credited with all sales in territory. 

Clips. Battery charging, discharging 
and electrical test clips. 


Kellogg Switchboard & Supply rd 
1066 W. Adams St., Chicago. J. B. 
wards, pres., gen. mgr.; 
vice-pres., sales mgr.; J. S. Kellogg, vice- 
pres.; G. Nelson, sec.; S. Guthrie, treas.; 
A. D. Boal, adv. mgr. 

Branch offices, Kansas City, Columbus, 
O., Portland, Ore., San Francisco. 

Distribute through jobbers—electrical, 
music, radio, hardware, automotive. Also 
direct to dealers. One jobber in a terri- 
tory. Jobbers credited with all sales in 
territory. 

Receiving Sets. “Kellogg.” Model 507. 
T. R. F. 6 tubes. Controls, 1 tuning, 2 
tubes. Batteries, “A” storage, “B” 185 v., 
“C” 9 v. Panel, walnut. Cabinet, walnut. 
Finish, walnut. List $215.00. Model 508. 
Sames as 507, but console top. List $845.00. 

Model 701. R. F. L. Single central. 
4 stages T. R. F., detector and 2 stages 
of audio. Walnut cabinet. List $400.00. 
Model 601. R. JF. L., five tube. Similar 
to No. 701. -List $200.00. 

Model 504. “Wave Master.” Similar to 
No. 701. Table model. List $125: Model 
505 is Model 504 with No. 502 table. List 
$225.00. No. 506. “Consolette.” List 
$285.00. ; 

Loud Speakers. No. 554. Horn type. 
Black crackle finish, $20.00. No. 558, simi- 
lar to 554. List $25.00. No. 557, special 
design. List $80.00. 

Reproducer Unit. No. 70 A. List $6.00. 
Ww . Paenographis stand and cord. List 
$6.75 


Have two or three job- 


List 


Type 


B. Woodbury, 1 








A New Detroit 
Hotel With A 
Definite Prupose! 


Equipped in the finest and 
most modern manner — 
designed by a firm of 
world-famous hotel archi- 
tects—directed by a man 
thoroughly versed in every 
phase of hotel management, 
the function of the new 
Savoy in Detroit will be to 
supply first-class hotel ac- 
commodation, at moder- 
ate rates. 


The Savoy has 750 rooms 
with baths, and is situated 
just six short blocks north 
of Grand Circus Park, on 
Woodward Avenue at Ade- 
laide Street. 


It was designed by Louis and 
Paul L. Kamper (architects 
of the Detroit Book-Cadillac 
Hotel) and has as its manag- 
. ing director, A. B. Riley, for- 
merly manager of the Ban- 
croft Hotel, Saginaw, Mich. 
The Savoy’s rates are $2.50, 
$3.00 and $3.50, with suites 
and sample rooms ranging in 
price from $5.00 to $12.00. 


The cuisine of the Savoy is un- 
surpassed. Outstanding features 
of the Hotel are the Bohemian 
Room, the Coffee Shop and the 
Food Shop—the walled-in Gar- 
den Court—the International 
Suites (each decorated in the 
national style of some foreign 
country)—the 20-chair barber- 
shop and the 18-booth beauty 
parlor—the Emergency Hos- 
pital, with a nurse in constant 
attendance — the Valet and 
Checking service—the Florist’s 
Shop—the Humidor—and the 
Gift Shop. 

The Savoy opens for business 
on September | 18. 

Managing Director 
B. RILEY, 


Detroit. 











Se 
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Are you 


a Good Sales Counselor 


to Your Dealers? 











Model No. 410 


The Sterling 
“B” Power Tester 
especially designed 
to promote store sales 
and cut the cost of 

service work 

With this device the 


dealer is in a position 
to demonstrate the effi- 
ciency of “B” power 
units—to prove just 
what they will do on 
any set. A protection 
against stocking “B” 
power units which are 
below standard. 


Likewise invaluable to 
radio service experts. 


List Price + - + $40.00 


( Show Them—that, With ) 
These Two New Sterling 
Devices They Can Sell 


[ More and Service Less 








y 


ferns two new Sterling devices are typical 
of Sterling’s initiative to furnish the trade 
with essential equipment for radio service and 
good-will protection. Together they make any 
and all tests of radio equipment —“B” Power, 
batteries, tubes and circuits! 


Your sales, don’t forget, are no bigger than 
your service to your trade — push Sterling. 


This Is New, Too! 


Sterling Tube Tester 
and Servicer 


More Complete . 
than Ever, This 
Improved Model 
Now Tests Power 


Tubes: and Grid 
Circuits. Model No. 408 


















Built especially for testing the plate current of vac- 
uum tubes—finding the real amplification value. 
Equipped with a combination volt meter, O—150 volt 
scale for plate voltage, and O—6 volt scale for fila- 
ment, this instrument offers a ready means for test- 
ing ‘‘A”’ and “‘B”’ battery voltage supply to any tube 
socket. Also invaluable for making many other tests. 


List Price - + - $22.00 








THE STERLING MFG. CO. 
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The Aristocrat Vernier Port Dial 
ts the finest looking, finest tuning 
dial in radio. Vernier ratio 4s 
14 to 1. Finished in black, ma- 
hogany and walnut. Kurz-Kasch 
Split Bushing fits all shafts. 
List $2. 


The Aristocrat E-Z-Toon Vernier 
Pointer broke all saies records 
last season. Made in two pieces. 
Vernier ratio 50 to 1. Finished 
in black, mahogany and walnut. 
Attached with Split Bushing. 
tst ° 


KURZ @KASCH 


COUALITY 


now talks 
Price / 


Those who seek the very utmost in quality come 
to us for Plastic moulding. They know Kurz- 
Kasch moulds are the finest produced; that only 
materials of sterling quality are used; that every 
part fabricated in our plant leaves the hardened, 
polished mould exact and accurate in dimensions. 
That’s why more than 200 reputable manufacturers 
come to us for their mouldings. Because of the 
quantity they order; because of our modern, effi- 
cient manufacturing methods and the ample facili- 
ties of our plant, our mouldings, although of 
unsurpassed quality and precision, cost no more! 
That’s why you should recommend Kurz-Kasch 
Plastic products to your clientele. They will mean 
quick turnover, satisfied customers and bigger 
profits to you—and to your dealers! 


THE KURZ-KASCH CO., Dayton, Ohio 
Moulders of Plastics 


A eAnistocrat Dials and Knobs 








“26 Years 
Making 


Good Instruments” 


Mr. Jobber’s Salesman:— 


We want you to know more about our testing line voltage. 








Pattern No. 43 double scale 150- 
300 volt portable voltmeter for 
This style 
4 available in both A. C. and 














company and product. 

These days you are very busy work- ? 
ing with dealers on lines that you are familiar with and you are likely 
to lose sight of the importance of Electrical Measuring Instruments. 

As a result of our 26 years’ experience we have an outstanding fac- 
tory organization noted for its efficiency and we wish that more of you 
could visit and go through our plant. 

Jewell quality instruments are known everywhere, partly through 
advertising in leading radio and electrical trade papers, but largely 
through their world-wide reputation. 

Jobbers’ profits are good—accordingly we urge jobbers’ salesmen to 
learn more of our line and push its sale. 


Jewell Electrical Instrument Co. 
1650 Walnut St. Chicago 
“*26 Years Making Good Instruments’’ 

















Transformers. Nos. 508, 501, and 502 
audio type. List, from $4.00 to $7.00. 

Tube Sockets. Nos. 2 and 8. Moulde: 
Bakelite. List $0.60 and $1.00. 

Transformers. Radio frequency. Nos 
602, 608. List $2.35. 

Rheostats. Flat disc compact type. On 
screw mounting $0.75. 

Condensers. Low loss. No. 706, 28 plat: 
ge List $4.59. 18 plate .00085. Lisi 


Other radio parts and accessories. Vari 
able condensers, head sets, jacks, dials. 
switches, contacts, miniature condenser: 
and mountings, fixed condensers, cords, 
choke coils and resistances, binding posts, 
soldering lugs. “Simplex” charger, spag- 
hetti, tubing, “Celasite” wire. 

n 


Doubleday-Hill’s Broadcast 
Service 

What is believed to be the only 
broadcasting station in the world 
that is dedicated solely in the inter- 
ests of radio and electrical supply 
dealers, is owned and operated by 
the Doubleday-Hill Electric Co., 
Pittsburgh. This station, the call let- 
ters of which are KQV, is one of the 
pioneer plants. 

Five hundred watts are being used 
at the present time, and programs are 
broadcast on a wave length of 409 
meters. 

Station KQV is known far and 
wide among radio dealers, and espe- 
cially those in the Pittsburgh district, 
who have relied upon it to broadcast 
programs at any time of the day. In 
other words, when a dealer has a 
prospective customer in his store and 
desires to demonstrate a receiving set, 
he telephones to KQV, from which a 
short program is broadcast immedi- 


ately. 
* & # 


Unprecedented Radio Demand 
in South 

E. E. Floyd, sales manager of the 
Gilham Electric Co., Atlanta, has just 
completed a comprehensive survey of 
Georgia and his findings indicate that 
retailers are buying on an unprece- 
dented consumer demand, little hin- 
dered by comment on the situation in 
which the industry finds itself this 
year. Failure of Congress to pass 
needed radio legislation has not re- 
acted to the detriment of the indus- 
try, he says, and little, if any, chaos 
in broadcasting is being experienced 
by the consumer of radio sets. 

This condition is due, in large 
measure, he believes, to the improved 
types of receivers now being mar- 
keted in Georgia and the South gen- 
erally, where so much trouble was 
experienced a year ago because of 
poor receiving conditions. 
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Model Seven—7 Tubes 
Completely Shielded. 


Entirely Loop Operated 
Price $375.00 










| Model Five—S Tubes 
; Price $125.00 


All Howard Receivers are adaptable to good A and 
B House Current Supply Units. 





Reputation 


Building to an ideal—cre- 

ation of just the best— 
Howard has established a 
reputation for sheer merit 
that is truly unexcelled. 






Model Six—6 Tubes 
Price $200.00 




















Power Tube Amplification 


There is no substitute for 
good merchandise, and 
every Howard you inspect 
will impress you the same. 
Here, indeed, is a manu- 
facturer secure in his faith 
that quality is a sound ba- 
sis for success. 


Resolve to sell Howards. 


HOWARD RADIO COMPANY 
451-469 E. Ohio Street, Chicago 


Sold Thru Jobbers Exclusively 


gp a a 
perce Radio Manutachs@> as Ox, 














Model Eight Console 






2 Shielded 7-Tube Receiver with Controllable Concealed 
1 Loop and Reproducer. Price $675.00. 
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MANUFACTURERS 
NEWS 














Fire Delays Acme But Little 


On the night of October 28, Plant 
No. 1 of the Acme Electric & Manu- 
facturing Co., Cleveland, where 
“Acme” radio battery chargers were 
manufactured, was partly destroyed 
by fire. This, however, did not stop 
production on “Acme” Universal B 
power supply units 
switches, as these items were manu- 
factured in Plant No. 2, located in the 


and control 


Whitney Power Block. Charger pro- 
duction was immediately started in 
Plant No. 2 and deliveries in battery 
chargers started at once. The tem- 
porary address is now 1101 Whitney 
Power Block, Cleveland. 

* * * 


E-Z-Toon Resumes Manufac- 
turing of Parts 

The E-Z-Toon Radio Co., 8234 
West Washington St., Indianapolis, 
has again entered the manufacturing 
of radio accessories and_ electrical 
parts. Chas. Sparks, for many years 
with Kellogg Switchboard and Supply 
Co., Chicago, is now in charge of the 
management of the E-Z-Toon Radio 


Co. 





Recent Atlantic 
of the 


At the 
City Convention 


B. 3.0. A. 


(1) The well-known duet of Knott and 
White. George C. Knott on the left 
is a manufacturers’ agent located at 67 
Park Place, New York. The other gen- 
tleman is Jack White, formerly with the 
Wirt Co. of Philadelphia but now with 
George in New York. (2) “Oh, see the 
little goldfishes,” says Ernie Hedler, left, 
and Harry Lemmert, as they inspect the 
fish pond in the sunken garden at the 
Traymore. Ernie sells Columbia metal 
boxes, T & B fittings and Wiremold in 
Philadelphia and vicinity. Harry, spends 
his wakeful hours telling what a fine job 


his “Baby Hercules” can do in illuminat- 
ing a show window. (8) Frederick Haase 
(left) vice-president of the Frank E. Wol- 
cott Mfg. Co., Hartford, Conn., and Harry 
L.. Lemmert, sales manager of the Display 
Stage Lighting Co. of New York. (4) 
Whenever a Detroit jobber thinks of Rey- 
nolite devices he just naturally thinks of 
W. H. Hemphill, too, and this is the gen- 
tleman who answers to that name. (5) Just 
a group of good fellows snapped on the 
boardwalk. From left to right: Barkley, 
who sells “Crownco” residential lighting 
fixtures around Boston; Wallace L. Flem- 





Etheridge American Flyer’s 
New Sales Manager 

Announcement is made of the ap 
pointment of W. S. Etheridge to th 
position of sales manager of the Elec- 
trical Division of the American Flyer 
Manufacturing Co. of Chicago. “Big 
Bill” comes to American Flyer from 
The Hamilton Beach Mfg. Co. ot 
Racine, Wis., of which company he 
was general sales manager. 

During the 10 years prior to 1925 
he made a lot of jobber and central 
station friends, while climbing from 
cub salesman to assistant sales man- 
ager of the “Hotpoint” (Edison Elec- 
tric Appliance) organization. — Still 
earlier he put in seven years of rail 
road construction and operation. 

If training means anything, he 
should make good applying both his 
railroad and electrical sales experi 
ence to satisfying the increasing de 
mand for the miniature electric toy 
railways produced by his company. 


ing, sales manager of Crown Electric:l 
Mfg. Co., St. Charles, Ill., the manufac- 
turers of “Crownco” fixtures for the job- 
ber; J. A. McKay, general manager of 
the same company; Bob Cunningham of 
Philadelphia; and “Monty” Montgomery, 
of the Eastern Electrical Supply Co., Port- 
land, Me. (6) J. B. Martin, secretar) 
and sales manager of the Great Western 
Fuse Co. (7) Harry Anschutz, Philadel- 
phia representative for Henry D. Sears 
of Boston. Harry sells Weber wiring de- 
vices all the way from Philadelphia to 
Cuba. 
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Part of the inside organization of The Chance Co., Centralia, Mo., manufacturers 
of the “Never-Creep” anchor, etc. Left to right: Gano Chance; Miss Ida Traughber, 


secretary; A. B. Chance, himself; Mrs. F 


rances Crow; Miss Maurine Chamberlain, 


who, by the way, is the Helen Wills of this part of Mizzoura; A. B. Chance, Jr., and 


T. H. Montague, Kansas City district manager. 


With two fine boys like A. B., Jr., 


and Gano growing up in the business, it looks like the Chance Co. will be heard from 


for many years to come. 





Household Utilities Announces 
Appointments 

E. S. Ridgway, general sales man- 

ager of the Electric Household Utili- 

ties Corp., Chicago, Ill., has an- 

nounced the following appointments 


Frank J. 


Simpson, assistant to sales manager 


in company personnel: 
in charge of jobbing territories exclu- 
sive of those under branch office juris- 
diction; Frank L. Johnson, assistant 


to sales manager in charge of open 


territories exclusive of those under 
branch office jurisdiction; C. A. Gus- 
tafson, assistant to sales manager in 
charge of contact with branch offices 


“Thor” shops and foreign sales; Jane 


Erickson, assistant to sales manager | 


in charge of sales promotion; J. F. 
McManemin, advertising manager, and 
D. S. 
department. 


Passmore, manager, statistical 





_ 
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Here is a cosmopolitan group assembled 


— s 


Yr € 


ay SHi9 


>. 


on the board walk in Atlantic City for 


the purpose of “getting their picture took,” at the recent E. S. J. A. meeting. 
From left to right in the rear row are: Goodrich, assistant sales manager of Reynolds 
Spring Co.; Hemphill, Detroit representative for the same concern; J. B. Martin, 
ecretary of the Great Western Fuse Co.; H. B. Condit, Jr., of Boston; Chic 
Wiltbank, who handles “Reynolite” devices, “Torrid” appliances and “Eagle” radio 
ets in Philadelphia; Harry Anschutz, Philadelphia representative for Weber Electric 


©o.; and Haynes Everest, general sales manager of Hart & Hegeman. 


In the front 


row are: Fred Haase, vice-president of the Frank E. Wolcott Mfg. Co., Hartford, 
onn.; McCandless of Great Western Fuse; Harry Lemmert, sales manager, Dis- 
‘lay Stage Lighting Co.; and Art Lubeck, western manager for Hart & Hegeman. 
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“American Brann” 


WEATHERPROOF Wire Ano CABLES 
: HAS NO EQUAL 











SALABILITY 


Continued advertising of ““AM- 
ERICAN BRAND” and “A-1 
BRAND” products has resulted 
in their growing acceptance by 
electric service companies, con- 
tractors and other wire users. 
Increased SALABILITY has 
naturally followed. 


We will be glad to furnish a 
set of samples and otherwise 
assist jobbers’ salesmen to take 
advantage of the profit-making 
opportunities this line offers. 
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One of the latest pictures received from the National Lamp 
Works is that of the group taken at the Empire Camp of the 
Empire Lamp Division. Left to right: V. E. Walker; C. A. 
Hinsdill; Walter R. Soll; S. L. Fogleson; R. J. Harrison; E. M. 
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Tannenbaum; E. W. Hubbs; W. F. Perry; J. Lowenstein; [. 





Krohn; J. G. Stein; I. D. Schimmel; E. F. Strong; I. R. Brown: 
S. J. Beckman; S. Weinstein; N. Coleman; W. Phillips; J. J. 
McCarthy; J. H. Green; C. W. Goodman; W. MacCue; E. H 
Robinson and R. Wahle. 





W. J. Young Dies 


W. J. Young, who for the past six 
years has traveled the southern states 
for the Flexible Steel Lacing Co., Chi- 
cago died in Birmingham, Ala., on 
November 24. While Mr. Young was 
not in good health, his death came as 
a shock to his business associates and 
friends. 

He was widely known and ex- 
tremely well liked in the South where 
he had been in the mill supply busi- 
ness for 20 years. 

Mr. Young is survived by his wife 
and three children. 

* * * 
A. H. Jaeger Becomes Secretary 
of Leonard Refrigerator 


Another man “who has sold goods 
over the counter and in the field” has 
been élevated to the high places of 
American industry. 

The man who came up from the 
ground in the business of merchan- 
dising is August H. Jaeger, who has 
just been elected to the office of sec- 
retary of the Leonard Refrigerator 
Co., Grand Rapids, Mich., which is a 


division of the Electric Refrigeration 
Corporation, the recent big merger in 
the refrigerator industry. 

Mr. Jaeger came to the Leonard 
Refrigerator Co. as assistant sales 
manager about a year ago, being later 
made sales manager, which office he 
retains with the secretaryship of the 
company. 

Prior to his connection with the 
Leonard Refrigerator Co. he was for 
four years manager of the appliance 
division of the Edison Electric Appli- 
ance Co., which markets “Hot Point” 
products. Prior to that time he was 
branch manager for “Hot Point” at 
Cleveland, field representative at 
Minneapolis and St. Paul—having 
been assistant sales manager of the 
company for a period of four years. 

* * # 


Waterbury with Benjamin 

J. H. Waterbury has joined the or- 
ganization of the Benjamin Electric 
Mfg. Co., Chicago, and will be in 
charge of the Benjamin illuminating 
engineering department. 

It will be remembered that Mr. 























The biggest flashlight in the world is a feature of the exhibit at the Sesqui- 
Centennial Exposition, at Philadelphia, of the National Carbon Co., Inc., makers 
of “Eveready” flashlights and radio batteries. This huge flashlight, measuring six 
and a half feet in length and two and a half feet in diameter, is an exact working 
reproduction, on a gigantic scale, of one of the popular models manufactured by 
the company. It is powered, however, from the electric lighting system of the 


exposition and has a 2,000-watt lamp. 


In addition to the big flashlight, there is 
displayed the complete line of “Eveready” flashlights and radio battery products. 





Waterbury was formerly in the engin 
eering department of the National 
Lamp Works during a period of six 
years. While there, among other ac- 
complishments of note, he was the co- 
inventor and designer with Ward Har- 
rison, of the now popular “Glassteel’’ 
diffuser. 

More recently, Mr. Waterbury hails 
from the Tri Cities on the Missippi, 
where he has been occupied as illum- 
inating engineer with the power com- 
pany, and also as secretary and man- 
ager of the local electric league. 
Since its inception, the Electric 
League of the Tri Cities has made 
excellent progress in the promotion of 
the Red Seal Plan and the campaign 
on industrial lighting. 

* * * 


Sta-Warm Moves to 
Ravenna, O. 

The Sta-Warm Electric Heater 
Corp., formerly of Minneapolis, has 
purchased and now occupies at, Ra- 
venna, O., a new and fully modern 
manufacturing plant which affords 
them several times their former pro- 
duction capacity. Due to the passing 
of a zoning ordinance in Minneapolis, 
it was impossible to enlarge the Sta- 
Warm factory, and since a new plant 
was absolutely necessary to catch up 
with unfilled orders, a move was 
found necessary. Instead of choosing 
a new site in Minneapolis, the com- 
pany decided to go east. 

* * # 


The New Ilg Sign 


One more example of sticking close 
to your job—consistency thou art a 
jewel, etc.—the Ilg Electric Venti- 
lating Co. believes not only in using 
electricity for ventilating purposes, 
but also in its advertising; witness the 
new moving Ilg sign, which was first 
on view at Atlantic City, and will then 
be available for Ilg distributors. 
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Big Leaders 


for 1927 


New Members of the Perfeclite Family 


that offer exceptional sales opportunities 


HROUGH a 100% Jobber distribution plan—here are 
two brand new Perfeclite Products that bid fair to 
revolutionize the fixture market in their particular fields. 


Who couldn’t sell fixtures with these sales features? 
STAR Safety hanger 


A low priced, attractive, quick sell- 
ing hanger for commercial lighting 
purposes. 


FEATURES: 
. Manufactured under Onli Safety 
Screwless Holder patents. 


. Brass—22 B & S Gauge. 


. One piece bridge canopy elimi- 
nating stem. 


. Complete with Porcelain Recep- 
tacle, enclosed terminals and 
asbestos covered wire. 


Finish—new gun metal 


Prices comparable to unahed type PORC O “LI T E- 


hanger. 


PORC-O-LITE line GENUINE PORCELAIN UNITS 


A complete line for lavatories and 
bathrooms, corridors, etc.—domes- 
tic as well as commercial purposes. 


FEATURES: 
. Genuine Porcelain. 


. Screwless shade attachment— 
new patented feature. 


. Smooth flowing lines. 


. Mechanical parts and attachment 
features totally concealed. 


. Self locking socket. 


. Standard — white Porcelain — 
also furnished in colors. 


Note illustration between pendant and ceil- Jobbers securing these lines will 


ing types showing simple method of install- “clean up” in 1927. 
ing or removing globe in screwless holder. 


Oe PERFECLITE COMPANY te Cevined” Par 


MANUFACTURERS —~ DESIGNERS ~ ENGINEERS F*- 5% isch 


Ah oly be Notice—This will be the 

U eee awe 

: only advertising on these 
lines prior to the Cleve- 


Lighl. ing | ) Lquipment a ll agg, «AE 


can be made NOW for 


Perfeclite Building THE MARK OF East 40th and Superior exclusive territorial dis- 


CLEVELAND panel OHIO tribution. 
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New Electrical Products, Illustrated 











The F. W. Wakefield Brass Co., of 
Vermilion, O., announces the _ im- 
proved “Red Spot” kitchen lighting 
unit. This fixture has a stamped and 
spun steel base heavily porcelain 
enameled in white both inside and 
out. The interior assembly is spot 
welded, giving absolute rigidity. Two 
lugs for holding the glassware are 
mounted in proper position inside the 
fitter with a single neat thumb-screw 
protruding from the rim to adjust 
the holding tension. 

Te 





One of the new products of the Edi- 
son Electric Appliance Co., Inc., 5600 
W. Taylor St., Chicago, is the pan- 
eled percolator. This five-cup perco- 
lator has a spout instead of a faucet. 
It is furnished with a silk cord and 
plug, and is equipped with the “Hot 
Point Calrod” unit and thermo pro- 
tector switch. 





The catalog No. BK6F combined 
“Fusenter” and pull box is a prod- 
uct of the Mutual Elec. & Machine 

Cole Metal Products Co., 33 Cres- ae re Pi Gemigned so that 
cent St., Long Island City, N. Y., has the “Fusenter” cabinet also serves as 
added to its line of “enclosures for —— cs ee feeder can be 
electrical requirements” a group of lg ea * geome _ 
fuse panels (solid neutrals) such as ne lit enclose na agi = K “il 
the illustration above which is catalog . imap ie a2) 


number FP 6. Cole fuse panels are 
furnished in two to 24 circuits and 
boxes have necessary knockouts al- 
ready punched. They can be supplied . The Reflector & Illuminating Co., 
in the usual styles of galvanized box Chicago, has recently placed upon 
with white trim or black box with the market a new flood light espe- 
black trim. cially adapted for orchestra pits, 
stage and protection lighting. This 
new unit uses both 250 and 400 watt 
type “C” G-80 lamps and provides 
accurate beam control from 6 to 40 

Two of the new products of the degrees. The unit is provided with 
M. Propp Co., 524 Broadway, New clear heat resisting glass covers for 
York are the No. 8 current tap shown ordinary lighting and colored glass 
on the left and the No. 64 oval canopy covers for colorful lighting. The 
switch shown on the right. housing is of cast aluminum. 

















Hubbard & Co., Pitts- 
burgh, have just an- 
nounced the Peirce “Line- 
man’s safety platform.” 
The chain is of high 
grade tested steel. The 
metal frame is forged to 
shape and tempered. The 
The Thompson Rubbing Machine, platform oe pa of _ 
Inc., Binghampton, N. Y., is manu- a ee ere we 
facturing an electric rubbing ma- reated with special — 

; =X : g sulating material. Steel 
chine. It is designed for the finishing spears eliminate side mo- 
of wood and metal and will work on tom Tt ae given a 600 
concave or convex surfaces, pound mechanical test. 
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EVEREADY 


COLUMBIA 
Dry Batteries 


- they sell faster 








Voh's 
If 
CJC A 


TRACE maa s accisttrco 


HOT SHOT 
R 























st Lignts for Ciosets. Comps.ete 
NATIONAL CARBON CO. INC. 


NEW YORK 
Sanrmanc isco 















AND ALL 





Eveready Columbia Hot Chot Batteries 

contain 4, 5 or 6 cells in a neat, water-proof 

steel case. It is not a “Hot Shot” unless 
it is an Eveready Columbia. 


“= ££ ¢# 
114 volts. Fahnestock spring clip binding 


posts on the Eveready Columbia Ignitor at 
no extra cost. 





GENERAL PURPOSES 


INSPECTED 
TESTED 
RELIABLE 


NATIONAL CARBON CO- INC’ 


NEWork san FRANCISCO 
MADE IN U.S-A- 



















The basis 


DURING the year now closing we have 
printed story after story of retail success 
with Eveready Columbia Dry Batteries, 
using the dealers’ own words. Man after 
man in telling how he was making money 
with Eveready Columbias insisted on this 
one point—it pays to tie in with the 
Everez iy Columbia national advertising by 
Staging frequent windows using Eveready 
Columbia display materials. Many dealers 
show display material constantly, finding 





of success 


that it reminds dry battery users of their 
needs and assists the dry battery sales effort 
at the counter. To make sure that your trade 
makes maximum profits from dry batteries, 
sell Eveready Columbias, and urge the use 
of Eveready Columbia display material. 
Manufactured and guaranteed by 

NATIONAL CARBON COMPANY, INC. 
New York San Francisco 
Atlanta Chicago Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario © 
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How do you lle 
This pel. Ure *' 
Sara Jancis kyle 


Fishers wife and whan 
Luke is out wiring a 
house, Java lends stare, 
Sw body asked hu 
Ja av Safely SUT 
clio she sa/d, "Gosh - 
el lheau Gown To 
he cauly parley. 
And Luke sells em 


loo, cuz 1s tae qyosl Cow 
plete line tulhe wold, 


PS. 7ellev at Yor 
Takes pda wvas owl UL Va 


Here is the T-V 
‘‘Universal’’ 
Meter Service 
Switch 


It’s a Humdinger | 


Lee Reynolds Co., Opens Cleve- 


> SAFETY 
SWITCHES 


TRUMBULL-VANDERPOEL ELEC. 
MFG. Co. 


Bantam, Conn. 

















Clarence Hunt Promoted by 
Robbins & Myers 


Clarence R. Hunt, Pacific Coast 
manager of The Robbins & Myers 
Co., with headquarters at San Fran- 


cisco, has been appointed assistant 


Cc. R. Hunt 


sales manager, fan motor department, 
and has taken up his duties at the 
factory. 

Mr. Hunt went to the Pacific 
Coast in 1915 and was in charge of 
The Robbins & Myers Co. exhibit at 
the Panama Pacific International Ex- 
position in San Francisco. At the 
close of the exposition he opened the 
San Francisco office and remained 
there up to the time of the recent 
transfer. 

Born and raised in California, Mr. 
Hunt came to the East first in 1903 


| and has been connected with the com- 


mercial end of the business. 

H. S. Jones succeeds Mr. Hunt as 
manager ‘of the San Francisco office 
of The Robbins & Myers Co. He is 
a native Californian and has been 
connected with the electrical industry 


_ since graduation from the University 
_ of California in 1908. 


+ + 


land Office 


The H. Lee Reynolds Co., Manu- 
facturers’ representatives, Pittsburgh, 
Pa. announce the opening of an office 


| 809 Plymouth Bldg., Cleveland, O., 
_with R. P. Miller and James W. 
| Loose in charge 








Sho-Lile 


Combination Pilot Light and Switch | 
Shows INSTANTLY when Lights are ON || 
or ' 


NOW is the season when the need for 
-Sho-Life is greatest. } 


Sho-Life is « quick, sure, steady trade || 
winner, j 


It meets a 
SIMPLY—CONVENIENTLY— 
ECONOMICALLY 


It’s something everybody needs—some- 
thing they know they need as soon as they 
see it. Patent Applied for 


You 


This can be used in Residence—Warehouse 
—Store—ANYWHERE there is a remote or 
concealed light. 


No wonder that Sho-Life 
“Sells on Sight” 


Distributors and Jobbers—will you have 
them in stock when your trade asks? 


SGho-Lile , inc., Dept. J 


141 Merrimac St., Boston, Mass. 


UNFUSED NEUTRAL 
CUTOUTS 


LIVE FRONT TYPES 


Foreseeing the trend of wiring 
to the unfused neutral, we have 
developed a new line which not 
only fulfills the new require- 
ments, but is more convenient to 
the man on the job. 


2587-0 
30 Amp. 125 Volts 
2 Wire Double Branch 


30 Amp. 125 
Volts 


2 Wire Single 
Branch 


Our direct factory representatives 
located in the city nearest you will 
gladly give you any desired infor- 
mation, 


You'll be selling contractors and 
dealers what they want when you 
sell them “Heco” cutouts. 


HEINEMANN ELECTRIC CO. 
_ 1734. NO. FIFTH ST. 
PHILADELPHIA, PENNA. 





real and recognized want }! 
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The policy of the Flexible 
Steel Lacing Company has been 
to produce a practically com- 
plete line of efficient lamp 
guards in simplified listings. 


The eleven salesmen of our 
company covering regularly as- 
signed territory have been in- 
troducing these guards to users 

Regular Type for years. In this respect the 
FLEXCO — FLEXCO-LOK 
line is the most actively repre- 
sented of any guards. 


dav, 'A\V'a j) 


ayy 





Orders obtained by our sales- 
men are placed with our jobbers 
who carry stocks. Our published 
discounts are the only discounts 
allowed. We have invariably 
refused to accept business which 
was contingent upon larger dis- 
counts and will continue to do so. 








For Small Lamps 


Every year during October and November, 
these guards are advertised in a large list of 
leading trade publications. 


This is not a line that can be handled profit- 
ably by any considerable number of jobbers 
in any one territory and for that reason, when 
a desirable number of connections are estab- 
lished, in any territory, we do not attempt to 
create additional jobber outlets. 


These ‘guards are strongly 
made of expanded steel reen- 
forced with a heavy coating of 
tin and combine utility with 
very attractive appearance. 
They do not cast heavy shadows 
and are applied quickly and 
easily. The cost compares fav- 
orably with other good guards. 

The line has two divisions: Key locking guards, 
FLEXCO-LOK, and guards that close with round 
head screws, FLEXCO. 





Reflector Type 








The sizes have been simplified 
to the greatest possible degree 
as follows: 


For lamps measuring not 
more than 4” total length. 

For lamps measuring not 
more than 55%” total length. 

For lamps measuring not 


more than 614” total length. 
For lamps measuring not 
more than 714” total length. 
For lamps measuring 
more than 814” total length. 
In these sizes we supply 
rp to fit standard brass and 
114” weatherproof sockets, sizes 
for 15/16” and 15%” sockets 
also being provided in the first, 
second and fourth sizes above. 
The size for 554” lamps is 
made also in reflector stvle with 
the reflector half, black outside 
and dull aluminum inside. 


not 


JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


LAMP GUARDS 


|FLEXCO-LOK 


A Line and a Policy that Preserve Congenial 
Jobber Relationships 





Regular Portable 
Type — also made 
in Mill Type. 


The portable series is made in 


than 55%” 


only. 
markably few 


Thus, the 
FLEXCO — and 
Guards is. assured 
lent line, 
discount policy, 
very active sales 
territory. 





<<. — 


Flexible Steel Lacing Company 





4698 Lexington Street 33 


Chicago 


the FLEXCO style oniy, 
tollar sizes for Standard Brass and 
14%” Weatherproof sockets only, in 
sizes for lamps measuring not more 
than 4” total length and not more 
total length. 
tor style is made in the latter size 


with 


The Reflec- 


This line is complete in a re- 
numbers 
current lamp and socket sizes. 
jobber 
FLEXCO-LOK 

of an 
a conservative sales and 
advertising activity 
in the direction of guard users, and 
support in his 


suited for 
stocking 


excel- 


Suggestions for improvement are 
always in order, and 
them from our jobber friends. 


we welcome 
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DIEHL 


EXHAUST 
FANS 











Dye houses, laundries, etc., use 
Diehl Exhaust Fans to remove the 
steam and heated air prevalent 
when operating. Now is the time te 
install Diehl Exhaust Fans. With 
dcors and windows closed to help 
keep rooms warm there is danger 
of air becoming stale. Diehl Ex- 
haust Fans solve the problem—and 
you get clean air. 








DIEHL EXHAUST FANS 
Jobbers—This is the time to sell 


Available in fan sizes of 18-inch to 48-inch for Dieh] Exhaust Fans — write for This is Roger J. Wade, who recentl\ 
alternating current and 18-inch to 60-inch for catalog and prices. joined the organization of the Nationi| 
direct current. Metal Molding Co., and will cover the 
territory of N. C., S. C., Ga. Fia., Ala. 


| Miss., and La., where he is very well 
DIEHL MANUFACTURING Co. known. He used to be with the Crouse 
ELIZABETH, N. J. Hinds Co., six years, three and one-halt 


years of that time being spent in this san 
ATLANTA BOSTON CHICAGO NEW YORK PHILADELPHIA southern territory. His old friends wil! 
be glad to welcome him back again. 


Within the last month a bulletin has 


ESTABLISHED OVER 37 YEARS been released that will give the jobber 
and his salesmen something to think 
about. It describes the new line-up 























of “‘Chromolax’’ heating units that ar 


TRADE manufactured by the Edwin L. Wie 
gand Co., 422 First Ave., Pittsburgh. 

ull Dog | « 
REGISTERED | In every industrial plant and other 
classes of institutions that the jobbers’ 


Assembled Split Knobs | salesmen are in the habit of visiting 


frequently, there are abundant oppor 


TREN TH! | tunities for the use of strip heaters. 
for S e / not only in the manufacturing 
processes but in and about the build 

That’s the outstanding feature of | ings. This is a class of business that 
these knobs! Look at the illustration has literally to be ‘“‘nosed out,” but a 
—Note that all grooves and depres- little scouting on the part of the job 
sions are in the lower, stronger section | bers’ salesmen, and they seem to be 
while the smaller top part is strength- . 
ened by projections above and below. 
Strength is also gained by the use of 
fine grained porcelain and a nail of ex- 
ceptional quality, carefully covered | this and has created its bulletin so as 
with resin and protected at its head to be easily fitted to the salesman’ 
with a tough real leather washer. The | binder and at the same time of a con 
convex metal washer below the knob venient size and shape to fit the pur 
makes “crimping” unnecessary. Once chasing agent’s files or catalog cover. 
attached, a “Bull Dog” Knob stays put should the jobber wish to make a gen 
with all the dogged persistency of its 
canine namesake. 


the logical ones to do it, can well b« 
made a very profitable source of sales. 


The Wiegand company has realized 


eral mailing of it to the prospects in 
his territory. 

This company also has a_ jobber 
policy that will throw courage into 
the jobber who decides to have his 
salesmen do some scouting for heater 
sales.’ The jobber is not required to 
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An open letter to 


help you sell €@ Panelboards 


We are anxious to have you sell more @ Panelboards and of course, 
for a selfish reason. But you should want to sell more @ Panel- 
boards for the same reason, more profit. The four principal 
factors are given here and a discussion of them will help both sales- 


manager and his men. 


1. @® Panelboards are key products in a sale—who gets the order us- 
ually gets other material as well, so in selling, actually selling A Panel- 


boards you go a long way to selling a big bill. 


2. @@ Panelboards give a wider margin of profit for both the house and 


salesmen. It is worth concentrated effort. 


3. @ Panelboards are a complete line—there is one for every type of 











service and in each type the highest degree of standardization has been 
accomplished to give the most value in panelboards per dollar. @ Steel 
Cabinets may be installed months ahead of the panels; standardization 















makes them fit perfectly. 


4. Every @ Panelboard you sell helps build business for the contractor 
for it is “A Sign of a Better Job."” A reputation for quality work is a 


great asset. 


There are many points of @ superiorities pointed out in the @® 


Panelboard Catalog. This catalog is a practical handbook on 
Panelboards and should be closely studied. We shall be glad 


to supply one for each salesman upon request. 


Arank Adam 


Atlanta, Ga ELECTRIC COMPANY 


Boston, Mass. 


Brooklyn, N. Y. 

Buffalo, N. Y. ST. LO U a Ss 

Chicago, Ill. District Offices: 

Cincinnati, O. 

Dallas, Texas Detroit, Mich. Los Angeles, Calif Minneapolis, Minn. 


Denver, Colo. Kansas City, Mo. Miami, Fla. = e New Orleans, La. 





New York City, N. Y. 
Om 


a, Neb. 
Philadelphia, Pa. 
Pittsburgh, Pa. 

San Francisco, Calif. 
Seattle, Wash. 
Winnipeg, Canada 
London, Ont., Can. 
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[Paw 


REG. U.S. PAT. OFF 





NON-RAVELING 


BLACK 
) PRICTION 
, TAPE 


MANUFACTURED BY 


APPLETON F RUBBER COMPANY 


KLIN, MASS. 


i TITTY TT Qe maid 
74. ING 
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See our exhibit at the National exhibit of the 
Artistic Ligh Equipment Association, Hol- 
lendon Hotel, Cleveland, Ohio, week of Janu- 
ary 3lst to February Sth. 


Again “Porceliers” Lead 


Porceliers are in demand, and there 
are good reasons for it. 


Besides being most preferable as far as 
genuity, neatness, and reliability, they 
also offer brand new combinations of 
colors and decorations that no other 
line affords. 


Black and White, Blue and White, and 
Green and White combinations fill the 
demand for such fixtures to harmo- 
nize with tile used in colors. 


Decorated ‘‘Porceliers’’ on ivory back- 
= ground for Bedrooms is another ac- 
U. S. Patents Pending complishment that no other but ‘Por- 
No. 522—No switch—no outlet. celier’’ can afford. Buyers find it hard 
No. 524—No_ switch—with outlet. to resist. 
No. 526—Levolier switch socket—no outlet. 


No. 528—Levolier switch ket—with out- . : 
. ‘ioe CON” The Porcelier Manufacturing Company 


gives the jobber absolute protection. 


For the newest and best write to 


PORCELIER MANUFACTURING CO. 


1026-28-30 Fifth Ave., Pittsburgh, Pa. 














put in stocks. All that the jobber | 
to do is to send in the orders that |, - 
salesmen pick up. ‘Shipments a 
made direct from the factory to t! 
customer—and promptly. The jobb: 
is then billed, less a very substanti: | 


commission. 
+ & 


Roach Appleton Adds to Lines 

The Roach Appleton Mfg. Co 
Chicago, announces new additions t 
its present lines. They are as fo! 
lows: Steel fish wire, Ye, 3%, an 
4 in. wide in both .0380 and .060 
thickness; concrete boxes and plates: 
utility boxes and covers; gang switc!: 
boxes and covers, both regular and 
shallow depth; tandem switch boxes: 
“No-bolt” fixture studs; locknuts and 
bushings; connectors and hickey type 
fixture studs. 

The company has appointed tli 
A. I. Clifford Co., Indianapolis, wit! 
branch offices in Birmingham, Alla.. 
and Tampa, Fla., to represent it in 
Florida and Mississippi, which gives 
the Clifford company the _ entire 
southeast territory, east of the Mis 
sissippi river and south of the Ohio. 
including the state of Indiana. 

James A. Dupree, 130 Belden Ave.. 
San Antonio, Tex., will represent the 
company in Arkansas, Louisiana, 
Oklahoma, and Texas except Amarillo 
and E] Paso. 

Walter S. Sweet, 312 Omar Ave., 
Los Angeles, Calif., has been ap 
pointed Southern California repre- 
sentative with a warehouse stock at 
that point. 








Lester E. Noble, newly elected presi 
dent of The Federal Radio Corp. and the 
Federal Telephone and Mfg. Corp., wa: 
the guest of honor recently at a ban 
quet given by department heads of th: 
Federal companies. The affair followed 
close upon the assumption of his new 
office, and was in the nature of a con 
gratulatory function. A splendid dinne: 
was prepared by the Buffalo Athletic 
Club for 20 department executives. 
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MAKE 1927 
A STEEL CITY YEAR 


And in making 1927 a “Steel City’’ year, you, your 
house and your customers are bound to profit. Electrical 
contractors throughout the entire country have recog- 
nized the fact that Steel City Wiring Devices, assure per- 


fect installations. 


Steel City has warehouses in principal cities where 
stocks are maintained for the convenience of the jobber. 


Prompt delivery is 


assured. 


To get more orders and larger profits throughout 1927 
you should learn more about Steel City Wiring Devices. 


Send for complete 


No. 477 


catalog. 


NON-ADJUSTABLE 
FLOOR OUTLET 


It is the most extensively used floor 


outlet box on the market. 


The design 


and construction is ideal—few parts, small 
outside dimensions and plenty of room 
inside for wiring. Fitted complete with 


Hubbell Receptacle and Bell 


Nozzle. The 


Receptacle is locked in position with a 
flat steel ring which also serves as a seat 


for the Bell Nozzle or Flush Brass Plug. 


This construction permits use of only one 


rubber gasket. 





Steel 6 





City Electricba © 








No. 477 Outlet 
Patented and Patents Pending 





PITTSBURGH, PA. 
DISTRICT OFFICES 


BOSTON ATLANTA 
BALTIMORE NEW ORLEANS 
NEW YORK DETROIT 


PHILADELPHIA 





INDIANAPOLIS 


CHICAGO SAN FRANCISCO 
ST. LOUIS PORTLAND, ORE. 
DENVER SEATTLE 

LOS ANGELES OAKLAND, CALIF. 
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- Seen 
N ext Year a Big Lamp Year 








Famous “Aladdin” 
No. 74 Desk-Flex b 

Lamp In your sales conference, be sure to 
consider the sales possibilities of the 


Famous No. 74 Desk-Flex Lamp 
backed by national advertising. 


No. 74. Verde Green, Pompeian Bronze and Statu- 
ary Bronze finish with satin lined metal shade which 
gives soft, diffused light. The most adaptable lamp on 
the market. Push the “Aladdin” line of lamps for 
prompt and profitable sales in 1927. 


New 1926 catalog free on request. 


ALADDIN MFG. CO. 


614 East 18th Street, Muncie, Indiana. 


QLADDON 


ELECTRIC PORTABLE 


®.. LAMPS ane. 


‘Lighting Over a Million Homes Tonight” 








Taplets Make 
Easier Wiring 


The small, but very efficient Flexible Hanger shown 
in the October issue“is only one of several forms of 
such necessary 


Conduit Fittings 


which this Company makes. 

The Ball Hanger now shown is designed for heavier 
work where a flexible suspension must not only keep 
the lamp hanging vertical, but will allow it to swing 
through a considerable arc if the fixture and stem are 
accidentally hit. This makes it ideal for all classes of 
mill work. 

It fastens directly to any of our Form 10 Round 
Taplets and will support the heaviest type of Lighting 
Units on any length of pipe. Made for both *” and 
4” pipe stems. 

If you do any of this class wiring and a sample will 
help, write us. 


Taplet Manufacturing Co. 
3911 Powelton Ave. 
PHILADELPHIA, PA. 


Chicago New York Boston Atlanta Pittsburgh San Francisco 











Form $10,000,000 Radio 
Combine 
Two of the oldest radio companies 
in this country, the Federal Telegraph 
Co., of California, founded in 1911, 
and the Brandes Products Corp., of 
the United States, Canada and Eng- 
land, founded in 1908, announce the 











Lieut. Commander E. W. Stone, U. S. 
N. R., President of the Company. 


completion of a merger under the 
new name of Federal-Brandes, Inc., 
with an authorized capitalization ot 
$10,000,000. 

Headquarters of the new corpor- 
ation are located in the Hobart Bldg.., 
San Francisco, with four plants 
manufacturing radio equipment at 
Newark, N. J.; Palo Alto, Cal.; 
Toronto, Canada, and Slough, Eng- 
land. 

Officers of the merger are headed 
by (Rudolph Spreckels of San Fran- 
cisco, chairman of the board. He is 
the president of the United Bank & 
Trust Co. of California and is a 
prominent capitalist on the Pacific 
Coast. Lieut. Commander Ellery W. 
Stone, U. S. N. R., has been elected 
president of the corporation. He is 
also a director of the United Bank & 
Trust Co. and is prominent in the 
radio industry as an engineer, the 
author of text-books on radio and as 
a successful executive. 

Other officials are Frederick Diet- 
rich of Newark, vice-president in 
charge of production, who also con- 
tinues as president of all the Brandes 
companies; M. C. Rypinski of New 
York, vice-president in charge of 
patents and development; Augustus 
Taylor of San Francisco, secretary ; 





Walter H. Dodd, New York attor- 
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A BIGJob fora 
BIG Building 


The Largest Building of its kind in the 
World Color-Lighted with a Battery of 


324-750 Watt 


Sterling Exterior Flood Lights 
No. 5240 
(With Amber and Red Cover Glass) 


HIS building is 15 stories high and occupies a 

complete city square. The ground floor covers 
162,258 square feet. Total area of all floors is 30 
acres. 


A total of 325 Horse Power is required for the 
Flocd-Lighting, or in other words the equivalent 
of the amount of power erdinarily consumed by 
a small city. 


The installation is one which we consider a 
striking tribute to the quality, efficiency and 
durability of Stcrling Exterior Flood Light 
No. 5240. 


Manufacturers & Engineers 


REFLECTOR & ILLUMINATING ( Co. 
1407 W. Jackson Bivd.. Chicago, U.S.A. 
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Trico Renewal Elements 


used in Trico Renewable Fuses 


Are NOT Interchangeable 


YOU BENEFIT 


Ist. Because, when you sell Trico Renewable Fuses, you get the 
repeat business on Renewal Element orders. 
Because, the User is assured of a dependable and efficient 
fuse, built to give real service. Besides, an unauthorized 
person cannot double up on fuse links or substitute im- 
proper elements. It is a pleasure to introduce here an 

3rd. Because, Efficiency to the User and Merchandising Protec- electrical business woman who has made a 
tion to the jobber, is considered by us a more important notable record and is well-known on the 
factor than the mere interchangeability of renewal links. Pacific Coast—Miss Edna Huier, who has 


bl i 
Why not cash in on this profitable, non-competitive renewable of Keller White & — ae Gee 10 


fuse line? Write today for attractive proposition. years. Among the accounts handled by 


TRICO FUSE MFG. CO. iis ofc ie that of the Hasiatn Tube & 


Her tact and 
£003 Cold Spring Ave. MILWAUKEE, WIS. efficiency in handling office matters, coupled 


with a true sales instinct, havé contributed 

















materially to the success of this large San 


Renewable ci F 1SE E€ Francisco hguse. * . 
Cartridge 4) a>): ~ <> 

9g iM —— = ney, assistant secretary; ‘J. E. God- 
charles of San Francisco, treasurer, 
and Frederick Dietrich, assistant 


. ey treasurer. D. S. Spector of New 
York, general manager of the mer- 
chandising division, will direct sales 


_ of the American, Canadian and Eng- 


y lish companies. 
—— : . C. A. Spreckles, president of the 
| Federal Sugar Refining Co. of New 
York, is chairman of the executive 
| committee. The other members are 
Dietrich and Rypinski. 

Composing. the board are Rudolph 
Spreckel8, Stone, Dietrich, Rvpinski, 
Taylor;.C. A. Spreckels, Howard 
Spreckels; Robert Hays Smith and 
Horace. Hill, San Francisco capi- 
talists. 














* + %* 


Kenneth Felix Joins Rome 
Wire 
Kenneth Felix, formerly of the Na- 
tional Metal Molding Co., has joined 
the sales force of the Rome Wire Co., 
sme ee and will travel the southeastern states 
oo Estes Sed with a a ‘— “eres Ga. 
SS PORE oes Ward Represents H. & H. 
~s — F. P. Ward, 944 Pallister St., De- 
troit, has been appointed permanent 
Hart & Hegeman representative in 


Mathias & Sons the Michigan territory. 
KLEIN 
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Use these products as 
leaders in 1927 and 


watch your sales climb 


POE ENS LORE RN MN RRR RRO 





a fiat 0 iD The surest way to increase your business is by help- 
ing your customer to solve one of his problems. 
“If the problem is a surface wiring job WIRE- 
Guaranteed MOLD will solve it.” 
Surface Conduit System 


Underwriters’ Standard 


At Last! 
ere i a a Loom With a “Slick-Finish” 
WireouctT ~~ ~__ "eee sz i3 = Clean to Handle 





Slick as Ice—Clean as a Whistle 
Improved Quality—No Extra Cost 


Loom is Loom 


—— wool ees But—“‘Slick-Finish”’ 
rae Makes WIREDUCT Different 


Guaranteed 


The non-metallic sheathed cable which 
combines the most exacting require- 


ments of the Underwriters’ Laboratories 


OTHE cr PATENTS PEND! ING 





with the greatest convenience of the 


Guaranteed i WIREFLEX is also coated 
; . 7 wiremen. 
Non-Metallic Sheathed Cable with the celebrated “‘Slick-Finish.” 


Underwriters’ Standard 


Select your leaders with wisdom and the 
balance of your line will sell itself. 





THE WiremordD ComPANY 


HARTFORO,CONN 
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DON’T 


“HIGH HAT” ORDERS 





[= at this salesman turning 
a deaf ear to pleading orders. 
They want to be taken by someone. 
They are DAY-BRITE REFLEC- 
TOR orders—and are mighty prof- 
itable. Why does he turn them 
down? Evidentally he is not -posted 
on the DAY-BRITE line. Who is 
he? We want to send him our 
Catalogue JS-6. 
How much better it would be if 
he knew about DAY-BRITES—for 
they bring real business. We want 
to “put him next” to this fact—for 
our sake and his! 


pAY-BRite 


TRADE MARK REG. 








show case lighting 


ieee 





DAY-BRITES are the original display case 
reflectors with porcelain enamel lining. 
They're bears for service—give an evenly 
diffused light and are easy to keep clean. 
The maintenance cost is low. Increased 
production has enabled us to keep the same 
high quality and reduce the cost. You 
know what that means—easier to sell and 
bigger profits for yourself. DAY-BRITES 
are sold unwired or UNION WIRED and 
shipped completely assembled from the 
factory. 


( TALK DAY-BRITE 


they’re worth talking about 





DAY-BRITE REFLECTOR CO. 


703 SOUTH BROADWAY 
ST. LOUIS, MO. 
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Rauland Franchise 

The All-American Radio Corp. has 
come to the conclusion that the most 
satisfactory merchandising policy is 
to distribute the Rauland line of re- 
ceivers through exclusive territorial 
representatives. Only such distribu- 
'tors have been chosen who can be ab- 
solutely relied upon to co-operate in 
selling retail outlets, with careful con- 
as to their standards of 
merchandising and business ethics. 
| Every Rauland dealer will by protect- 
ed by proper discrimination in the ap- 
pointment of other dealers. Each 
retailer will be expected to represent 
the All-American Radio Corp. ‘in a 


sideration 


given locality and will be assured of | 


clean merchandizing policies. After 
the dealer has been approved, he will 
receive a Rauland franchise or author- 
ization. 

| Among the electrical jobbers who 
/are representing Rauland are: Bal- 
'timore Gas Light Co., Baltimore, Md.; 
Central States Electric Co., Kansas 
City, Mo.; Crescent Electric Supply 
Co., Dubuque, Ia.; McCarthy Bros. 
& Ford, Buffalo; McGraw Electric 
Co., Omaha, Neb.; Providence Elec- 
tric Co., Providence, R. I.; Royal 
Eastern Electric Co., New York, and 
Taylor Electric Co., Madison, Wis. 











Electric trains and glass reflectors are a 
peculiar combination but here it is. On 
the left is W. A. Etheridge, sales mana- 
| ger of the American Flyer Mfg. Co. of 
‘Chicago and Norman Hickox, sales man- 
ager of Curtis Lighting, Inc., same city. 
These two gentlemen having more longi- 
_tude than latitude, the photographer had 
to stand half way across the street to get 
them in the picture. Atlantic City Con- 
vention, E. S. J. A. : 








| 





Jobbers and 
Jobbers Salesmen 


Remember These Points When 
You’re Calling on Your Trade 
for Insulator Sales. 


Sell Them 
Hemingray 


- Their efficiency has been estab- 


lished over many years of long 
and satisfactory service. 

They combine the qualities of 
durability, uniformity and low 
cost. 


They are known universally to 
the trade. 


They are immediately available 
for prompt shipment. 


They are particularly suitable 
for all low and medium volt- 
age lines ranging from 2300 


to 15000 volts. 


These Points Will Make Hem- 
ingray Glass Insulator Sales 
for You. 


HEMINGRAY 


GLASS COMPANY 
MUNCIE, INDIANA 


} 
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electrical dealer can and should share. 


More business—more pro 


ly developing market 
Manufacturers of all Types of Air-Handling Qi” Equipment 








Branch Offices in All Principal Cities 


Canadian Sirocco Company, Limited, 


Am 


ation with American Blower dealers— 
Complete information on how to figure, 


A strong campaign of national magazine 
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The New 
Emerson Junior 


Here is a new member of the 


you “put across” Emerson fans 


with a “bang” for 1927. 
Emerson Jr. 


10-inch Oscillator 


for 110 volts, 60 cycles, built on 

the same principles of construction 
which have made Emersons leaders of quality fan lines over 
30 years. 








Emerson Jr. 10-inch oscillator and the complete line of Emer- 


sons are described in New Bulletin No. 4033. 


Many new and attractive advertising pieces will be ready 
January Ist. Be sure you get them. 


The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 


50 Church St., 608 S. Dearborn St., 
New York, N. Y. Chicago, Ill. 


Emerson family which will help 








“Circle T” 


4-Circuit 
Residence Panel 


A quality product in a small 
box at a low price. 


The Trumbull 4 Circuit Panel 
(Cat. No. 3104) supplements 
our regular line of Residence 
Panels, 4-14 circuits, single or 
double fusing. 


This panel was designed to 
meet the demand for a small 
panel to be used in the home 
which requires not over 40 or 
50 outlets. 


It fits in a shallow partition. 


Cat. No. 3104—4 Circuits—Single Fusing—Net to 


Th h d ] at - 
Contractor $1.88—Schedule L-1. ougn made to sell at a com 


petitive price, ‘‘Circle T”’ 
quality is maintained. 


Send we Circular 
for é No. 66 


THE TRUMBULL D> > ELECTRIC MFG. CO. 


New York PLAINVILLE, Chicago 


San Francisco Boston } 
Philadelphia Jacksonville 














Things to Know About Tape 


A clever idea in mailing cards h: 
been adopted with success by th 
Superior Insulating Tape Co. of S 
Louis. It is sending out a series o 
them and in addition to particular jn 
formation about its own brand it in 
corporates in each card one or mor. 
of the tape standards set by th. 
American Society for Testing Mate 
rials. For instance, do you know thai 
to meet its requirements: 

Friction tape should not vary mor 
than .002 in. from a thickness of 
.015 in. 

A single layer of friction tape must 
withstand a voltage .of 1000 volts. 

The sheeting used must have a ten 
sile strength of 40 lbs. per inch. 

The compound must be free from 
sulphur. 

Three-fourths in. friction tape 


must contain 165 ft. per lb. 
* * * 


“Jim” Betts and His “Five 
Year” Plug 


We are not so certain that a man- 
ufacturer gets a “bad break” when 
an error is made in the “New Prod 
ucts” section, for, after all, it gives 
him the opportunity to break into 
print in the next issue, where no one 
can fail to see it. 

Take for instance the one last month 
about the “Jim Betts” plug, guaran- 
teed to last five “days.”” Now you 
will know if you didn’t before, that 
the “Jim Betts” plug, manufactured 
by James H. Betts, 1391 Sedgwick 
Ave., New York, is absolutely guar- 
anteed for five years. 

If the above does not secure for Mr. 
Betts an increase in volume on the 
“Jim Betts” plug we’re going to stop 
writing “snappy” apologies. 

* & * 
New Radio Manufacturing 
Company Formed 

Walter L. Eckhardt, formerly presi- 
dent of the Music Master Corp., has 
formed the Eckhardt Corp., located at 
213 S. Broad St., Philadelphia. It 
will manufacture the “Eckharmonic’ 
set. Mr. Eckhardt is president of the 


new company. 
* * & 


Whitefield Goes With Chicago 
Fuse 
Murray J. Whitefield, formerly 
with the -Economy Fuse & Mfg. Co.. 
has recently joined the organization 
of the Chicago Fuse Mfg. Co. 
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The Wagner 


a two-profit fan 


ae SELL a customer requires a good product 
and a wide-awake dealer. 

To keep him sold—a superlative product like 
the Wagner fan. 

When you take ona line of fans this season, con- 
sider not only your actual money profit, but also the 
goodwill that accrues from selling it. 

Wagner fans bring youone profit when they cross 
the counter; another profit—the satisfied customer 
—w hen they are tried in the home. 

Wagner fans are built on scientific principles. 
The pitch of the blades is different. Instead of bat- 
ting the air noisily, Wagner fan-blades slice the air. 
This delivers a long, strong, stimulating breeze, 
that can be directed wherever needed. Wagner fans 
move large volumes of air. Cool large rooms. 

The motor is so balanced and designed that it re- 
duces magnetic hum and prevents creeping that 
scratches furniture. It’s a Wagner,Quality job 
throughout. And fully guaranteed. 

Order this season’s winner now. 


WAGNER ELECTRIC CORPORATION 
6400 Plymouth Avenue Saint Louis, Mo. 
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| Prince Nicolas Visits Nela Park 


When Prince Nicolas of Roumani: 
| went to Cleveland on Sunday, Novem 
ber 21, bearing with him the greetings 
of his royal mother, he had just ten 
hours in which to attend two dinners. 
one tea, and visit more than a dozen 


—and Sales places of outstanding interest in the 


The problem of large users Forest City. 

of lamps is one of protection But the prince had heard much of 
against breakage and theft. Nela Park and of the contributions 
To stop breakage, a guard te lighting progress, made by this 
must be used. To stop theft, “University of Light’—so he urged 
a leck is required. Loxon that a visit to the headquarters ot 
Lamp Guards do this double the National Lamp Works be included 


duty at a single cost—pre- in-an already overcrowded program. 
venting theft as well as : 


breakage and at the same 





Clearly the Prince was tired as he 
time lessen danger of fires entered the Nela School of Lighting 

and personal injuries from and was greeted by National Lamp 

hot or broken lamps. Loxon Lamp Guards are made for Works officials—tired of handshaking 
all types of sockets and for both the new and old-style !amps. and pomp and formality, tired of 
They are quickly and conveniently attached to the socket and bei treated like a ti 1 instead of 
locked with a key, one of which is furnished with each dozen any eEeeEe Me 6 ter pee Matas © 
guards. 
Where theft is not a prime importance, there is the Gripon Lamp which he is. 
Guard to protect against breakage only. 


like the red blooded young man of 23. 


“His Majesty can remain but ten 
Send for new catalog No. 21, or for new descriptive j ac 6G ¢ i x j 

bulletin describing Loxcn and Gripon Lamp Guards minute Ss fifteen “ the outside, said 
John. C. Popovici, Roumanian consul, 


] MCGI I E . in charge of the Prince’s program, as 
@; op) |S. E. Doane, chief engineer of the 

Lamp Guards | t . 7 
Lame loving and National Lamp Works arose to ex 


Soldering Flux 


ESTABLISHED 1 low Torches, plain what Nela Park aimed to ac- 


904 

VALPARAISO - INDIANA complish in the lighting field. 

rer 5 But by the time R. W. Shenton, 
assistant manager of the engineering 
department was well into a demon- 
stration of office and store lighting the 
prince’s fatigue had given way to in- 
terest and he leaned over to the con- 
sul, saying. “This is good. Don't let 


f. Ven person connected with the selling end of them cut it.” 


; 2 m : ‘ So the party moved from one dis- 
the electrical industry will find something of in- play te’andther in the Nela School of 




















terest, something worth reading, in every issue of | Lighting and the prince saw the why 
THE JOBBER’'S SALESMAN | and how of American home, factory, 
° _ and automobile lighting. 

: : ‘ | Formality broke down before the 
The sales experiences of some of the leading men in | slow and delightful smile and the 


the industry will prove interesting and instructive to _ rapid questions of the young prince. 


He climbed on a platform and walked 
down the miniature street, towering 
_ bigh above the minature buildings. 
| signs and white way units, which he 
We want you to become _a regular reader of THE | examined in detail. 


JOBBER’S SALESMAN A lamp of gold representing the 
latest development in lamp making 


" ets | wes presented to the prince as a gift 
Send a dollar for a years subscription. | for his mother, Queen Marie, and as 
| a herald to Roumania of the many in- 
_ side-frosted lamps that will follow it. 
| ‘The lamp was encased in a casket 
_of hand-wrought copper, and _ lined 
| with blue satin. Inside the casket, on 
| the lid was a silver plate, engraved 

with the royal crest and an appro- 


many. Various other features will be well worth read- 
ing each month. 
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orders 
first call. 


$14.50 


No. 940—Complete assembly of Baby 
Hercules combination spot and flood 
light, mounted on. base with 8-ft. 
cord, separable plug, color frame No. 
1893 and 3- piece assorted colored 
-~ ‘ed in carton. Shipping 





on 
A Demonstration, a Sale. 


THIS COMBINATION SPOT AND FLOOD LIGHT SERVES: 
L. BAMBERGER, Newark, N. J. 
STRAWBRIDGE & CLOTHIER, Phila. Pa. 
BURDINES, INC., Miami, Fla. 


NEEDED IN EVERY SHOW WINDOW / 


Sales records show that salesmen secure 


for BABY HERCULES 

















HERPELSHEIMER & CO., Grand Rapids, Mich. ‘o- 94° 
STIX, BAER & FULLER, St. Louis, Mo. 
SIBLEY, LINDSEY & CURR CoO., Rochester, N. Y. 


COMMONWEALTH-EDISON, Chicago 
LANDAY BROS., New York City 


—AND A LARGE NUMBER OF OTHER ULTRA- 
MODERN RETAIL ESTABLISHMENTS REALIZ- 
ING THE NECESSITY OF CORRECT LIGHTING 


TO DISPLAY THEIR MERCHANDISE ADVAN- 


TAGEOUSLY. 


weight, 10 Ib. 


STANDARD 
MOTOR 
OPERATED 
DIMMERS 


Bank of four dim- 
mers for four cir- 
cuits of any watt- 
age up to and 
including 1000 
watts, complete as 
per illustration 


abviitagtlinleoted $225 


Same as above 
with three dim- 
WT hss $200 
Motor operated 
dimmers arranged 
for any number of 
circuits of any 
wattage. Prices on 
application. 


DISPLAY STAGE LIGHTING CO. 

















334 West 44th St., NEW YORK, N. Y. 


Lighting Equipment of Every Description et 





Cne of the biggest problems of the 
retail merchant today is his display 
window. He creates sales through 
the drawing power of a properly light- 
ed show window. Animated color 
has many times the attention attract- 
ing power of ordinary lighting methods 
and is being sought by merchants. 
“Display’’ motor operated color blend- 
ing dimmers and “Baby Hercules” 
adjustable combination spot and flood 
lighting units, reasonably priced, bring 
this very attractive lighting feature 
within his reach. The jobber and bis 
salesmen should point the way. Sign 
the coupon below and learn more 
about animated color blending and 
the latest and most effective method 
of show window lighting. 
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BlueBell 


‘Bell Ringing 
Transformer 





FIVE SELLING POINTS 
Which help you sell 


transformer: 


the BlueBell 


1. It is small enough to fit in a shal- 
low box. 

2. There is a wiring diagram with 
every transformer. 

3. It is guaranteed by the manufac- 
turer. 

4. It may be returned to the factory 
for free repair or replacement if 
not satisfactory. 

5. It is fully approved by the Under- 
writers. 


KILLARK ELECTRIC MFG. CO. 


3940 Easton Avenue, ST. LOUIS, MO. 











RHODE ISLAND 
RED 


ARMORED CABLE 


RUBBER COVERED 
WIRE 


SILK anoCOTTON 
CORDS 


RADIO WIRES 














Provipence Insucateo Wire to 


\ erovicence.r., | 
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priate message to “Her Majesty,( 
Marie, Queen of Roumania.” 

The casket, which was made by the 
Potter Studios of Cleveland, was 
trimmed with carved white jade (of 
which the Queen is very fond) and 
enclosed in a box of mahogany, lined 
| with satin of rose and blue. 

As Prince Nicolas acknowledged 
this gift in behalf of his mother, the 
party crowded in close and cameras 
began to click. It was at this point 
that a lamp man, who had carefully 
poised himself on top of a chair, lost| 











his balance in his excitement and | 
‘made a beautiful if unmajestic dive | 
to the floor. That the acrobatic feat | 


: ; , 
| was not in vain was evident when the | 


‘royal smile gave way to a whole| 
| hearted roar of laughter, | 

So it was that the ten minute visit | 
of Prince Nicolas of Roumania to | 
_Nela Park lasted an hour and thus | 
‘his majesty escaped at least one tea | 
several thousand hand | 
|shakes as he learned of American | 
'methods of illumination at the “Uni- 
versity of Light.” 

% & # 


party and 


Lighting Fixture Firm 
Reorganizes 





—onned smn 


HOLYOKE WIRES! 





Holyoke 


We want jobbers who 
are not acquainted with 


products to get in 
touch with us. 
Holyoke wires and de- 
termine why other job- — 
bers handling Holyoke 
products have increased 
their wire sales. 


You've tried the rest 
— now 


The Holyoke Co., Inc. 





SELL 


Jobbers’ 
salesmen, 
better your 
sales rec- 
ords! Hol- 
yoke wires 
are of 
higher qual- 
ity and 
greater 
BOXES durability. 
Products are: 
Regular single strand annunciator wire 
Regular twisted annunciator wire 
Multiple conductor annunciator 
braided cover 
Weatherproof single strand annunciator 
wire 
Weatherproof twisted annunciator wire 
Damp proof office wire. 
K K wire 
Magnet wires 


wire 


policy and our 


Stock 





SPOOLS 


use the best! 


611 BROADWAY 
New York, N. Y. 





‘ Following the death of the late Elias | 








Whitney, for the past 22 years pro- 
| prietor of E. P. Gleason Mfg. Co., | 
37 Murray Street, New York, the | 
'business has been completely reorgan- 
‘m and incorporated. The new firm 
ill be known as E. P. Gleason Mfg. 
| Co., Incorporated. 
x "E. P. Gleason Mfg. Co. is said to 
‘be one of the first American business 
jhouses to introduce lighting fixtures 
Fae the advent of artificial gas, and 
‘is today probably the oldest in the 
| field. It was established by E. P. 
Gleason in 1851, at 135 Mercer 
Street, New York. | 
This pioneer firm was built around 
the development of the gas burner and 
sponsored the Argand, the most suc- 
cessful gas burner of that period. Mr. 
‘Gleason remained in continuous con- | 
trol of the company for fifty years, | 
until his death in 1901. As the busi: 
was moved to) 








‘ness expanded it 
larger quarters at 20 West Houston | 
Street in 1873 and 1904 to its pres- | 
lent address at 37 Murray Street. | 

The officers of the new corporation 
are: George E. Mallinson, president; 
Perry Gleason, vice-president; Harold | 
'C. Albertson, treasurer and general | 
|manager, and William G. Sherrer, 





| secretary. Both Mr. Gleason and Mr. 





A GOOD 
BUY 


A majority of the job- 
bers’ salesmen of this 


country ‘consider THE 
JOBBER’s SALESMAN the 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, interest- 
ing sales helps for one 
little ironman! Subscribe 


today and recommend 





THE JOBBER’s SALESMAN 





to your friends. 
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ecorate with Artistic Lighting Equipment 


COME TO CLEVELAND! 


National Exhibition of 


Lighting Equipment 


Joint Conventions of National Association 
of Lighting Equipment Dealers and Artistic Lighting 
Equipment Association will be held at the 


On Display 


*Ceiling and wall fixtures 
Table and floor lamps 


Lamp shades and illumi- 
nating glassware 

Industrial end commer- 
cial units 

Lighting equipment — 
parts and supplies of 
all kinds 


Metal furniture, etc. 


< ART! 
¥ we NG EQUIPMENT . 
.N SOCIATION y 





A NATIONAL ORGANIZATION 


Watch for this emblem when 
buying lighting equipment. 
It is a guarantee of honest 
merchandise at a fair price. 


t 


Hollenden Hotel, January 31 to February 5, inclusive 


HERE, all that is best and modern in lighting equip- 
ment will be displayed under one roof. This is the 
only exhibition of its kind—nothing of greater educa- 
tional or business building value to the lighting 
equipment industry or to the user has ever before 
been attempted. 


Any lighting equipment manufacturer, jobber, 
dealer, builder, electrical contractor or architect, 
who would know of better artistic lighting equipment 
of quality, should attend this exhibition. Here, also, 
you will gain a more thorough understanding of what 
can be accomplished through co-operative effort in 
increasing lighting equipment sales and installations. 


Come to Cleveland—your attendance at this ex- 
hibition will result in knowledge that can be turned 
to profit. 

Certain days this exhibition will be open to the 
public, also, and these buyers are certainly interested 
in what you can provide them in better and more 
artistic decorative lighting equipment, properly de- 
signed to harmonize with their surroundings. 


Again, come to Cleveland! The most modern 
equipment for the home, factory or public building 
will be displayed here. 


Complete Details—Reduced R. R. rates will 
apply. Those desiring information as to space for 
exhibits may secure all details by writing or wiring 


Artistic Lighting Equipment Association, 424 Guar- 
antee Title Bldg., Cleveland, Ohio. 
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a in 
QUALITY] PRODUCTS 


Two 
New 
Bell Ringing 
Transformers 


Outlet Box Type 


This remarkable new type is receiving 
exceptionally favorable reception from 
contractors everywhere. M-26 and T-26 
represent the greatest degree of efficiency 
in Bell Ringing Transformers. 





M-26 
8 Vralt Type 


For both 3-inch and 
4-inch outlet box. 


T-26 
6,8 and 14 Volt 
DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, | Detroit, Mich. 


\\ TRANSFORMERS of MERIT for FIFTEEN YEARS /).) 














Y sISLELITESY 
IN 1927 








AISLELITES 


Undoubtedly 1927 will be the greatest 


year yet enjoyed by Aislelites. It is in- 
evitable, for along with the big boom 
in moving picture theatres and play- 
houses, there comes a greatly increased 
competition which forces contractors and 
owners to make every possible improve- 
ment to attract people to their theatres. 
You all know that the Aislelite is one of 
the foremost of these improvements. 
Their use was practically unthought of 
a few years back. Today they are be- 
ing installed everywhere. 


You can see for yourself the profit- 
making opportunities back of this item. 
Get started on it today by sending for full 
selling information. 


NATIONAL THEATRE SUPPLY CO. 
Successors to Exhibitors Supply Co. 





Offices in 30 Principal Cities 





624 So. Michigan Ave. 


Chicago, IIl‘nois 
PS TENT 








| without harm. 


| position. 


| tures 


| iety 


| audio transformers. 





This die-cut display card is offered free 
of charge to all radio dealers who handle 
or intend to handle Jefferson “Concertone” 
It is printed in four 
colors with paint which can be washed 
The transformer and haud 
are cut out and stand away from the rest 
of the card when the easel is placed in 
It is a tie-up with the adver- 





tising of the manufacturer, the Jefferson | 


Electric 
Chicago. 


Mfg. Co., 501 South Green St., 





well known in the trade 
and have been associated with E. P. 
Gleason Mfg. Co., for more than 25 
years. 


Sherrer are 


The new management will continue 


the business along the same general 


lines, offering a complete line of res- 


idential and commercial lighting fix- | 
A new commer- | 
with sev- | 


and novelties. 
cial unit, the ““Gleasonlite”’ 


eral patented features and in a var- 


of styles and finishes, will be 


| placed on the market in the near fu- 


'new catalog is in course of prepara- | 


ture, 
The 
pletely 


showrooms are _ being 


renovated and remodeled. A 


tion and will be issued about Decem- 


| ber 1. 


* * * 


Kearney Corp., Adds to Sales 
Force 
James R. Kearney Corp., St. 


The 


com- ! 


| Louis nicaeidentaninane of overhead and | 


underground utility equipment, 


/nounces that the following have re- 


cently 


| “Herb” 





joined the 
Keller 

of the Power Machinery 
Company, Kansas City, as the special 
representatives in the Kansas City 
territory; W. M. Watters, formerly. a 
representative of W. N. Matthews 
Corp., in the Kansas City territory. 
as special representative in the St. 
Louis territory, and J. J. Costello, as 


formerly 


representative in the New England 
States territory with headquarters in 
| Boston. 


an- | 


sales organization: | 


and Arthur Miller, 





(gqreenpetnnateres-onigmet 


| COLLYER | 
Silk and Cotton 
or ds 


Sas 


——— eo EO 





——————— 


Ask about our 
display rack—it 
makes the sales 
ColluerInsulated Wire Co. 


y PAWTUCKET, R.T 


SS ——S aoe 


= 


—— 











Sales/ 
Profits! 


Service. 
FITZ-M-ALL 


OUT-LET Box Hangers 





FITZ-M-ALL 
Trade Mark 193347 


FITZ-M-ALL Outlet Box Hangers 
with Lath Holder are sold wherever 
Electrical Contractors know about 
them. 


Extensive national advertising has 
made them known and used from 
coast to coast. 


The low cost, time and labor-saving 
qualities are convincing, worth- 
while selling appeals to electrical 
contractors. 


Free Sample Sets to Dealers 


Mid-West Metal Products 
Company 
MUNCIE, INDIANA 
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CORUAT ENS 


@ or CONDUIT 





‘‘Loricated”’ is the pioneer conduit 
on the American market. 
‘““Galvaduct” is the oldest brand 
of galvanized conduit manufac- 
tured in the United States. - 
These two products, after 30 years 
of their use in many of the finest 
buildings in America, offer prac- 
tically no sales resistance. Push 
them in 1927 for greater volume! 














MAKE 1927 


AN 
“EV’RYDAY” YEAR 


Don’t fail to make room for the 
“Ev’ryday” line in your 1927 sales plans. 
This popular-priced line of electrical 
necessities is in constant demand and 
you can reap big profits from it by a 
little selling concentration. 


“EV’RYDAY”’ 
HAIR DRYER 
& HANDY HEATER 






The “Ev’ryday” Hair Dryer and 
Handy Heater, Model 109, is typical of 
all “Ev’ryday” products. It is made 
of brass and cold rolled steel, nickel 
plated. Has three strong legs, 8 foot 
cord, separable (2 piece) attachment 
plug, long life Chromel heating element 
protected by screen guard. Outside 
diameter of reflector shell 54% inches. 
Guaranteed one year: 


MARION ELECTRIC CORP. 


MANUFACTURERS OF 
“EV’RYDAY” ELECTRICAL NECESSITIES 


MARION - . . - INDIANA 


THE SALESMAN OF 


' associated himself with 


THE JOBBER IS THE 





Cheney Made Sales Manager of 
Wagner 

Edward H. Cheney, Chicago dis- 
trict manager of the Wagner Electric 
Corp., of St. Louis since 1909, has 
been made sales manager of the com- 
pany and is now located in the main 
office in St. Louis. Mr. Cheney suc- 
ceeds Thomas T. Richards, 
resigned. 


who has 


* * + 


J. B. White with Knott 
J. B. White, formerly New York 
and New England representative of 
the Wirt Co., Philadelphia, Pa., 
George C. 


has 


| Knott, 67 Park Place, New York, the 


| tion are: 


| territorial 


sales office for McGill 
Mfg. Co., Valparaiso, Ind., Killark 
Electric Mfg. Co., St. Louis, Mo., and 
the Fullman Mfg. Co. Latrobe, Pa. 


* * * 


J. E. Wells With Triangle 
Conduit 


John E. Wells, formerly connected 
with the Chicago Fuse Mfg. Co., in 
the New York territory is now with 
the Triangle Conduit Co., Brooklyn. 
N. Y. He will work in the Metropol- 
itan district and over the territory 
formerly covered by A. C. (Chet) 
Walton who has been assigned to 
special field work. 


* * * 

R. L. Bradbury Opens Sales 
Agency 

R. L. Bradbury, formerly New 


York district manager for the Tubu- 
lar Woven Fabric Co., is now a sales 
agent with offices at 154 Nassau St., 
New York. He will represent the 
Dongan Electric Mfg. Co. of Detroit, 
Mich., in the New York territory. 


* *~ * 


New Agency on Coast 


A new manufacturers: agency, 
Western States Sales Co., Inc., 
recently been formed for the purpose 
of representing manufacturers on the 
Pacific Coast. 

The members of the new organiza- 
R. B. Hassler, president; 
George J. Lane, vice president, and 
E. W. Kennard, secretary and trea- 


the 
has 


| Surer. 


Headquarters are at 1632 South | 


Los Angeles St., Los Angeles, with 


district sales offices in San Francisco 


AAeMNIDEEOREE 


MOST IMPORTANT MAN IN THE INDUSTRY.’ 













































Sera ““TIRiE”’ 
TO SELL— 


THE ‘‘RELIANCE”’ 
AND “‘RACINE”’ 





“RELIANCE” 


AUTOMATIC TIME SWITCH 


NOW AND ALWAYS is the 
time to sell the “Reliance” and the 
“Racine” Automatic time switches. 
They give absolutely reliable and 
dependable service. 


. The “Reliance” time switch is 
made of the highest quality mate- 
rials. It is noted for its simplicity 
of construction and accuracy of 
manufacture. Every switch is 
guaranteed for one year. 


Made in twelve different sizes 
for 10, 20, 30 and 50 amps. and 
priced from $28.00 to $36.00 list. 
Approved by the National Board 
of Fire Underwriters. 





“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced eight day time switch 
made in two sizes, 10 and 20 amperes sell- 
ing for $19.50 and $23.00 list. 

It is used for turning On and Off win- 
dow lights, sign, bill boards, apartment 
house hall light, etc. It also carries a 
year’s guarantee and is made largely of 
“Reliance” parts. 


RELIANCE AUTOMATIC 


LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 
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Mr. Distributor 


—you know 


J. M. EHRLICH 


For 
40 Years 
At Your Service 


Always Original 
And Now 
Promoting a New Line 


Of 


Popular Priced 
Lighting Fixtures 
And It’s the 
Spanish Gold Finish. 


Without Obligating Yourself 
Write 


J. M. EHRLICH 


PIONEER LIGHTING FIXTURE CO. 


525 Market St. 
Milwaukee, Wis. 


SAMPLES WILL BE SENT YOU 








Can You Always Accept 
Wire Orders for Im- 


mediate Delivery? 


When your stock of wire has run 
low and you can’t fill a rush order, 
why not let us help you out? 


In all industrial centers are located 
“U. S.” Sales Branches which carry 
complete stocks of wires and cables, 
ready for immediate delivery at 
prices that assure you a generous 
margin of profit. 


“U.S.” Paracore Wires and Cables 
and “U. S.” Royal Portable Cord 
have gained a reputation for su- 
perior quality and assurance of 
satisfaction. 


United States Rubber Company 
“1790 Broadway, New York City 


Complete Stock Carried in the Following Cities; 





Atlanta Los Angeles Rpokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chicago Philadelphia 
mesanat! Pittsbursh 
Cleveland Portiand, Cre. 
— Rochester 

enver 

Sacramento 

Detroit 
Houston Salt Lake City 
Indianapolis San Francisco 
Kansas City Seattle Trade Mark 

















Goodman Appointed Acme 
Representative 

| Aaron Goodman, with offices at 250 

| West 57th St., New York, has com- 

pleted arrangements with the Acme 

Electric & Mfg. Co., Cleveland, O., 

'to handle the complete Acme line of 


equipment and radio accessories. 
* * * 


It Will Happen 


In last month’s issue we showed a 


picture of J. L. Lavin, sales man- 
ager of the Teletone Corp. of 
America and also one of Paul H. 


Eames, president of the Eames Corp., 
New York agents for Teletone prod- 
ucts. Unfortunately, the captions 
were reversed, but as they are both 


_good looking, we know there has been 
no hard feelings created. 
* * * 

Latest Trade Literature 

The Wadsworth Electric Mfg. Co., 

Covington, Ky.—Catalog No. 20 is 

the latest addition to the company’s 

bulletin No. 101. It covers eight 

pages devoted to accessible service 

fuse type switches, and gives com- 

plete information on these switches. 





| Allied Metal Industries, Inc., Ingle- 
| wood, Calif.—An exceptionally attrac- 


| tive loose-leaf catalog, devoted to 
“Art Lure Lighting Fixtures and 
Furniture.” These fitments are made 


of the highest quality brass, hand- 
| forged. They preserve the spirit of 
the Italian and Spanish designs, 
‘changed merely to adapt them to 


| modern conditions. 
| 


| The McGill Mfg. Co., Valparaiso, 
| Ind.—Catalog No. 21 has just been 
| issued. It lists the complete line of 
| McGill specialties for industrial, com- 
| mercial, residential, and workshop 
| installations. 





| The Benjamin Electric Mfg. Co., 
Chicago.—Catalog 302 describes in 
full the company’s new line of “Crys- 
teel” electric ranges. Thirteen differ- 
ent models are available. These ranges 


) will be distributed through jobbers. 








| Chicago Fuse Mfg. Co.—Catalog 
|No. 31 is a new general catalog of 
ithe whole line. The first section is 
‘devoted to “Union” fuses, fuse wire, 
‘cutout bases, cutout fittings, lugs, ete. 
The second section catalogs the full 
line of “Union” outlet boxes, bar 
hangers, extension rings, outlet box 
fittings and “Gem” switch boxes. 





















ROO OO OO Se 


WIDSMSIHSI3—5 


Don’t Forget 


that the “Columbia” 
sentatives below are always at 
hand ready to supply you with 
armored cable and flexible 
steel conduit of quality. 


repre- 


RADIA 


A 


*Charles D. White Company, 
Boston, Mass. 


A 


RE REO EOE OOOO OOK 
SSSA. 


*Popkin Brothers, 
Detroit, Mich. 


XY 


*Clark & Gansman Co., 
Philadelphia, Pa. 


BIN 


Charles R. Norrish, 
Pittsburgh, Pa. 


*J. S. Jacobson Co., 
Chicago, II. 


PREP EEOOOOOS 


PAGAL 


*J. G. Pomeroy Co., 
Los Angeles, Calif. 
San Francisco, Calif. 


*C,. R. Dederick, 
Portland, Ore. 


Wood & Anderson Co., 
St. Louis, Mo. 


M. Swedlin, 
New York, N. Y. 


HOOKE 
ASASALSS 


‘ 


AQAA 








Carry Complete Stock 


COLUMBIA METAL 
HOSE WORKS 


Long Island City, N. Y. 


\ 






G 








GENERAL 
PORCELAIN CO. 





Manufacturers of 


Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 








Every Business 


of consequence ought to have proper card 
REPRESENTATI 


WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—gsuperiority 





The John B. Wiggins Company 
pesos 
vers Makers Die Embossers 








Engra 
iis Pespies ane mete, CHICAGO 
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“The House of a Thousand Lanterns” 








Weatherproof 
Copper Lanterns 
Never Rust 
’ Help Make More 
a Sales With Less 
ae 
vB Sold Thru 
r Distributors 


sty da 
ae Oey 








Write for Booklet #15 





No. 243 


Gruber Brothers 


392 Broadway New York, N. Y. 











YAGER’S 


Soldering 
Salts - 
They will stand all the pushing 


you can do. They sell because 
they do good work and are 
priced reasonably. 





Paste 


ALEX. R. BENSON CO., Inc 
Hudson, N. Y 


For list of distributors see McRae’s 
1924 Blue Book. 














Universal Fuse and 
Circuit Tester 


Shocks, burns and loss of time 
never occur with the Universal. 
EVE 





Electrician 
Building Mcrae 
Trouble Man 
Meter Man 

Motor Man 

Line Man 


CARRY ONE 
Fully Guaranteed 
Lessens the hazard of 
every electrical worker. 
Tests A.C. or D.C. 110 to 
600 volts. Retail, $5.00. 
ELECTRIC TESTER 
MFG. CO. 
1844 E. Glisan Street, 
Portland, Oregon 



















CEDAR POLES 
Plain or | 


Butt Treated 


Northern 
White Cedar 


Western 
Red Cedar 


TTT aT | 


T. M. PARTRIDGE 


Lumber Company 


Minneapolis, Minnesota 














| 
| 
| 
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F. W. Wakefield Brass Co., Ver- 
milion, O.—A complete catalog of 
“Red Spot” lighting specialties is 
announced. Among new items listed 
are the “Red Spot” semi-indirect of- 
fice lighting unit, a line of one- piece 
porcelain enameled kitchen units, and 
examples of special commercial light- 
ing units made to order for depart- 
ment stores and banks where indi- 
| viduality in equipment is demanded. 





Kopp Glass Co., Swissvale, Pa.— 
Catalog No. 380 illustrating and 
| describing an extensive line of com- 
‘mercial lighting units made of its 
\“‘Delica” white glass and heat resist- 


| 
‘ing white glass. 





The Arrow Electric Co., Hartford, 
Conn.—A circular illustrating the Ar- 
row complete line of interchangeable 
porcelain fittings has just been issued 
by: the company. 





| Kellogg Switchboard & Supply 

Co., Chicago—‘‘Kellogg Radio” is the 
latest piece of attractive literature 
| issued by this company. The caption 
'describes the book, ‘Some photo- 
graphs of the Kellogg institution and 
‘a brief outline of its history.” It 
was written to enlighten dealers on 
the company behind the Kellogg prod- 
ucts. 
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INDUSTRY 





Superior Quality 
Supplied with 
Superior Service 


Four Hundred 
Jobbers Stock 
S I Goods! 


SUPERIOR INSULATING 
TAPE Co. 


3046 Lambdin Avenue, 
St. Louis, Mo. 




















JOBBERS! 


The new Blandin Line of Radio 
Cabinets is one that no jobber can 
afford to pass up. Many new fea- 
tures make this line a fast seller 
and profit maker. Send for circulars. 


BLANDIN PHONOGRAPH CO. Inc. 
1000 16th St. RACINE, WIS. 








Wrigley Toggle Bolts 


= 


“Wrigley 
For Quality” 


DEC. 3,190! 






xy 


Made of heavier 
gauge steel. 


Can be put through 
smaller holes than 
the ordinary toggle 
bolt. 


| HA HY 


TRUNNION NUT 
TOGGLE BOLT 


HOOD SCREWS ON 


First toggle bolt 
made. 


THE THOMAS WRIGLEY CoO. 








504 Sherman St., Chicago, IIl. 
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NORTHERN WHITE 
WESTERN RED 
GUSRANTEED GRADES 
24Hour Service. 
BUTT TREATING 
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ANY SPECIFICATION 


Let Us Show You How 
To CashIn On BELL Poles 
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Would you advertise in 
a newspaper that did not 
appear regularly? 


Then why sell lighting 
iroyaawa bate (Onwae sje iceevere 
signs with no regular 


Yel atevenbilce 
Sell a lork Clock for 


every store window and 
electric sign. 


af 
Curn 

| lec 
ar j 
on and 


off > 


ane) ra 4 regularly 


TREY ARR 





New complete price sheets on Tork Clocks will 





be issued January me Oo sag I} you don't recei 


your copy promptly write us 


TORK COMPANY, 12 East 41st Street, NEW 
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Electrical 


merchants praise 
EVEREADY 
FLASHLIGHTS 


as profit-builders 


“WE HAVE sold all makes of flashlights, 
flashlight batteries, dry cells and ‘B’ batter- 
ies, but during the past year have specialized 
on Eveready only. This we have found very 
satisfactory,” says the Royal Electric Co., 
of Irvington, N. J. 


Jf 7 7 


“Tt is with a great deal of satisfaction that 
we report increased sales of Eveready Flash- 
lights during the summer season, probably 
partly due to the high-power advertising 
you are using, but surely somewhat due to 
the continued quality built into Eveready 
Flashlights and Batteries. We have handled 


them for 13 years and find them going 
stronger than ever,” says the Findley Electric 
Company, of Minneapolis, Minn. 


1 1 ” 

“We have handled the Eveready line for 
years. With your co-operation, we have 
succeeded in building up a large business 
on this line, and we are completely sold on 
it as a wonderful proposition for the dealer,” 
says T. S. Richardson, Inc., of Auburn, 
New York. 

1 4 1 

These are typical of many similar letters in our files. 

Tell your dealers to feature genuine Eveready Flash- 
lights and Batteries in their windows and get their 
share of the big Christmas business which Eveready 
advertising is creating. 

Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 
Atlanta Chicago Kansas City 

Canadian National Carbon Co., Limited, Toronto, Ontario 
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Findley Electric Company, Minneapolis, Minn. 
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OUR PROGRESS 


MEANS 


YOUR PROFIT 


The steadily growing sales of ‘Red 
Spot’’ Hangers, Attachettes and other 
lighting specialties, means steadily in- 
creased profit for the Electrical Jobber. 
You and your customers receive more 
money for distributing ““Red Spot’ ma- 
terial than we receive for making it. 
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CATALOG 
Lighting Specialties 


ard material to practically all classes of 
commercial lighting installations, en- 
ables the jobber to supply the entire 
requirements of his customers from this 
catalog, thus simplifying his purchas- 
ing problem, keeping his stock uni- 
form in design and quality, and add- 
ing to the net profit of his lighting 
department. 


Write for this catalog today. 


THE F. W. WAKEFIELD BRASS CO., Vermilion, Ohio, U. S. A. 
\ 





